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Soaring Output 
Sends Model Run 
Past One Million 


Nearly 160,000 Cars 
Built in Week for 
Another 1961 High 


By John E. Walsh 
Staff Writer 


RRODUCTION of ’62 model cars 

topped the million mark last 
week as the industry turned out an 
estimated 159,660 units, Many 
plants were working overtime. 

The new-model count reached 
1,000,780, with General Motors in 
the lead on 478,859 assemblies. Ford 
Motor was next with 273,568, follow- 
ed by Chrysler Corp. with 155,196; 
American Motors, 65,945; Studebak- 
er-Packard, 25,992, and Checker 
Motors, 1,096. 

The week’s output also reach- 
ed another new high for the 
year, rising 11.6 percent over the 
previous peak of 143,106 assem- 
blies during the week ending 
Oct. 21. 

In the like week in 1960 the in- 
dustry produced 150,106 cars, 6.4 
percent under the total for last 
week. 

Production of commercial cars 
also continued to soar, with mak- 
ers turning out an estimated 26,248 
units. The total was 7.6 percent 
higher than the previous week’s 
24,388 and 45.7 percent over the 
18,016 units turned out in the com- 
parable week a year ago. 

A strike at Mack halted assem- 
bly operations in Allentown, Pa.; 
Somerville, N. J., and at the Brock- 
way plant in Cortland, N. Y., at 
midnight Wednesday. The company 
had scheduled approximately 35 as- 
semblies a day for the week. 

* * * 


ae production of the Fair- 
lane, Ford Motor’s new “in-be- 
tween” car, got under way during 
the week with the assembly of an 
estimated 2,300 units. In the previ- 
ous week 306 of the new cars were 
built. 

Included in the Ford Division’s 
output were 853 ’61-model cars pro- 
duced in the St. Louis plant, which 
was idled by a strike during most 
of the buildout period. 

A milestone also was observed 
by GM, with its total car produc- 
tion for the calendar year passing 
the two-million mark. With Chev- 
rolet accounting for more than 
half of the GM output, the com- 
pany’s total hit 2,054,578. 

All but two of Chevrolet’s auto 
assembly lines were on a six-day 
Schedule. The Los Angeles and the 

(Continued on Page 68, Col, 3) 
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Top Cars 


New-car registrations for eight months, 
plus 18 states for September: 


1960 
Pos. 


1961 

Pos. 

1—1,056,764 
2— 900,182 
3— 243,427 
4— 238,258 
5— , 205,078 
6— 204,256 
i— 187,637 
8— 153,082 
9—-. 125,556 
10— 92,558 
80,362 
59,951 
45,320 
18,992 


Make 
Chev. 1,190,897— 1 
Ford 956,040— 2 
Rambler 298,305— 4 
Pontiac 275,318— 5 
Plym., 314,206— 3 
Olds. 233,001— 7 
Buick 174,945— 8 
Dodge 258,445— 6 
Comet 88,721—11 
Cadillac 99,237—10 
Mercury 103,973— 9 
Chrysler 53,116—13 
Stude. 77,305—12 
Lincoln 14,720—14 
6,921 Imperial 10,552—15 
267,145 Misc. 383,357 
Total All Makes 
3,885,489 4,532,138 


Further details on Page 64. 
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NADA Directors Endorse Task Force Action... 


New Dealer Gains Due 


ASHINGTON, — While noting 

that conferences with the auto 
makers have improved the dealer 
business climate notably, NADA’s 
Task Force told directors last week 
that action already is under way 
on formulation of a long-term pro- 
gram. 

Directors at a special meeting 
here unanimously endorsed the 
second progress report of the 
Task Force. 

The Task Force, headed by H, L. 
Galles jr., Albuquerque, N. M., told 
the directors that it found the 
makers receptive and was optimis- 
tic of further progress. In view of 
this, it was recommended that no 





GM, Chrysler, S-P Report 
Dip in Sales and Earnings 


5 igen third quarter was a bad one 
for the auto companies and the 
first nine months of this year were 
nothing to cheer about, the first 
of the current round of financial 
reports shows. 

General Motors reported declines 
in sales and profit for both the first 
nine months and the third quarter. 

Chrysler was back in the red 
again in the third quarter after 
making a profit in the second 
quarter. The result: A loss for the 
first nine months. Sales were 
down all the way around. 

Studebaker-Packard had a loss 
in the third quarter but noted that 
the rate at which it is losing money 
is declining. S-P sales in the third 
quarter were a shade above those 
a year earlier. 

Ford Motor Co. reports this week 
and American Motors, which ended 
its fiscal year Sept. 30, will not have 


a report ready for about a month. 
* * * 


Chrysler Corp. 


A LOSS of $4.8 million on sales 
of $436.5 million was reported 
for third quarter by Chrysler Corp. 
The company had a loss of $21.9 
million in the first quarter of this 
year and then showed a profit of 
$6.2 million in the second quarter. 
In the third quarter of last year, 
Chrysler had a profit of $1.4 mil- 
lion on sales of $641.8 million. 

In the first nine months of this 
year, Chrysler lost $20.5 million 
on sales of $1,437.6 million, In 
the like period of last year, earn- 
ings amounted to $25.1 million on 
sales of $2,393.3 million. 

The nine-month loss this year 





amounted to $42.4 million before the 
company took a $21.9 million tax 
credit. Last year’s $25.1 million in 
profit in the nine months was after 
paying $27.5 million in taxes, This 
year’s third-quarter tax credit was 
$5.3 million. 
* * + 


ACTORY sales of cars and 

trucks to dealers totalled 534,518 
units in the first nine months of 
this year, down from the 944,847 
sold in the like period of 1960. 
Unit sales in the third quarter 
reached 162,489. 

Chrysler traced the nine-month 
loss to “the generally low level of 
automobile demand” and said the 
third-quarter showing was hurt by 
model changeovers. 

“In recent weeks, the Chrysler 

(Continued on Page 4, Col, 4) 


Inside 
Auto News 


@GM’s Skinner set to retire. 
Page 6. 


@ Engineering highlights, Page 
16: Baby cars, rustproofing, 
market research. 


e Surprise cars shown at Lon- 
don. Page 56A. 


@GM indictment contradicts 
good-faith law. Page 2. 


e@ Dealer convention: New York, 
Page 3. 


approach be made at the time to- 
ward Government action, which 
was the second alternative in the 
general resolution creating the 


Task Force. 
2 * o 


ONSIDERATION is being given 
to a Sweeping study by a prom- 
inent educational institution as to 
the future of the franchised dealer 
system, Galles said. 

Another study under develop- 
ment is one devoted to the rela- 
tionship of existing laws and 
regulations as they pertain to 
orderly conduct of automobile 
merchandising and servicing. 

A complete report of the. Task- 
Force program to date is under 
preparation and will be mailed to 
the entire NADA membership 
shortly. 

* * * 
ADDITIONAL reports to the 
membership are also being con- 
templated on the following: 

1. Factories’ answers to the basic 
problems. 

2. Legal aspects. 

3. Future of the system—econom- 
ic study. 

4. Role of Government—a philos- 


NADA Statement 


In Discount Case 


ee —-Sne on 

the Federal grand jury indict- 
ment against GM, Thomas F. Ab- 
bott jr., president of -NADA, said 
last week during the special meet- 
ing of the NADA directors: 

“Tf the intent of the government 
is to challenge the right of the 
manufacturer to independently ex- 
ercise reasonable controls over the 
orderly distribution and proper 
servicing of its products in the 
interest of public safety and the 
economical welfare of the buyer, 
then NADA and the franchised new 
car and truck dealers of America 
express deep concern for the future 
of the industry and the preserva- 
tion of the franchise system. 

“NADA’s governmental relations 
committee and the task force 
committee, with the unanimous 
endorsement of the association’s 
board of directors, will follow de- 
velopments closely to determine the 
full import of this litigation on the 
franchise system and will, in the 
light of developments, recommend 
proper remedial] action.” 


Mid-October Sales Rise, But Trail ’60 Rate 


By Robert M. Lienert 


Associate Editor 


PACED by General Motors and 
American Motors, new-car sales 
in the second 10 days of October 
topped the opening period although 
they trailed last year’s record- 
breaking performance. 

Dealers delivered at retail an 
estimated 175,527 new cars in the 
Oct. 11-20 period, including 63,043 
compacts. The compacts’ share 
Was 35.92 percent, compared with 
$4.88 percent in the first 10 days 
of the month. In recent months, 
Compacts: had been taking 37 to 
38 percent of domestic-car sales. 
Sales in October’s opening period 

amounted to 167,000 units. A year 
&g0, Oct. 11-20 sales totalled 195,000. 





Compacts took 28.80 percent of 
sales last year. 
* * * 

NDUSTRY observers believe the 

Oct. 11-20 period could well have 
been a record breaker had dealers 
not been hampered by shortages of 
new models. 

Dealers handling Ford Motor 
Co. lines were particularly hard 
hit as strikes halted production 
early in the month and cut field 
stocks to the bone. 

Shortages were apparent in other 
lines, too, despite efforts by the fac- 
tories to build up stocks. 

The industry anticipates even 
higher sales in the month’s closing 
period—perhaps enough to boost 


the October total to 525,000. 
Barring further production diffi- 
culties, sales in the fourth quarter 
could well top 1.6 million, the in- 
dustry’s sales experts say. 
of * * 
PpUsine the second 10 days of 
October, sales ran at a daily 
rate of 19,503 units, compared with 
20,882 in the first 10 days of the 
month. 

General Motors hiked its share 
of Oct. 11-20 sales to 50.34 per- 
cent, compared with 47.77 percent 
in the first 10 days. Ford Motor 
Co, took 28.62 percent; Chrysler 
Corp., 11.31 percent; AMC, 8.11 
percent, and Studebaker-Packard, 
1.62 percent. 

In the first 10 days of the month, 


Ford Motor took 32.14 percent; 
Chrysler, 11.97 percent; AMC, 6.40 
percent, and S-P, 1.72 percent. 

Rambler set a record for any 
October 10-day period in history, 
said Roy Abernethy, executive vice- 
president. Sales exceeded the previ- 
ous 10-day period by 33 percent 
and were 10 percent higher than 
a year ago, he said. 

Sales in the first 20 days of the 
month were the highest for any 
comparable period since Rambler’s 
alltime high of June, 1960, he said. 

* * * 
UICK’S sales were better than 
in any corresponding period 
since 1955, said Edward D. Rollert, 
general manager. Orders are run- 
(Continued on Page 4, Col. 1) 


ophy of NADA toward Government. 
5. Code of standards. 
a a * 


IX. The customer and the dealer. 

7. Management of a dealership. 
8. Diversification in a dealership 

—selling and servicing. 

9. Taxation of a dealership—how 
best to operate under existing tax 
laws. 

10. Living and succeeding un- 
der existing laws and regulations 
—how do existing laws apply and 
affect a dealership? 

11. State laws and regulations af- 
fecting a dealership. 

12, What is a quality dealer? 

13. How can a quality dealer pro- 
gram be enforced? 

14. What is a reasonable profit 
for a dealership? 
* * * 

— Task Force Committee pre- 

sented to the board what was 
described as “a carefully drawn 
analysis of the new profit poten- 
tialities of the franchised dealer as 
a result of each specific action 
taken by the manufacturers since 
conferences were initiated last 
spring between the Task Force and 
the manufacturers.” 

An analysis was presented as to 
the individual action of each manu- 
facturer, and a comparison was 
drawn as to the improvements in 
dealer profit opportunities. Careful 
scrutiny was devoted to the vari- 
ance among manufacturers relative 
to the improvements provided. 

Top officials of the auto manu- 
facturers were lauded by the 
committee for the receptive audi- 

(See TASK FORCE, Page 4, Col, 1) 


Big Three Boost 
Market Studies 


Strongest Role 
Is Taken by Ford 


By Joseph M. Callahan 
Engineering Editor 
pyacavas the average car buyer 

has become more enigmatic 
than ever, the auto companies are 
putting increased emphasis on mar- 
ket research to guide engineers and 
stylists in developing future prod- 
ucts. 

Whether it be called Customer 
Research (as at GM), Marketing 
Research (as at Ford) or Con- 
sumer Research (as at Chrysler 
Corp.), the main function is gen- 
eraliy to learn from consumer 
surveys what the typical buyer 
wants in his car. 

A secondary function is to ac- 
quire information that will be help- 
ful to the advertising and sales 
departments. 

Although market research about 
the product is generally channeled— 
into the product planning depart- 
ment of an auto company, it by no 
means replaces the creative efforts 
of engineers and stylists. 

* - + 

T PRODUCES a need for eyen 

greater creative efforts and a 
need for more ideas so that the 

company will have an opportunity 
to determine which of several] al- 
ternatives the potential customer 
will prefer. 

For competitive reasons, the 
automotive market researchers 
refuse to discuss publicly any of 
the answers provided by their 

(Continued om Page 16, Col, 1) 
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Indictment Bares Split in U. S. Thinking .. . 


Limits, to Factory Persuasion? 


By Maynard M, Gorggn 
News Editor 


SHARP division has arisen be- 

tween the Justice Department 
and Congress on the subject of 
facto®y-g@@ier relations. 
In its indictment against 
auto’ manufacturers, the Justice 
Department has moved far beyond 
the limits defined by Congress in 
the Automobile Dealer Franchise 
Act of 1956. 

Dealers in Los Angeles, where 
General Motors has been sued 
over efforts to block discount- 
house sales of new cars, are 
plainly worried about the long- 
range effects of the new indict- 
ment on the franchise system. 
There seems certain to emerge 

from the litigation a clearer picture 
of the role of factories as suppliers 
of new vehicles and parts to dealer- 
ships. The Justice Department and 
its recent series of auto indictments 
will form this picture, which may 
be vastly different from what the 
National Automobile Dealers Assn. 
had in mind when it campaigned 
for the day-in-court law in 1955-56. 
* * * 

OUNT TWO of the Los Angeles 

indictment is the nub of the 

ground-breaking move by the Jus- 
tice Department and the seed of 
concern over the fate of the fran- 
chise system, 

Count Two alleges that four 
Chevrolet sales executives violated 
the antitrust laws when they “in- 
duced and persuaded” Chevrolet 
dealers to halt connections with 
discount houses and referral serv- 
ices. The key words, “induce and 
persuade,” are repeated in a charge 
that the defendants authorized 


FTC Order Stops 
Pittsburgh Plate 
Use of ‘AID’ Ads 


WASHINGTON. — Discrimination 
among retailers of auto replace- 
ment glass has been settled by a 
consent order signed by Pittsburgh 
Plate Glass and the Federal] Trade 
Commission. FTC adopted a hear- 
ing examiner's decision on a com- 
plaint filed last March. 

FTC alleged that Pittsburgh 
Plate Glass gave customers desig- 
nated “AID dealers” (autoglass in- 
stallation dealer) certain services 
and facilities not given competing 
purchasers on proportionally equal 
terms. 

As part of its AID program, FTC 
charged, the company advertised its 
auto replacement glass on television 
and in ‘trade publications and na- 
tionally published magazines. It 
also places the names of all “AID 
dealers” in the classified section of 
the telephone directory. FTC said 
Pittsburgh pays for all these ads 
which direct the buyer to the “AID 
dealer” handling the products 
whereas competing dealer custom- 
ers do not have the advantage of 
these services. 

The company is forbidden to con- 
tinue these practices, but signing 
a consent order does not constitute 
an admission by Pittsburgh Plate 
Glass that it violated the law. 


Wisconsin Group 


To Hear Newberg 


MILWAUKEE.—William C. New- 
berg, former president of Chrysler 
Corp., will address a dinner meet- 
ing of the Industrial Relations 
Assn. of Wisconsin in Milwaukee 
on Nov. 1. 

The meeting is expected to draw 
a capacity audience for what is de- 
scribed by Assn. President Edward 
L. Brenk as “the first public ap- 
pearance by Newberg since leaving 
Chrysler.” Newberg’s topic will be, 
“The Edge of Morality.” 

While enroute through Chicago 
early last month, Newberg spoke 
informally to Chrysler dealers 
meeting in Chicago, In Detroit, 
Newberg’s Office said that his Mil- 
waukee speech will be the first of a 
formal] nature since the parting 
with Chrysler. The association said 
that it was not taking sides in 
Chrysler’s disputes with Newberg. 

‘ 


































“we expressly recognized the right 
of every dealer to ‘sell such motor 
vehicles to anyone, anywhere, at 
any price.’” 


discount-housing of new cars is the 
sixth in an antitrust series which 
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began shortly after the good-faith 
law went into effect. 
CJ * * 

HE first four of the six indict- 

ments deal with protective ter- 
ritories and price-fixing. Defend- 
ants include White Motor Co.; 
Volkswagen of America, Renault- 
Peugeot and British Motor. 

Chrysler Corp. pressure on Stude- 
baker dealers was the subject of 
the fifth indictment, which was 
filed last April in Fort Wayne, Ind. 
Chrysler was accused of “requir- 
ing’ and “inducing” its dealers to 
drop Lark when the Valiant was 
introduced. 

The Justice Department has 
obtained a favorable order in the 
White antitrust suit at Cleveland. 
A District Court judge in Sep- 
tember found White’s system of 
allocating territories to distribu- 
tors and dealers a violation of the 
antitrust laws. White is appealing 
to the United States Supreme 
Court. 

In the Volkswagen suit, which 
was to have furnished a definitive 
test of the dealer territory system, 
a judge ruled that price-fixing must 
be proven in order to nullify such 
an arrangement. This ruling re- 
portedly caused the Justice Depart- 
ment to concentrate on the White 
case for testing purposes. 

The government has soft-pedal- 
led the Renault and BMC suits, 
which would be controlled by any 
final decisions in White and VW. 

* * 


— has formally denied 
the Fort Wayne charges and 
(Continued on Page 8, Col, 3) 


their subordinates to throw similar 
checkreins on dealers. 

On the other hand, the good- 
faith law plainly permits factories 
to “induce and persuade.” What 
is banned by the good-faith sta- 
tute, which supplements the anti- 
trust laws, is “coercion and in- 
timidation.” 

In other words, as legal observ- 
ers have interpreted the situation, 
the Justice Department is disre- 
garding facts of life which Congress 
not only has recognized but also 
has written into a law which was 
hammered out after months of 
hearings. 













Members of the National Automobile 













ERE is the exact language of 
Section 1 (e) of the Automobile 
Dealer Franchise Act: 

“The term “good faith” shall 
mean the duty of each party to any 
franchise, and all officers, employes, 
or agents to act in a fair and equit- 
able manner toward each other so 
as to guarantee the one party free- 
dom from coercion, intimidation, or 
threats of coercion or intimidation 
from the other party: 

“Provided, that recommenda- 
tion, endorsement, ex position, 
Persuasion, urging or argument 
shall not be deemed to constitute 
a lack of good faith.” 

It would surprise antitrust ex- 
perts if GM did not make a promi- 
nent defense issue of the above 
“Provided” clause in Los Angeles 
Federal District Court. Congress 
has told auto manufacturers they 
can counsel and urge dealers, 
which is what GM has contended 
Chevrolet sales executives did when 
discount-house selling reached ex- 
cessive heights last winter. 

+ *” * 


“q‘ENERAL MOTORS,” declared 

Chairman Frederic G. Donner, 
“will continue to express its views 
where the good will of its product 
and the safety of the driving public 
are concerned, and believes it has 
a right to do so.” 

However, Donner denied vehe- 
mently that any GM dealers had 
been coerced to stop supplying 
discount houses or referral serv- 
ices, 


“On the contrary,” he declared, 











DEARBORN. — Ford Motor Co. 
has ordered all two-ply tires pulled 
off its 62 Galaxie 500s and Fair- 
lanes, They still will be used on the 
compact Falcons and Comets. 

Tire sources indicated the move 
was temporary. 

Ford did not officially comment 
on the move, but it was indicated 
by reliable sources that John Dyk- 
stra, Ford president, ordered the 
two-ply casings removed because 
there were some cases of break- 
through at the sidewalls. There was 



























Rental Receipts 
Ruled Free of 


Sales Tax in Mo. 


JEFFERSON CITY, Mo. — Re- 
ceipts from the rental of automo- 
biles are not subject to Missouri’s 
2-percent sales tax, according; to a 
ruling by Judge Sam Blair in the 
Cole County Circuit Court. 

He reversed an earlier ruling in 
a tax fight between the car rental 
industry and the Missouri Depart- 
ment of Revenue. 

T. A. Stapleton, state sales tax 
supervisor, said the ruling would 
cost the state $3 million a year un- 
less this decision is reversed by the 
Missouri Supreme Court. 

Federhofer, Inc., Hertz Corp., 
Leased Vehicles, Inc., and: the 
Ryder System filed a petition for a 
declaratory judgment in the circuit 
court against Milton Carpenter, di- 
rector of revenue, A formal judg- 
ment in favor of the state was en- 
tered and then the plaintiffs filed 
a motion to amend and modify or 
grant a new trial. 

The plaintiffs filed a lengthy 
memorandum of their interpreta- 
tion of the state law, the crux of 
which is whether rental property 
can be taxed. 

The rental companies put into 
evidence copies of contracts which 
they claimed established the trans- 
actions as rentals and not transfers 
of tangible property. 

They contended that options to 
buy in these contracts were re- 
stricted to isolated instances. Last 
spring, Mendenhall Auto Leasing 
Co., attempted to join the case as 
an intervenor but its petition was 
denied. 

A spokesman for the Missouri 
attorney general’s office said’ the 
case would be appealed to the Su- 
preme Court. 








Due Dec. 11... 


Annual Show Issue 


Automotive News’ sixth 
annual Auto Show Issue 
will be published Dec. 11. 


Features will include 
color photos of °62 domes- 
tic models, prices, specifi- 
cations, photos and data on 
new trucks, engineering 
and styling developments, 
auto-advertising plans, top 
selling features of each 
make, and the role of sup- 
pliers in production of the 
new models. 
























The Los Angeles indictment on 









This Week in Summary .. . 


Automotive News Review 


Dealers— 

New England dealers defend General Motors in West Coast dis- 
count-store antitrust action, say factory acted in best interests of 
public. Page 9. 


New York State Automobile Dealers Assn. acclaims work of 
NADA’s Task Force. Page 3. 
* * * 
Compact Compacts— 
Top officials of four leading domestic auto firms see no market 
at present for American-built car about the size of Volkswagen. 
Page 16. 


* OK * 
Car Counting— 
Difference between a new-car sale and a registration is explained, 


along with vehicles included in registration reports. Page 56C. 
* * K 





Warranty— 
Problems in filing warranty claims leads to a new business in 
Cleveland. Page 60. 


Receiver Named 


For Nolting Ford 


ST. LOUIS.— Accountant Harry 
Epstein has been appointed receiv- 
er for Nolting Ford Co., of nearby 
Ballwin, in a $51,552 suit instituted 
by St. Louis County National Bank. 

Circuit Judge Robert G. J. Hoe- 
ster acted after request by both 
sides. A show-cause hearing was 
held in Clayton on the bank’s peti- 
tion that the $51,552 is the balance 
due on a $73,630 loan payable last 
Sept. 13. 

Associates Discount Corp. last 
spring seized 94 autos from Nolting 
after the finance company obtain- 
ed a writ of replevin from Circuit 
Court. 


* * cS 
Production— 
Production of ’62 model cars tops million mark (1,000,780) as esti- 
mated output for week ending Oct. 28 hits 159,660, a new high for 


the year. Page 1. 
* * * 


Earnings Reports— 
General Motors reports third-quarter profit of $88 million, down 
from $89 million in like period of ’60; Studebaker-Packard notes loss 


of $1.4 million compared with deficit of $3.2 million last year. Page 1. 
ok * * 


Labor— 

Local contract settlements reported in Chrysler-UAW negotiations; 
strikes hit Mack Truck and Kelsey-Hayes Co., producer of auto 
wheels, hubs and drums for GM and Ford. Page 6. 















NADA Plans for Annual Meeting— 


Dealers Assn.'s convention committee meet 


to plan the association's 45th annual meeting and exhibition to be held at Atlantic 
City, Feb. 3-7. Clockwise are Walter M. Kiplinger, NADA staff; James C. Moore, NADA 
executive vice-president; Otto P. Henneberger, president, Automotive Trade Agsn 
Managers; William L. Mallon, Newark, committee chairman; Harry H. Brown ir., Pr 
Haven, Conn.; George D. Gardner, Binghamton, N. Y., and L. J. Smith, NADA staff 
Joseph Schneider, Hempstead, N. Y., also a committee member, is not pictured. 


Two-Ply Tires Pulled 
From Larger Fords 


also some concern expressed about 
the wear and the stability of these 
tires. 

The order to remove the two- 
ply tires from all Galaxie 500s 
came through to dealerships 
about Sept. 23. No Fairlanes were 
in dealers’ hands at that time. 
The order involved considerable 
trouble and expense for Ford 
Motor Co. and considerable tire- 
changing across the country, 


It is believed that few, if any 
Galaxies with two-ply tires were 
sold to the public. The announce- 
ment date was Sept. 29, 

Ford’s move indicated that in its 
opinion the two-ply tires were sat- 
isfactory for the compact cars with 
their 13-inch tires, but not satisfac- 
tory for the intermediate or stand- 
ard-sized cars that use 14-inch tires. 

Chevrolet is the other principal 
user of two-ply casings, having 
them on all standard Chevrolets, 
Chevy IIs and Corvairs—all Chev- 
rolet cars except station wagons. 

Two-ply tires are also being used 
this year on Valiants, Lancers, 
Rambler Classics and Rambler 
Americans. 

They were introduced last 
spring as a mid-year change on 
most of the Corvairs and some 
of the Falcons, with the expecta- 
tion that they would eventually 
find their way to all cars when 
their development was far enough 
along. ° 

One tire company official, who 
declined to be quoted, said that the 
14-inch, two-ply tires had become 
a problem for a couple of makers, 
but that it was just a “temporary 
manufacturing problem.” 

In addition to being 40 to 50 
cents less expensive, the two-ply 
tire reportedly provides a softer 
ride, a cooler-running tire and 4 
tire whose rolling resistance is less 
than that, of the four-ply tire. 


































Renault Promotes 
Grob, 2 Others 
In U. S. Setup 


NEW YORK.—tThree top man- 
agement appointments for Renault, 
Inc., were announced by the com- 
pany’s directors. 

Vincent Grob, 
35, was named 
president of Re- 
nault, Inc., United 
States importer 
and marketer of 
Renault automo- 
biles, 

Claude Haardt, 
34, was named to 
succeed Grob as 
v ic e- president 
and general man- 
ager of Renault, Inc. Haardt thus 
becomes chief operating official for 
Renault in the U. S. 

Maurice Fertey, 32, was named 
to the newly created position of ex- 
ecutive assistant to the general 
manager. 

Grob had been executive vice- 
president and general manager 
since January, 1961, He is also di- 
rector of the accounting and budg- 
etary division for Regie Renault In 
France, In his dual role, Grob will 
spend part of his time each month 
in New York and Paris. 





Vincent Grob 
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Dealer Forum 


by Robert M. Finlay 





WAS thinking in terms of fac- 

tories and dealers when I read 
a reference to a professor who said 
the world is divided into people 
who divide the world into two 
kinds of people and those who 
don’t. 

So I recalled the dealers I know 
and the fact that each is an in- 
dividual trying to find meaning in 
life as an individual and not as one 
of a body of men. And I think 
we could say the same thing about 
factory executives. 

There are, however, problems 
which the groups share, and re- 
sponsibilities, too. For example, 
all dealers and all factories have 
a stake in the franchise system 
of selling vehicles. The public 
also has a Stake. Now the Fed- 
eral Government, through the 
Justice Department, is claiming a 
role. 

In effect, the Justice Department 
is asserting in the West Coast dis- 
count case that the factories have 
no right to protect the franchise 
system; that any dealer can mess 
up the market by selling to dis- 
count houses which make no effort 
to back up the new car by accept- 
ing responsibility for service. The 
discount-house operator thus im- 
plies that he is entitled to a free 
ride on the franchise system, It is 
this system that provides that any 
dealer must do the warranty work 
required on a new car no matter 
who sold the car. 

On the other hand, the new-car 
buyer must weigh the spirit in 
which the warranty work is done. 
What kind of service would you 
expect from a dealer who feels that 
his investment in service facilities 
is being used to support a dealer 
who is wholesaling to a discount 
house or to the discount house 

which is causing confusion in the 
local market? Yet many dealers 
feel obligated to support all cars of 
their make in the community. 
* * 


New System Coming? 


IT possible that a new system 
of auto distribution will come 
out of the present and postwar 
turmoil? 

Any thinking in this direction 
must start with the new-car buyer, 
and his needs. For the vast ma- 
jority of new-car buyers, the first 
need is to recognize that the car 
is a mystery to him and that he 
needs someone in whom he can 
have confidence to lead him 
through the mystery. He needs 
someone to advise him as to his 
best interest on all aspects of a 
confusing business—new cars, used 
cars, service. 

The publie’s best hope in this 
regard is the franchised dealer. 

“But,” said a factory man in dis- 
cussing this problem, “do you think 
that the franchised dealer has been 
living up to his own obligation to 
the franchise system? 

“Or has he just been sending out 
task forces to find out what’s 
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wrong with his partner, the fac- 
tory, in this regard. 

“Our ads tell people to see their 
friendly hometown dealers. But 
I'm afraid to see mine, Putting 
confidence in him is like putting 
trust in Two-Fingered Louie as 
he leans against you while walk- 
ing up the crowded carnival mid- 
way.” 

And it cannot be denied that even 
as one dealer can use the mysteries 
of the auto business to: build a 
place of trust for himself among 
his customers, another may use 
the complexities as cover under 
which to fleece his customers. 

of ok * 


Who Put Him In? 


1‘ are pros and cons to this 
line of argument. One of the 
most telling is that it ill becomes 
the factories to complain of the 
tactics of some dealers, since the 
factories put these dealers in busi- 
ness—in some instances, with the 
goal of prodding the dealers who 
were playing it straight. 

At the same time, it might also 
be conceded that there is room for 
a task force dedicated to seeing 
how dealers can improve their re- 
lations with the public by living 
up to their own obligations to the 
franchise system. 

It is not enough to have a 
service shop. The shop must op- 
erate to build a position of trust 
for the dealer. 


I have received some interesting 
views from dealers which I'll go 
into at a later date, but I thought 
you’d™ be interested in this one at 
the moment: 


“A lot of dealers say that money 
isn’t being attracted to the auto 
business these days, but just try to 
get a deal with a future in any 
decent spot. Such deals just aren’t 
available. 


“To anyone who likes a chal- 
lenge, the auto business is still the 
easiest way to make money that I 


know of.” 
* ok * 


Crowd Program 


HERES one to put in the file 
under programs designed to 
help you cultivate showroom 
crowds on announcement day. 

D. F. Hassinger, general man- 
ager of Jim White (Chevrolet), 
Ann Arbor, Mich., has developed an 
IBM card which salesmen pass out 
to visitors. It is titled “Vote for 
Chevrolet” and has blocks for Chev- 
rolet, Chevy II and Corvair. 

Prizes are prepunched on the 
cards and they induce the customer 
to fill in his name, address, make of 
present car and ask him to check 
three of his favorite features, like 
the ride, new engine, economy, in- 
teriors, seating comfort, etc. 

The cards are processed by an 
outside firm which has them back 
and ready for the salesmen to 
use in five days. 

“This quick return,” said Has- 
singer, “enabled our salesmen to be 
first at the market place armed 
with concise sales ammunition. 
Along with the cards, we received 
a compilation of all of the card 
information to enable management 
to follow up with the salesmen.” 

Hassinger said he has copyright- 
ed this program under the name, 
“Promotions Electronically.” 

* a o* 


Passes Test 


|* NEITHER a sales tester nor 
a car tester, but I have a re- 
liable method of gauging the ap- 
peal of new models we borrow just 
to ‘keep in touch with the auto 
world. 

If my teen-age daughter meets 
the commuter train with the bor- 
rowed new model, you can bet that 
it has something appealing. If she 
shows up in the old Dandy Six, 
the borrowed car doesn’t do any- 
thing for her. 

We had a hard job prying her 
out of the Dodge Lancer GT. It 
puts pleasure back into driving. 
Dodge salesmen can peddle this one 
with confidence. 





Elvis Parks His Cadillac; 
Buys a $6,138 T-Bird 

MEMPHIS.—Elvis Presley last 
week purchased another new car 
—this time a 1962 red Thunder- 
bird sports special roadster, 
priced at $6,138 with “lots of 
extras.” 

Ernie Barrasso, salesman for 
Hull-Dobbs, who made the sale, 
said, “I knew he would be inter- 
ested because it is the only one of 
its kind in the entire South.” 

Frank Liberto, general man- 
ager, said Elvis wrote a check for 
the car, and as he drove away 
said: “Park my Cadillac across 
the street some place. I'll send for 
it. 





Townsend Airs Dealer Views .. . 





New Yorkers Acclaim 
Work of Task Force 


IAMESHA LAKE, N. Y.—Solid 

support of the Task Force of 
the National Automobile Dealers 
Assn. was proclaimed by the New 
York State Automobile Dealers 
Assn. in two resolutions passed at 
the latter group’s 38th annual con- 
vention. 


The parley, held last week at 
the Concord Hotel in this Cat- 





Glens Falls Dealers Elect Officers— 
Officers for 1962 have been elected by the Glens Falls (N. Y.) Franchised New Car 


Dealers Assn. Left to right are Xurry J. 


Bromley (Volkswagen), secretary-treasurer; 


Roland Whiteman (Chevrolet), retiring president; Irving Woodin (Cadillac-Oldsmobile), 
new president, and Thomas Murphy, outgoing secretary-treasurer. 


Vermont Settlement Recalled .. . 


$170,000 Edsel Suit Filed 


By Frank Harrington 
Staff Correspondent 

SIOUX FALLS, S. D.—Two for- 
mer Edsel dealers filed suit last 

week in Federal District Court 
here, seeking $170,000 damages from 
Ford Motor Co. 

The plaintiffs, Ear] and Lloyd A. 
Larsheid, charged that Ford “know- 
ingly, wantonly, falsely and reck- 
lessly” misrepresented the quality 
of the car and the local market 
for it. A company spokesman de- 
clined comment on the suit. 

The complaint says that the Lar- 
sheids were placed in bad financial 
condition because of the low stand- 
ard of the defendant’s product and 
that their firm was rendered insol- 
vent. 

In May, 1959, Ford was sued 
for $35,000 damages by Robert G. 
Shearer, Burlington, Vt., a former 
Edsel dealer who now handles 
Renault-Peugeot-Triumph. Shear- 
er’s suit, the first in the nation 
based on alleged Edsel misrepre- 
sentation, was settled out of court 
for $7,500 on the eve of trial in 
Federal District Court. 

In their suit, the Larsheids state 
that Ford told them that the Edsel 
would be in the low and medium 
price field between the Ford and 
Mercury line; it was to be superior 
or comparable in quality to similar 
cars; there was stability and avail- 
ability of product; and that the 
Edsel was to contain real innova- 
tions in comfort and safety. 

The plaintiffs also assert that 
Ford told them a survey was made 
which showed that Sioux Falls 
would support a dealership. 

The Larsheids charge that they 
set up a business with an invest- 
ment of a required sum and that 
when the cars were delivered in 
September, 1957, they were not as 
represented. 

Plaintiffs are asking $90,000 
damage for great expense, hard- 
ship and damage to their busi- 
ness reputation. They ask an ad- 
ditional $50,000 exemplary dam- 
ages. They seek compensation 
because, they charge, they are 
obligated by contract for sale of 
cars which have since lost value 
because of the termination of 
manufacture of the car. 


The Larsheids also have insti- 





tuted a second action against Ford. 
They say that Ford refused to allow 
them to negotiate with prospective 
buyers of their franchise. They say 
that Ford acted in bad faith so 
that prospective buyers were influ- 
enced not to buy the franchise. 

The complaint, in addition, says 
that Ford refused to transfer the 
franchise after the plaintiffs had 
arranged a sale of part interest of 
the firm. They further charge that 
Ford represented to them that the 
sale would be approved. 

Plaintiffs say their credit has 
been weakened, they were forced 
to lay off personnel and were pre- 
vented from rendering proper 
service to their customers. They 
also charged that they were put 
in a@ position of having to sell 
their franchise at a “force sale” 
price. 

In the second count the plaintiffs 
are asking $20,000 damages and 
$10,000 exemplary damages and ask 
that the defendants pay all costs 

of the proceedings. 

A jury trial was asked. 





resentment there 


vehicle Operators 





product was $95 billion and total 


or a 28,6 percent bite. 





On the House... 


Mobil officials will stage a reception Tuesday in 
Detroit to announce plans for the 1962 Economy 
Run (guess where it will terminate this time? Last 
year it was Minneapolis) ... Wisconsin’s new safety 
belt law is drawing little criticism thus far; what 


lature, not the dealers . 
a Driver Improvement School which certain motor 


points against their driving records... 

Glenn Atcheson, who retired several years ago 
as Minnesota dealer association manager, makes 
it a point to visit several association managers 
each year; stopped off to see Walter Mallory, Ella Ford and Ed 
Cleary this fall... St. Louis survey shows 12 franchised dealers 
open after 6 p.m. Saturdays: 1 Buick, 1 Chrysler, 3 Dodge, 3 Ford, 
1 Lincoln-Mercury, 2 Rambler and 1 Renault ... Dr. Walter Judd, 
Minnesota congressman from Fifth District, will address closing 
session of Minneapolis dealers convention Dec. 5... 


In 1929, according to the Tax Foundation, Inc., our net national 


$10 billion, or a 10.7 percent bite. In 1960, while the net national prod- 
uct had grown to $460 billion, the taxes had risen to $131.7 billion, 


skill Mountains. resort, was at- 
tended by 819 persons. 

One resolution commending the 
Task Force stated in part that the 
directors of the association “do 
hereby resolve unanimously that 
the Task Force of NADA, through 
their intelligent and tireless effort 
with the domestic automobile man- 
ufacturers, have accomplished un- 
precedented and impressive gains 
and have performed services of im- 
measurable worth to the franchised 
dealers of America.” 


* * * 
A RESOLUTION adopted by the 
entire membership stated: “Re- 
solved it is unanimously agreed 
that because of the substantial ac- 
complishments of the NADA Task 
Force, we believe that any and all 
information gained from any 
source whatsoever should be direct- 
ed to the Task Force for action by 
that group on be- 
half of the retail 
automobile deal- 

ers.” 

Guest speakers, 
all of whom ex- 
pressed confi- 
dence in a con- 
tinued strength- 
ening of the econ- 
omy, were Lynn 
A. Townsend, 
Chrysler Corp. ae 
president; Thom- T. F. Abbott Jr, 
as F. Abbott jr.. NADA president; 
James J. Reynolds, United States 
assistant secretary of labor, and 
Warren A. King, Life magazine au- 
tomotive merchandising manager. 


Townsend, noting that the spec- 
ter of declining dealer profits domi- 
nated the NADA Task Force re- 
ports, said, “Volume per dealer has 
increased very satisfactorily. But 
the dealer’s operating profits have 
declined to the point where all of 
us in the industry—manufacturers 
as well as dealers—have become 


seriously concerned.” 
*« + + 


BBOTT declared, “We are sell- 

ing and servicing mobility—not 
just steel, glass and rubber.” He 
noted that car buyers today seem 
to be weighing the qualifications of 
the dealer more carefully than the 
dealer’s product. 

“Right now,” he said, “1962 has 
all the earmarks of a good year, 
provided that we don’t engage in a 
lot of profit-destroying practices.” 

He urged dealers to treat the 


holdback as a savings account for 
(Continued on Page 67, Col, 1) 





Narmore Picked to Head 


Dealer Group in Florida 


FORT LAUDERDALE, Fla. 
Turner Narmore, Turner Narmore 
Motor Co., Inc. (Simca-English 
Ford), Fort Lauderdale, has been 
elected president of the Broward 
County Automobile Dealers Assn. 

George R. Slaton, Slaton Chevro- 
let, Inc., Fort Lauderdale, was 
named vice-president, and Don 
Atherton, Fort Lauderdale Lincoln- 
Mercury Co., secretary-treasurer. 








is seems directed at state legis- 
. . Connecticut has set up 








may attend to gain reductions in 















taxes (Federal, state, local) were 









—Perte Wemuorr, Editor, 
Automotive News 
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Study Also Shows Rise in Losses .. . 





Tighter Finance Terms Noted 


CHICAGO. — Finance companies 
are tightening up a bit on auto loan 
terms or consumers are getting 
more conservative about the debts 
they will shoulder. 

A review of a study of the op- 
erating figures from a large 
cross-section of the nation’s fi- 
nance companies by the First 
National Bank of Chicago could 
lead to one or both of these con- 
clusions. The June 30 figures were 
used in the study. 

The figures do show that con- 
sumers are getting auto credit for 
shorter periods and, at least on 
new cars, are making bigger down- 
payments. The study also shows an 
upswing in losses of finance com- 


Task Force 


(Continued from Page 1) 


ences granted and for the con- 
sideration awarded to presenta- 
tion of the multitude of problems 
which have characterized the re- 
tail end of the industry for the 
last 10 years. 

Complete confidence was express- 
ed by the Committee in the round- 
table method of discussing pro- 
blems of the industry with the 
manufacturers—with the objective 
of reaching a mutually satisfactory 
means of solving such problems 
without outside interference. A 
combined cooperative effort be- 
tween NADA and the manufactur- 
ers, the Committee pointed out, “is 
the best answer for all concerned.” 

Although considerable progress 
has been recorded, the Task Force 
cautioned that “much work re- 
mains to be done.” Even the short- 
range program calling for immedi- 
ate improvement in the dealers’ 
economical plight, the Committee 
said, requires further exploration 
with the manufacturers. 


But Trail ’60 Rate... 


panies and something of a revival 
of balloon paper. 

The June 30 reports of the fi- 
nance companies showed that 77.56 
percent of new-car loans were 
granted for more than 30 months. 
A year earlier, it was 79.38 percent. 

In the main, auto paper in this 
class is 36-month paper. While the 
bulk of the business is still going 
for 36 months, the drop in this fac- 
tor is one of the first indicators in 
years that the swing to 36-month 
paper might ever stop. 

The maturity or length of used- 
car loans is also slipping. 

The June 30 report showed 67.10 
percent of loans on used cars of 
the current model and the two 
preceding years was for more 
than 24 months. A year earlier, 
this ratio was 67.57 percent. 

This year’s figures on loans on 
older used cars shows that 56.28 
percent of loans were for more 

than 18 months. Last year, it was 
60.56 percent. 

New-car paper where the allow- 
ance was for more than 100 per- 
cent of dealer cost (sales where the 
downpayment was quite thin) was 
down to 30.01 percent of all loans 
this year. A year earlier, it was 
35.60 percent. 

There was evidence that down- 
payments are slipping in the used- 
car field. This year, used-car paper 
for more than 100 percent of whole- 
sale value of the vehicle financed 
amounted to 45.07 percent. This was 
a rise from 38.76 percent last year. 

New-car balloon paper (loans 
which call for a final payment 
that is much larger than the 
other monthly payments) 
amounted to 5.25 percent of the 
total this year. Last year, it was 
4.29 percent. 

Used-car balloon was 1.46 per- 
cent this year, up from 1.14 percent 
last year. 

The bank’s study measures fi- 
nance-company losses by compar- 


Mid-October Sales Rise 


(Continued from Page 1) 





ning 36.5 percent ahead of a year 
ago, he said, with deliveries lim- 
ited by the number of cars in 
stock. 

In the past 30 days of selling, he 
added, Buick dealers delivered 28,- 
420 cars, a high for the year. 

Pontiac’s mid-October sales 
were the best in history, said 

S. E. Knudsen, general manager. 
Sales were up 30 percent over the 

first 10 days of the month, he 
said, and in the first 30 days of 

the new-model season they ran at 

a record rate—even higher than 
in 1955. 

The best first-20-day period of 


Ford Franchises 


Trucks-Only Deal 


AKRON, — Ford Division has 
franchised its first trucks-only deal- 
ership here. It is James Ford Truck 
Sales, Inc., 800 E. Tallmadge Ave. 

The dealership can sell trucks of 
all sizes. Ford had no comment on 
a report that James Ford Truck is 
the first of a projected network. of 
truck dealerships. 

The Akron dealership is headed 
by E. B. James. E. H. Chapman is 
vice-president and James Moore is 
parts and service manager. The 
dealership will serve the Akron 
area (Summit County) and two 
neighboring counties, Medina and 
Portage. 





Monthly Registrations 
Revised to Include Conn. 


DETROIT.—New-car _ registra- 
tion reports for Connecticut have 
been resumed after an interrup- 
tion dating back to April. 

Monthly new-car totals for all 
states have been revised by R. L. 
Polk & Co. to the following fig- 
ures: April, 496,059; May, 543,975; 
June, 571,953; July, 500,534, and 
August, 470,646. Detailed report is 
on Page 17. 





the year was claimed for Oldsmo- 
bile by Emmett P. Feely, general 
sales manager. Oldsmobile sold 
more full-size cars in the first two 
Sales periods of the month than 
did any other medium-price-class 
make, Feely said. 

The record was accomplished, he 
said, despite the fact that Oldsmo- 
bile dealers had “comparatively few 
models on hand.” 

By makes, estimate sales in the 
second 10 days of October were: 
Chevrolet, 36,900; Ford, 24,350; Fal- 
con, 14,950; Rambler, 14,239; Pon- 
tiac, 10,139; Oldsmobile 10,105; Cor- 
vair, 9,400; Buick, 7,582; .Comet, 
6,040; Plymouth, 5,600; Dodge, 5,050; 
Cadillac, 4,100; Mercury, 3,917; 
Tempest, 3,689; Valiant, 3,420; 
Chrysler, 3,353; Studebaker, 2,853; 
Special, 2,794; F-85, 2,147; Lancer, 
2,011; Chevy II, 1,500; Lincoln, 974, 
and Imperial, 414. 


ing the amount charged off to the 
total amount of installment receiv- 
ables liquidated. The June 30 re- 
port put losses at 2.26 percent of 
the amount liquidated, up from 1.75 
percent a year earlier. . 


Court Dismisses 


Dann Complaint 


Chrysler Foe’s Charges 
Called Too Vague 


WILMINGTON, Del. — Chrysler 
Corp. won a significant round in 
its series of legal battles with 
Stockholder-Critic Sol A. Dann 
here Thursday. Dann’s complaint 
charging a number of Chrysler ex- 
ecutives and former executives 
with fraudulent conflicts of inter- 
ests was thrown out by Chancellor 
Collins J. Seitz on motion of the 
company. 

Seitz said Dann’s charges against 
Ex-Presidents L. L. Colbert, K. T. 
Keller, W. C. Newberg and a score 
of other Chrysler officials were too 
indefinite. He gave the Detroit 
lawyer 30 days, however, to file 
specific charges. 

Dann asked that Chrysler, incor- 
porated in Delaware, be placed in 
receivership by Seitz. In turn, 
Chrysler sued Dann here for $30 
million on libel grounds. 

Meanwhile, a former Latin Amer- 
ican executive for Chrysler Corp., 
accused by a shareholder of hav- 
ing defrauded the company, has 
resigned. 

James S. Ross left Chrysler’s em- 
ploy in September to enter private 
business in Florida, a company 
spokesman said. 

Fraud conspiracy charges were 
made against Ross in a stockhold- 
er’s derivative suit filed in New 
York Supreme Court last year by 
Robert Markewich, who is allied 
with Detroit Attorney Sol A. Dann 
in legal actions against Chrysler. 

As regional director of Chrysler 
operations in Venezuela in 1957-58, 
Ross was alleged to have maintain- 
ed a financial interest in a paint 
supplier and obtained 2 percent 
kickbacks on tire purchases from a 
Goodyear plant. 

Markewich’s complaint described 
Ross as a son-in-law of the “per- 
sonal physician” to L, L. Colbert, 
former Chrysler president. 

In Pontiac, Mich., last week a 
Circuit Court judge again refused 
to dismiss a Chrysler suit to recov- 
er sideline profits made by Jack W. 
Minor while he was a Plymouth 
marketing executive. A second mo- 
tion in the case, seeking “discov- 
ery” of funds and resources avail- 
able to Minor and his onetime 
partner in an advertising service 
agency, was adjourned until Nov. 6. 





Promoters Push 


Hurricane Cars 


DALLAS.—Cars which were dam- 
aged by salt water during Hurri- 
cane Carla are being sold in North- 
ern and Western Texas, with the 
nature of the damage concealed, 
according to reports received by 
the Texas dealers association. 








BUICK MI 





New Home for Buick Zone Operations— 


Buick dealers gather to congratulate Charles A. Speight, 


zone manager, on the 
opening of the new Buick zone office at 14140 Magnolia Blvd. in Van Nuys, Calif. 
From left are Harvey Tyrrell, North Hollywood; Ken Barnett, Burbank; Walter Reuff, 
San Fernando; Speight; Jack Butlin, Reseda, and “Bones” Hamilton, Van Nuys. 





Plan Los Angeles Show— 













Directors and officers of the Los Angeles Motor Car Dealers Assn. map plans for the 
1962 International Auto Show at Pan Pacific Auditorium. They are, from left, first row, 
Warren Biggs, treasurer; Douglas Doan, secretary, and W. H. Albertson, president, 
Second row: J. F. O'Connor, Phil Hall and Frank French, all directors. 





GM, Chrysler, S-P Report 
Dip in Sales and Earnings 


(Continued from Page 1) 


management has taken addition- 

al steps to strengthen and im- 
prove our dealer representation 
across the country,” the company 
said. 

“This program calls for the addi- 
tion of new dealers to our present 
organization and for increased 
assistance to all our dealers to im- 
prove their performance and their 
profits.” 

* * * 


General Motors 


ENERAL MOTORS reported 

that both its sales and profit for 
both the third quarter and the first 
nine months of this year trailed 
the figures for the comparable pe- 
riods of last year. 

The third-quarter profit was 
$88 million, down from the $252 
million made in the second quar- 
ter and the $89 million earned in 
the third quarter of last year. 

Nine-month profit amounted to 
$528 million, down from the $701 
million earned in the like period of 
1960. 

Sales in the third quarter totalled 
$1,968 million, compared with $3,088 
million in the second quarter and 
$2,201 million in the third quarter 
of last year. 


*K a 
THE first nine months, sales 
reached $7,780 million, down 
from the $9,310 million in the first 
three quarters of 1960. 

“In comparing the results for the 
first nine months of 1961 with the 
same period of last year, two fac- 
tors should be noted,” said Chair- 
man Frederic G. Donner and Pres- 
ident John F. Gordon. 

“In 1960, sales reflected the rec- 
ord level of GM operations during 
the early months of that year to 
make up for production lost dur- 
ing the steel strike in the fall of 
1959. During the third quarter of 
1961, sales were at a lower level 
than in the same period of last 
year because of local strikes in Sep- 
tember which virtually halted pro- 
duction of cars and trucks. 

“These strikes, which develop- 
ed after the model changeover 
was completed and operations 
had reached a high level, result- 
ed in a loss in production in the 
United States and Canada of over 
180,000 vehicles of which more 
than 100,000 are expected to be 
recovered during the balance of 
1961.” 

However, the GM executives 
added, production once more is at 
a high level. 

Factory sales of cars and trucks 
produced in General Motors U. S. 
plants totalled 444,000 units for the 
third quarter of 1961, down 19 per- 
cent from the total for the corres- 
ponding quarter of 1960. For the 
first nine months of 1961, sales of 
2,054,000 units were down 23 per- 
cent from the total for the com- 
parable period last year. 

oe ed * 


| ie 1961, the changeover to produc- 
tion of new-model cars and 
trucks was completed earlier than 


last year and third-quarter sales 
included approximately 167,000 ’62 
models, most of which were produc- 
ed before the local strikes started 
in early September. 

“At the retail level, GM’s com- 
petitive position in the U. S. new- 
car market improved in both the 
first nine months of 1961 and in 
the 1961 model year, represented by 
the 12 months ended September, 
1961,” Donner and Gordon said, 

“For the 1961 model year, retail 
sales of U. S.-built General Mo- 
tors cars approximated the level 
of the comparable period a year 
earlier, while retail sales for the 
rest of the U. S. industry were 
down 11 percent.” 

Sales of vehicles produced in 
GM’s Canadian plants during the 
third quarter of 1961 totalled 25,000 
or 13 percent more than in the cor- 
responding period of last year. 

Sales of cars and trucks produced 
in General Motors plants overseas 
totalled 153,000 units during the 
third quarter, compared with 177,- 


000 in the same quarter of 1960. 
cS * * 


Studebaker-Packard 


HERWOOD H. EGBERT, presi- 
dent of Studebaker-Packard 
Corp., reported that substantial 
earnings in September materially 
reduced .the company’s third-quar- 
ter loss. Egbert said the third quar- 
ter traditionally represents the low 
point in automotive income because 
of late summer retooling for new 
models. 

Third-quarter sales of $63,591,- 
895 resulted in a loss of $1,442,822, 
compared with a deficit of $3,254,- 
799 on sales of $63,345,441 in the 
July-September quarter of 1960. 

“Of noteworthy interest,” Egbert 
declared, “is the fact that Stude- 
baker’s rate of loss. has been de- 
celerated from $6,492,666 in the first 
quarter and $2,347,506 in the second 
quarter, to-less than $1.5 million in 
the third.” 

“With dealer introduction of the 
new Gran Turismo Hawk yet to 
come, we foresee a profitable fourth 
quarter,” Egbert said. 

* OK * 


OR the nine months ended Sept. 
30, Studebaker reported a loss 
of $10,282,994 on sales of $198,028,- 
032. Sales for the first nine months 
of 1960 were $241,397,577, with the 
company showing a net income of 
$104,786. 
Working capital at Sept. 30 was 
$59,808,441, of which cash and 
marketable securities were $37,- 
434,694, This compares with $67,- 
621,107 of working capital with 
cash and marketable securities of 
$42,873,332 at Sept. 30 a year ago. 
“Studebaker marketing nation- 
wide has been strengthened 
through a dealer organization up- 
graded in sales quality and capital- 
ization,” Egbert said. “With the 
enthusiastic public acceptance of 
1962 models already demonstrated 


‘by early sales, we are confident 


that the company’s sales position is 
substantially improved.” 
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‘The purest, and in many ways the most promising, 
public- affairs programming yet attempted by a U.S. network,’ 


So Newsweek reported on Adlai Stevenson Reports. 


Nice words if you can get ’em. And Adlai 
Stevenson Reports did. Everywhere. All over. 

Mr. Stevenson, who represents the U.S. at the 
UN, is in Newsweek’s words “‘the first high gov- 
ernment official ever to use network TV on a reg- 
ular basis as a means of public enlightenment.” 

Public enlightenment are two large words for 
a simple objective of ABC Television. Which is 
to do a good job in the field of News and Public 
Affairs over the most intimate of all communi- 
cations media. TV. 

We also remember other words about ABC’s 
success toward doing this job. Take news re- 
porting. For example, these words from The 
New York Times about ABC’s expanded staff of 
working reporters (as opposed to mere an- 
nouncers) who personally report what they 


personally saw and thought: “they were crisp 
and to the point. Mr. Hagerty is expanding his 
foreign staff and appears to be following a course 
of giving working reporters . . . most of the 
actual time on the air.” 

And the N. Y. Daily News agreed: “It’s a fast 
brisk informative period without guff, delivered 
by experienced former newspaper reporters.” 
They said that about the ABC News Final. But 
the same goes for such ABC news reports as 
Midday Report, Evening Report and American 
Newsstand. 

The youth-slanted American Newsstand, re- 
ports Variety, “is a firstrate journalistic effort. 
Although the newscasters...are still in their 
20s, they are performing with a confidence and 
a smoothness that would do credit to some of 


their older counterparts.” 

Of Walk in My Shoes—ABC’s most recent ad- 
venture in Public Affairs reporting—The New 
York Times said: ‘‘Superb...a work of artistry, 
courage and power. To a degree never before 
achieved in a TV documentary, Walk in My 
Shoes gave a viewer the sobering experience of 
living for a moment in the Negro’s world... 
Inspired use of a mobile candid camera.” 

But let’s get back to Adlai Stevenson Reports. 

He’ll be reporting alternate Sundays on ABC 
Television. 

Once again, we proudly invite you to pull up 
a chair. 


Adlai Stevenson Reports 
on ABC Television 
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Seniority at Chrysler 
Gets an Overhauling 


By Martin L. Whitmyer 
Staff Writer 

Fw AGREEMENT on company- 

wide seniority and a decision to 
settle local problems before moving 
into negotiations for a national 
contract gave promise last week 
of a quick agreement on a new 
United Auto Workers-Chrysler 
Corp. labor contract. 

In an effort not to run into the 
same problems that beset Gen- 
eral Motors and Ford, the UAW 
and Chrysler had decided to con- 
centrate on local and non-eco- 
nomic issues first. Both GM and 
Ford came to early agreement 
with the UAW on national con- 
tracts, but knotty local problems 
forced strikes at both companies. 

Before representatives of local 
union had gotten very deeply into 
their problems, the national com- 
mittee reported it had come to an 
agreement with Chrysler bargain- 
ers on the seniority issue. 

Although both Walter P. Reuther, 
UAW president, and John D. Leary, 
Chrysler personnel vic e-president, 
declined to outline details, it was 
learned the new agreement will 
change vastly the entire seniority 
system at Chrysler. 

of * ca 

Ore phase of it deals with re- 

placement of manpower result- 
ing from deaths, resignations, re- 
tirement and discharges. These are 
labelled open jobs to which no one 
working in a plant is entitled strict- 
ly on the basis of seniority. 

The new agreement calls for 
replacement from a pool of laid- 
off employes from all plants. 
When a laid-off employe in the 
pool makes application for a job, 
he can specify that he wants to 
work in the same type of plant 
in which he had worked or spe- 
cify that he is willing to work in 
all three types of plants at Chrys- 
ler. 

These three types of plants are 
the car and truck assembly plants, 
the power-train group or the 
stamping plant. 

The new plan calls for employes 
to accumulate seniority in their 
own respective groups. 

* 


HRYSLER, however, like GM 

and Ford had one plant that 
could be “bottleneck” to continued 
production. At Ford it was the 
stamping plant at Walton Hills out- 
side Cleveland, and at GM it was 
the Fisher Body plant at Pitts- 
burgh. 

At Chrysler it is the stamping 
plant at Twinsburg, O., which 
makes side panel, roof panels and 
other stampings for all car lines 
in the Chrysler empire and sup- 
plies stampings for all assembly 
plants at Chrysler. 

The Twinsburg local was one of 
several that had not settled its dis- 
putes by Thursday. The biggest of 
the Chrysler locals, 212 in Detroit, 
which covers five plants and the 
























units had come to agreement with 
plant bargainers, 

On the national level, with both 
Reuther and Leary taking part, the 


the week working on such issues as 
work standards, problems of skill- 
ed workers and unionized white 
collar workers, and the number of 


union representatives in Chrysler 


plants. The latter was one of the 
thornier problems facing the bar- 
gainers. 
* * * 
HRYSLER claimed that GM and 
Ford average one union repre- 
sentative for each 250 workers, 
while it has one for every 88 work- 
ers. The number of representatives, 


according to the UAW-Chrysler 


contract, is to be proportional to 
the number of workers, and the 
Chrysler work force has declined 
in recent years. 

The representatives themselves 
opposed the reduction in number 
because such cutbacks would 
mean minor union officials would 
be forced to go to work on the 
production line and lose a “super- 
seniority” they enjoy. 

Another problem that was expect- 
ed to cause trouble was a company 
proposal for lowering starting 
wages for men hired in the future 
in some white collar and defense 
work. Ford proposed cuts in pay 
for future workers in its steel divi- 
sion but gave up when the union 
rejected the proposal. 

On the wage front, which the 
bargainers were racing to come to 
an agreement on before the dead- 

(Continued on Page 66, Col, 2) 


Miami Dealers 
Slap Price Ad, 


‘2 Pct. Financing’ 


MIAMI. — Advertisements placed 
by a Dodge dealership and a 
newly franchised Volvo outlet are 
disturbing dealers here. In the lat- 
ter ad, Keymo Volvo mentioned “2 
percent financing available.” 

Biscayne Dodge, a factory-subsid- 
iary dealership managed by Sam 
Schwartz, offered ’62 Darts and 
Lancers “at actual invoice cost plus 
9 percent.” 

The ad also declared that “here- 
after it will be the policy of Bis- 
cayne Dodge to sell up to 75 per- 
cent of its used cars to the public 
at dealer cash value.” 

Several used cars were priced, in- 
cluding an air-conditioned ’60 
Chrysler (full power) for $2,584 and 
an air-conditioned ’59 Cadillac 
Sedan de Ville for $3,486. A ’60 
Chevrolet Bel Air with automatic 
transmission was priced at $1,691. 


inter-company transportation 
group, was one of the locals to set- 
tle early in the week. By Thursday 
afternoon, 66 of the 88 bargaining 


bargainers spent a good part of 


Late Report... 


Used-Car Market ~ 


The overall average price of used cars sold at wholesale auction 


declined $4 last week to $988, 


according to Automotive News’ 


index. It was $856 a year earlier. 


Losses amounted to $2 on ’55s, $5 on ’57s, $6 on ’58s, $8 on ’598 
and $17 on ’60s. A new low was established for ’60 models. Moving 
upward against the tide were ’6ls, which gained $4; ’54s which 
advanced $3, and ’56s, which added $1. 

At a group of representative auctions last week, the sales ratio 
was 69.4 percent. It had been 71.3 percent the previous week. 


Auction reports begin on Page 57. 
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Dallas Show Sales Brisk; 
Over 2% Million Attend 


ALLAS. “Outstanding” was 

the way the Authorized New Car 
Dealers of Dallas described the an- 
nual auto show it sponsors in con- 
nection with the Texas State Fair 
in Dallas. 

“Reports of actual sales made 
and prospects obtained are excel- 
lent,” an association spokesman 
said. “One make has averaged 
three sales per day and prospects 
have run about 10 to every sale 
made.” 

The show, which closed Oct. 22, 
drew more than 2.5 million visitors, 
the spokesman said. There is no 
admission charge for the auto ex- 
hibits, with visitors paying only 
one price to view all displays at the 

fair. 

Last year’s show, which was de- 
scribed as the most successful ever, 
was attended by 2,762,213 persons, 
the association reported, 

* * * 
SELL Steel” was the theme 
for the fifth annual auto show 


Sam White, Draper 
Head Convention 


Slate in Oklahoma 


OKLAHOMA CITY. — “New-car 
showings are over, the weather’s 
beautiful, Oklahoma football’s gone 
to pot .. . so why not a good old 
convention to break the monot- 
ony?” wrote Manager Roy Tant in 
a bulletin urging members to at- 
tend the convention of the Okla- 
homa Automobile Dealers Assn. 


The convention is scheduled Nov. 
5-6 at the Mayo Hotel, Tulsa. 

Delegates will hear a “Task 
Force Report—Past, Present and 
Future” from Sam H. White, Hous- 
ton, a member of the Task Force 
Committee of the National Auto- 
mobile Dealers Assn. White, an 
Oldsmobile dealer, is NADA direc- 
tor for South Texas. 

Harold D. Draper, NADA busi- 
ness management consultant, will 
conduct a clinic on the subject, 
“Business with a Profit.” 

Other speakers include Warren 
A. King, Life magazine automotive 
advertising manager, and Joe Ed- 
wards, president, Automobile Deal- 
ers Mutual Insurance Co. 





Suecessor to GM’s Skinner Due 


DETROIT.—One of the top jobs 
in the world’s largest manufactur- 
ing corporation is slated to change 
hands next week when General Mo- 
tors directors as- 
semble in New 
York for their 
monthly meeting. 

The position is 
that of executive 
vice - president in 
charge of the au- 
tomotive, body 
and assembly, 
parts and De- 
fense Systems di- 
visions. 

Sherrod E. S. E. Skinner 
Skinner has filled the post since it 
was established two years ago. 
Skinner observed his 65th birthday 
Oct. 18 and will retire tomorrow 
‘Oct. 31). 

Skinner joined GM in 1930 as 
chief engineer of Ternstedt Divi- 
sion, Detroit. He became Ternstedt 
general manager in 1935 and moved 
to Oldsmobile as general manager 
in 1940. 








While at Oldsmobile (1945) he 
was elected a GM vice-president. 
Skinner returned to Detroit in 1951 
as vice-president in charge of the 
accessory group and was named to 
the board of directors at that time. 


In 1959, Skinner became one of 
the half-dozen top men in the 
corporation when he was given 
the jaw-breaking title of “execu- 
tive vice-president in charge of 
the automotive, body and assem- 
bly, parts and Defense Systems 
divisions.” 

In his zone of influence lie more 
than 20 of the corporation’s 35 
manufacturing and distributing di- 
visions. They include the six car 
and truck divisions, Fisher Body, 
B-O-P Assembly and other GM 
units that make automotive parts 
and components. 

Also reporting to Skinner are two 
group vice-presidents—James E. 
Goodman, 56, body and assembly 
group, and Roger M. Kyes, 55, ac- 
cessory group. 

Skinner is one of four GM execu- 
tive vice-presidents. The others are 


Louis C. Goad, 60, staff activities; 
George Russell, 56, finance, and 
Cyrus R,. Osborn, 64, whose respon- 
sibilities include the engine divi- 
sions, the Dayton, household appli- 
ance and Electro-Motive group and 
the overseas and Canadian group. 

Skinner was born Oct. 18, 1896, in 
New Britain, Conn. He attended 
elementary and high school there 
and received a mechanical engi- 
neering degree in 1920 from Rens- 
selaer Polytechnic Institute, Troy, 
ek 

He spent 10 years with Landers, 
Frary & Clark Co., New Britain, 
and rose to assistant general super- 
intendent before joining GM in 
1930. 


Kopf Joins Weissenberger 
TOLEDO.-—- Richard H. Kopf, 
once associated with the former 
Kopf Motor Sales (Chevrolet) 
here, has joined Carl F.. Weissen- 
berger, Inc. (Chevrolet) as vice- 
president of owner relations. 


at Baltimore’s Eastpoint Shopping 
Center, with 12 dealers displaying 
about 60 new autos. 

Cooperating with the dealers 
and the shopping center in the 
promotion were Bethlehem Steel 
Co., Armco Steel Corp., and East- 
ern Stainless Steel Co. 

The three steel firms also had ex- 
hibits. Bethlehem displayed parts 
from the ’62 models, Armco exhib- 
ited stainless exhaust valves and 
other components and Eastern had 
two coils on display during the 
four-day show. 

* * * 
. Tampa (Fla.) Automobile 

Dealers Assn. staged its ’62 
model show in cooperation with 
Tampa’s Downtown Council as part 
of the annual Downtown Fall Fes- 
tival. 

Four blocks of the city’s main 
business street were closed to 
traffic during the three-day event. 
In addition to the cars, there 
were tie-in window and street 
displays by the participating mer- 
chants. 

Outdoor shows also were held in 
Niagara Falls, N. Y.; Norfolk, Va.; 
Pasadena, Calif., and Huntington 
and Elkhart, Ind. S 

The Niagara Falls Automobile 
Dealers Assn, joined with the Pine 
Plaza Merchants Assn. in staging 
a compact auto show at the plaza. 
Free rides in a helicopter and a 
stagecoach were features of the 
event. 

The Princess Anne County Me- 
morial Hospital Building Fund re- 
ceived the proceeds from the four- 
day show at the Princess Anne 
Plaza between Norfolk and Vir- 
ginia Beach. : 

Rhae Adams, president of the 
Virginia Beach Automobile Deal- 
ers Assn., said prizes worth more 
than $1,500 were given away dur- 
ing the show, which he called the 
largest ever staged in the area. 

* * + 
BRUNET dealers displayed 
their new products at the 
drive-in facilities of the First Na- 
tional Bank, which urged visitors: 
“When you find the auto you want 
to own, see us about financing.” 

More than 100 cars were ex- 
hibited by eight members of the 
Elkhart New Car Dealers Assn. 
at the Pierre Moran Shopping 
Center. Fifty gallons of gasoline, 
license plates and title registra- 
tion were provided free with each 
new car sold at the show. Pump- 
kins were given to children ac- 
companied by their parents. 

The show sponsored by the Pasa- 
dena New Car Dealers Assn. was 
billed as the West’s first ’62 model 
exposition. The annual Los Angeles 
International Auto Show opened to 
the public last Friday (Oct. 27) and 
will run through Nov. 5. 

Ten members of the Beaumont 
(Tex.) New Car Dealers Assn. are 
participating in the Gateway Auto- 
rama at the Gateway Shopping 


Center Thursday through Saturday | 


(Nov. 2-4). 


Ohio City Would Limit 
Dealer’s U. C. Sales 


PARMA HEIGHTS, O.—A ordi- 
nance regulating the facilities and 
hours of new-car dealerships was 
introduced at a City Council meet- 
ing. It would prohibit a dealership 
from selling more used cars than 
new cars during a given period. 

The ordinance was drawn after 
Southwest Ford, Cleveland, indicat- 
ed an interest in establishing an 
outlet here. There are no new-car 
dealerships in the city at present. 








Code of Ethics 
Urged to Curb 
Traffic Fatalities 


CHICAGO.—A code of ethics ob. 
served by both motorists and pedeg. 
trians is necessary if the nation’s 
highway-death toll is to be reduced 
measurably, according to Tom Cc 
Clark, associate justice of the 
United States Supreme Court, 

He spoke at a dinner ma 
the 25th anniversary of the fount 
ing of the Traffic Institute of 
Northwestern University. Founders 
and directors of the school were 
honored guests, 


Clark proposed a three-point 
code, which he said should be fol- 
lowed voluntarily rather than 
nin police supervision. It fol- 
Ows: 


1. Set a good example for every- 
one by complying with traffic laws, 

2. Consider the rights of others 
when using the streets and high- 
ways. 

3. Support officials in their work 
of enforcement, education, engi- 
neering and other areas of traffic 
safety. 

Clark said techniques learned at 
the Traffic Institute by police and 
other specialists in accident pre- 
vention and traffic management 
had done much to reduce the death 
toll during the last quarter century. 

“But only a start has been made,” 
he said. “The next quarter century 
will be the test.” 





Tarheel Honored— 


Paul G. Hoffman, right, former Stude- 
baker president and one of the first auto 
men to take up the crusade for traffic 
safety, presents the Paul G. Hoffman 
Award to Edward Scheidt, North Carolina 
motor vehicle commissioner. The award is 
presented annually for distinguished pro- 
fessional service in highway safety. 


Consumer Prices 
Rise to Record 
High in September 


WASHINGTON.—Prices of con- 
sumer goods and services rose by 
0.2 percent between August and 
September to a new high of 128.3, 
according to the Bureau of Labor 
Statistics, 

The transportation index rose 0.1 
percent as continuing advances in 
used-car prices and gasoline offset 
price reductions for new autos. The 
Bureau said “the used-car index, 
up 0.7 percent in September, has 
risen almost 20 percent since Janu- 
ary, surpassing the 13-percent price 
recovery recorded from March to 
December, 1958. 

“The relatively low level of new- 
car sales last summer did not pro- 
vide dealers with the usual supply 
of trade-in cars, and inventories re 
mained below a 30 days’ selling 
supply for the seventh consecutive 
month. Prices of new cars declined 
by 0.6 percent as the 1961 model 


; year came to a close.” 


For. new cars the September 
index was 135.4; the August index 
was 136.2. The percent change t0 
September, for new cars from 
August, was off 0.6; from June off 
1; from September, 1960, up 2.3. 

For used cars, the September 
index was 96.8; the August index 
was 96.1. Percent change to Sep- 
tember for used cars from August 
was up 0.7; from June up 4.6; from 
September, 1960, up 14.4. 
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A Non-Compact in Trade— 


A 1925 Pierce-Arrow seven-passenger touring car was taken in trade by B. M. 
Toomey, Chevrolet dealer in Manchester, Vt., who sold a Corvair station wagon to 
Vrest Orton. Orton said he had decided to sell his classic cars and already had dis- 
posed of a Rolls-Royce Phantom | and a 1935 Bentley. The Pierce-Arrow weighs nearly 
twice as much as the Corvair. 


BETTER BALANCED LINE for BIGGER 


5° DATS 





Indictment Bares Split in U. S. Thinking .. . 





Limits to Factory Persuasion? 


(Continued from Page 2) 


asked that jurisdiction be changed 
to Detroit. This case has not moved 
into the pre-trial stage. 

In Los Angeles, Federal Judge 
Harry C. Westover has been as- 
signed to hear pleadings next Mon- 
day from the four defendants. They 
are Kenneth E. Staley, Chevrolet 
general sales manager; Lee N. 


Mays, assistant general sales man-, 


ager; Roy M. Cash, Pacific Coast 
regional sales manager, and Rob- 
ert M. O’Connor, Los Angeles zone 
manager. 

Three associations of Los An- 
geles area Chevrolet dealers also 
have been named defendants. 

A defense counsel will be Vic- 
tor R. Hansen, former chief of 
the Antitrust Section of the Jus- 
tice Department, who was an 
outspoken advocate of “free-mar- 
keting” for new cars while he 
served in Washington. He declar- 
ed in a December, 1957, address 
that new-car dealers must not be 
prevented from selling to any 


4-Door Bluebird Sedan $1,616 p.o.e. 


DATSUN OFFERS A COMPLETE LINE. . . Sedan, Pickup, Wagon, 4-Wheel 
Drive, Sports. A better balanced line that means you never lose a sale. All 


DATSUN models combine economy with bigger room, heavier weight for 
greater safety and a powerful 60 H.P. engine. New full synchromesh trans- 


mission (steering column mounted) gives easier, 


Write for complete information: 


NISSAN MOTOR CORP. in U.S.A. 
Western Division: 137 E. Alondra Blvd. 


smoother shifting. A 


DATSUN dealer franchise requires no huge inventories of cars or parts, no 


costly overhead. DATSUN gives its dealers a larger trading area for bigger 
gross profits. In addition, DATSUN has one of the most generous co-opera- 
. plus strong national advertising. 


tive advertising plans in the industry. . 





GROSS PROFITS 


4-Door Bluebird Station Wagon 
$1,916 p.o.e. 





Yq Ton Pickup 
$1,545 p.o.e. 








4-Seater Convertible 
$1,996 p.o.e. 





DATSUN’S NISSAN PATROL 
4-wheel drive 





Eastern Division: 221 Frelinghysen Ave 


of the good-faith law a; 
soon from Federal Cou: 
peals in New Orleans 


other dealers or group of dealers 
or “whomever they please.” 

The Los Angeles indictment was 
approved by a grand jury which 


expected 
ts of Ap- 
3 and New 
York and a Federal District Court 
in South Bend. 









The Fifth Circuit Court of Ap- 
peals at New Orleans wil] become 
the first appellate bench to pass on 
a test case under the g004-faith 
statute, known formally as the 
Automobile Dealer Franchise Act 
of 1956. Oral arguments were heard 
by this court last May in the cage 
of Woodard Motor Co. vs. Genera] 
Motors. 


Woodard, a former Chevroljet- 
Buick dealer in Greenville, Tex. 
appealed from a District Court dis. 
missal of its $400,000 damage suit, 
which grew out of a dispute over 
a factory demand for newer facili- 
ties. 

Pending in New York’s Second 
Circuit Court is a Ford appeal from 
a $23,850 judgment to Pierce Motor 
Sales, former Ford dealer in Brat- 
tleboro, Vt. 

In South Bend, Federal Judge 
Robert A. Grant heard oral plead- 
ings in September on a Ford mo- 
tion to dismiss the $495,000 termi- 
nation suit of Blenke Brothers Co., 
Inc., former Mercury dealer there. 
Ford made constitutionality an is- 
sue in its dismissal plea. 

In March, 1959, a Federal District 
judge in Detroit held that the good- 
faith law was “not unconstitutional” 
in pretrial proceedings of a onetime 
DeSoto dealer against Chrysler 
Corp. The case was subsequently 
settled out of court for a reported 
$15,000. 









Lee N. Mays 


met through the summer of this 
year. Grand juries in Houston and 
York are investigating GM spark 
plug sales and general corporate 
affairs, respectively. 

* * * to 


K. E. Staley 


New Rulings Due Soon 


On Good-Faith Law 


DETROIT.—The first rulings in 
2% years on the constitutionality 


* * * 


Utah, Idaho Dealers Sue 


Massey-Ferguson Firms 


SALT LAKE CITY.—Massey- 
Ferguson, Ltd., Toronto, and three 
of its subsidiaries have been named 
in a $2,625,000 antitrust action filed 
by five Utah and Idaho dealers in 
heavy farm equipment. 

The other defendants are Mas- 
sey-Ferguson, Inc., Racine, Wis.; 
Massey-Ferguson Finance Co. of 
Canada., Ltd., and Massey-Fergu- 
son Finance Corp., Detroit. 

The suit was filed by Intermoun- 
tain Ford Tractor Sales Co., and 
Charles W. Bullen, doing business 
as Bullen Farm Equipment Co., 
both of Utah; Cassia Equipment 
Co., Elliott’s, Inc., and Chisholm 
Bros. Farm Equipment, all of 
Idaho. 








Anderson Refutes 
Wiper Charge 
Made by Trico 


BUFFALO.—Anderson Co. struck 
back at charges it is seeking to 
monopolize the windshield-wiper 
business through agreements with 
auto manufacturers. 

It contended in Federal Court 
that its current licensing agreement 
with Chrysler Corp., under which 
the auto company uses Anco blades, 
is a result of Chrysler’s not want- 
ing to do business with Trico Prod- 
ucts Corp. 

The allegation led to a bitter ar- 
gument between Attorneys David 
L. Landy for Anderson, and Frank 
G. Raichle for Trico. Federal Judge 
John O. Henderson recessed the 
case. 

Trico, in defending itself against 
a charge that it infringes a patent 
for a flexible wiper issued to An- 
derson, contends the Anderson pa- 
tent is not valid because it is being 
abused through the licensing agree- 
ment with Chrysler. 

John R. Oishei, Trico president, 
testified his company had been un- 
able to get Chrysler business since 
1952. 

However, Landy charged that the 
reason was that for a number of 
years Trico had an agreement with 
General Motors in which the auto 
company used Trico blades exclu- 
sively in exchange for a share of 
Trico profits in both cash and Trico 
stock. 

He said this meant GM was shar- 
ing in profits made from Trico sales 
to Chrysler. 


Gardena, California 


Newark 8, New Jersey 


. Raichle argued that the GM 
12,000 mile or 12 month warranty agreement expired in 1941, many 
Large Parts Depots years before Anderson’s licensing 


contract with Chrysler. 
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Factory Acted to Aid Public, Say New England Dealers... 
Ce 


U.S. Rapped in GM Discount Suit 


By Joe Charles 


Staff Correspondent 


BROOKLINE, Mass.—The indict- 
ments returned by a Federal grand 
jury in Los Angeles against K. E. 
Staley, Chevrolet general] sales 
manager, General Motors and the 
company’s zone Officials for “re- 
straint of trade,” have produced a 
situation unique in.automotive his- 
tory here, with dealers storming to 
the defense of factory hierarchy. 

New England dealers, still 
shaken from ‘the threat of dis- 
count-house operations in their 
own backyard within the year, 
were quick to voice their alarm 
at possible consequences of the 
jndictments. 

The charges, growing out of al- 
leged efforts by General Motors to 
prevent its franchise ‘holders from 
peddling cars to discount houses for 
resale, have unleashed a barrage of 
protests against ‘government agen- 
cies and plaintiffs in the action, 
and have resulted :in overwhelming 
endorsement of both Staley and the 
company. 

Along with words of praise for 
the defendants came an appeal 
from many dealers for a concerted 
effort to make the public and law- 
enforcement agencies aware of the 
difficult franchise problems that 
produced such a situation. 

The vehemence of the protests 
against the indictments and the 
ardor with which the dealers lav- 
jshed praise on. Staley and GM 
must bring a blush to the cheeks of 
factory officials. 

A healthy portion of the praise 
was directed toward Chevrolet’s 
quality-dealer program and the 
success of its operation. 

Most emphatic in spelling out the 
pertinent facts of the situation was 
William H. Mitchell, Waltham 
(Mass.) Chevrolet dealer and chair- 
man of the National Automobile 
Dealers Assn. Public Relations 
Committee, who blasted both the 
indictment and those concerned 
with its procurement. 

“Attorney General Robert Ken- 
nedy and the Justice Department 
are being one-sided,” he began, 
“otherwise, they would not have 
secured this indictment. In my 
opinion, General Motors and Gene 
Staley should not have been indict- 
ed for ‘restraint of trade,’ in this 
instance, but should have been 
given gold medals for ‘restraining 
unfair trade.’ ” 

Mitchell cited a portion of a 
United States Supreme Court deci- 
sion which he said touched upon a 
pertinent factor to the dispute, in 
which it was stated: 

“We are here dealing not with a 
commodity alone but with a com- 
modity plus the brand or trademark 
which it bears as evidence of its 
origin and of the quality of the 
commodity for which the brand or 
trademark stands. 

“Appellants own the commod- 
ity; they do not own the mark 
or the goodwill that the mark 
symbolizes. And goodwill is prop- 
erty in a very real sense, injury 
to which, like injury to any other 
Species of property, is a proper 
subject for legislation. Goodwill 
is a valuable contributing asset of 
the producer or distributor of 
commodities. And distinctive 
trademarks, labels and brands 
are legitimate aids to the creation 
or enlargement of such goodwill.” 


“All this might well be demon- 


‘strated in time,” Mitchell contin- 


ued. “In the meantime, long before 
the trial, every effort should be 


made public-relationswise to inform } 


the buying public of the facts of 
life in this case. 


“If the value of a manufacturer’s 


g00dwill is taken into account, it ‘ 


should be self-evident that he must 
have the right to protect it with 
S80und merchandising techniques 
that look to the future,” Mitchell 
added. 


Merrill Levine, president of the 
local Chevrolet dealers’ association, 
said “the time has come for a solu- 
tion to this problem of how the 
Public can best be served in the 
factory's method of distribution, I 
believe that the public should be 
finished with buying bootlegged 
merchandise. : 

“The third seller, with the so- 





called third profit, should be 
eliminated. The shortest distance 

between two points is still a 

straight line, and any deviation 

from this is simply a waste of 
time and money. 

“Obviously,” he added, “prices 
cannot continue at one level for 
some and cheaper for others. And 
if the lower prices are .to prevail, 
then the protection that the fran- 
chised dealer offers to public and 
factory alike, plus the hillions in- 
vested in equipment and real estate, 
plus the civic contributions and ex- 
pert service programs, all go down 
the drain. 

“Ethical merchandising is being 
destroyed in spirit and in practice 
by the discount-house operation. 
Via packed insurance and interest 
rates and balloon notes, the public’s 
interests are being violated, not 
protected. 

“The buyer gains nothing by this 
‘markdown’ route,” Levine contin- 
ued. “In fact, it will subsequently 
be proven that even this markdown 
was a fallacy in the California situ- 
ation, and that the buyer was mere- 
ly succumbing to the lure of dis- 
count-house buying when he could 
have bought as cheaply, or cheaper, 
from the legitimate franchised 
dealer. 

“The.latter is, in a sense, a pro- 
fessional specialist who offers 
factory-trained service experts 
and proper equipment as safe- 
guards for the purchaser,” he 
said. “He serves as much of a 
purpose in public assistance as 
any other professional does when 
help is needed.” 

Bob Feely (Chevrolet), NADA 
Industrial Relations committeeman 
for Massachusetts, cited what he 
called dangers to the buying public 
should the action against the de- 
fendants be successful. 

“I am certain that this action is 
contrary to the public’s interest,” 
he said. “I am also quite sure that 
the Attorney General has been mis- 
advised as to the deplorable prac- 
tices engaged in by discount houses. 
The indictment of Gene Staley is a 
firm move toward the breakdown 
of the entire franchise system. 

“The second-most important in- 
vestment that an individual makes 
is the purchase of an automobile 
and he should be protected. The 
automobile dealers of the U. S. are 
the one group that can provide that 
protection. We have a total invest- 
ment of nearly $6 billion and em- 
ploy 700,000 people. We are the only 
ones who are equipped to give good 
service and carry out the policies 
of the factories.” 

John Brennan, Brockton (Mass.) 
Chevrolet dealer, offered a personal 
analysis of what he said this action 
could mean to him, 

“In order to sell and service the 
Chevrolet product in my zone of 
influence, I have personally in- 
vested in the past five days, 


fini 


$65,000 in land, $6,000 in archi- 
tectural fees, and have contracted 
for more than $175,000 in build- 
ing costs. 

“If the present threat to the fran- 
chise system in the form of the 
California indictment is successful, 
I would be bankrupt. Frankly, I do 
not think that the Robinson-Pat- 
man Act or the Sherman Act were 
meant to:circumvent and bankrupt 
little businessmen, the backbone of 
the American free enterprise sys- 
tem. 

“Iam just a little guy but I have 
hocked my entire future for the 
American way of small business,” 
he concluded. 

Additional difficulties that would 
arise were supplied by Bill Smith, 
past president of both the Cadillac 
and the Oldsmobile dealers associ- 
ations. 

Not only did he mention the ser- 
iousness of the problem in its effect 
on the franchised dealer and the 
welfare of the buying public, but 
also the jeopardy in which he said 
it placed the employes of the fran- 
chised dealers and the buildings 
housing their dealerships. 

“The future employment status 
of virtually every employe is en- 
dangered as well as all the brick 
and mortar in which the fran- 
chised dealers have invested,” he 
said. 

“In addition, this present system 
protects the customer against the 
bootlegger who can offer no service 
after the initial sale. It also re- 
lieves the customer of any further 
title difficulties wherein he becomes 
a second rather than a first owner.” 

Not all defenders of Staley and 
GM were franchise holders of that 
company’s products. Typical of 
comments from others was that 
made by John Corcoran, a Ford 
dealer in Wellesley, Mass. 

“This is actually a case of some- 
thing being done to help the other 
dealers,” he said, with reference to 
GM’s policy, “and if there is a tech- 
nical violation, and that’s all there 
can be at best, I think they should 
have looked the other way. 

“If the discount-house business 
becomes rampant, they’ll only 
have to do something about it 
legislatively, anyway. This prac- 
tice waters the whole market and 
helps nobody except the discount 
houses and the few unscrupulous 
dealers that sell to them.” 

From the many others who offer- 
ed opinions, there was unanimity of 
thought. Only the versions of ex- 
pression differed. 

Perhaps, the most unusual aspect 
was the degree of alarm evidenced 
by the dealers and the singular pur- 
pose in their desire to shore up the 
endangered foundation upon which 
their method of distribution now 
rests. It was a performance nearly 
as unique as their whole-hearted 
expression of affinity for the fac- 
tory and the officials involved. 





Mercedes-Benz Opens Retail Branch— 


Mercedes-Benz Sales, Inc., South Bend, 


distributors of Mercedes-Benz and Auto 


Union-DKW automobiles in the United States has opened a retail store in Jacksonville, 
Fla. The new retail branch, which will serve as exclusive headquarters for retail sales 
and service for the cars, is the first such outlet opened by the company. Walter T. 
Swink, who most recently was Jacksonville zone manager for the company, will man- 
age the outlet. Mercedes-Benz Sales, Inc., last year also selected Jacksonville as head- 
quarters for their Southeastern Zone, with L. W. Wheeler, formerly South Bend zone 
manager, as manager. The company also maintains large warehousing facilities in 
the .city. The new retail facilities, which include a large, modern service area, will 
be operated as a model dealership for the company's Southeastern zone. 


New Austin Has Automatic— 








What is termed a “revolutionary feature’ of the new Austin A-60 Cambridge is a 
three-speed automatic transmission supplied to the British firm by Borg-Warner. The 
automatic is optional. The A-60's engine develops 61 horsepower from its 1,622-cubic- 
centimeter displacement. Front overhang has been reduced on the new model. 





500 Used Cars Sold Monthly .. . 


Marketing by Teletype 


By William Carroll 
West Coast Editor 


LOS ANGELES.—“We list 2,500 
used cars a month, and arrange 
sales of nearly 500,” says Russ 
Brainard, president of Tel Auto 
Systems, Inc. Brainard’s company 
operates a network of teleprinters 
connecting 56 Los Angeles and 30 
San Diego automobile dealers with 
central.used-car buying offices in 
each city. 

Either the San Diego or Los 
Angeles office accepts telephone 
listings from member dealers. Of- 
fered cars are put on the tele- 
printer circuit simultaneously to 
all Tel Auto dealers. Relying on 
printed descriptions, dealers buy 
or trade, paying a small commis- 
sion to Tel Auto for the service. 

Subscribing dealers pay an initial 
fee of $100 for installation of the 
teleprinter. Expenses are $65 a 
month rental fee, a roll of paper 
every three or four weeks for 80 
cents and a ribbon every few 
months. The service is sold on a 
five-day mutual cancellation basis. 

There is no charge for listing a 
unit for sale. When it is sold, a 
fee is paid Tel Auto. Up to $995 
units, the fee is $25. It graduates, 
until reaching the maximum of $50 
per transaction for units over $5,- 
000. Dealers are billed monthly for 
fees charged, but pay for cars on 
delivery. 

All offered units are listed in 
five divisions. “Excellent” cars are 
’6ls and ’62s, with less than 15,000 
miles, all original, with no recondi- 
tioning. “Sharp” cars are ’59s and 
’60s, with low mileage, all original, 
minimum reconditioning. “Good” 
cars are older, front-line ready and 
show a minimum of reconditioning. 
Other divisions are “fair” and 
“rough.” 

“If a dealer sells a unit,” said 
Brainard, “and it’s not as per 
description, there’s no deal, All 
sold cars are brought to either 
our Los Angeles or San Diego 
office. We check the car. If as 
described, we contact the buying 
dealer and obtain verification of 
his buy. We pay for the car and 
hold it for the buyer. He checks 
it out and if acceptable, pays us 
for it on delivery.” 

Brainard said about half of Tel 
Auto’s subscribers are used-car 
dealers, the remainder handle new 
cars. One advantage cited for used- 
car dealers is that Tel Auto in- 
creases the dealer’s inventory by 
the number of cars listed on the 
daily “offered-for-sale” listings. He 
can buy any one of them by typing 
his “buy” offer from the teletyp- 

writer in his office. 

Other advantages claimed for 
used-car lots include assistance in 
obtaining desired units. Often a 


Rep. Ikard Gets Post 


With Oil Institute 

NEW YORK.—The American Pe- 
troleum Institute announces that 
Rep. Frank N. Ikard, Wichita Falls, 
Tex., has been named to the newly 
created position of executive vice- 
president of the institute. Ikard has 
represented the 13th Congressional 
District of Texas since 1951. 

He served as a judge in the 30th 
Judicial District Court of Texas 
from 1948 to 1951 before winning a 
Democratic primary fight for elec- 
tion to Congress. He has run un- 
cpposed in five elections since then. 








small dealer cannot afford to watch 
the shop and make buying trips. 
One used-car dealer is said to aver- 
age one buy a day in order to keep 
a balanced stock. 

Another is said to have found 
a desired unit while the customer 
waited in his office. An advantage 
mentioned is. that used-car deal- 
ers can keep abreast of the 
wholesale market values. As 
Brainard puts it, “Tel Auto is like 
having an extra set of ears.” 

New-car dealers are said to find 

the daily market offerings, and 
sales, of advantage in keeping 
salesmen informed of current 
prices. With margins so close on 
new-car sales, many dealership ap- 
praisers refer to Tel Auto reports 
before making difficult trades. 

One manager lists the custom- 
er’s car on the Tel Auto system 
for a bid, while closing the deal 
for a new car. Before the deal is 
closed he often is said to have sold 
the trade even before he owned it. 

During recent shortages of good 
used cars in Southern California, 
Tel Auto reported some instances 
where widely separated dealers ex- 
changed units to balance stocks. 
Tel Auto was paid the regular com- 
mission on the exchange. 

Jim Brewer, DeVille Motor Co. 
(used cars), Long Beach, told 
Automotive News: “I couldn’t do 
without it. I buy a lot of heavy 
stuff (Imperials, Cadillacs, Thun- 
derbirds) and use it to sell my 
low-price trades. Because I spe- 
cialize in late model big stuff, I 
used to look a week to fill a 
specific customer request. Now I 
just put my need on the net, 
and see what turns up. I bought 
three pieces last week.” 

A new-car dealer’s used-car man- 
ager, Bob Roberts, Pioneer Olds- 
mobile, North Hollywood, said: “It 
more than pays for itself through 
helping us buy and sell. I’ve made 
the company money operating from 
my office. Otherwise, I’d be out 
beating the bushes or working the 
auction, instead of managing the 
used-car department.” 

Tel Auto officials say they plan 
expansion to other Western cities 
and offering of franchise agree- 
ments in other states. They hope 
to soon be able to offer news bulle- 
tins of market value, credit infor- 
mation, assist in loan transactions, 
locate scarce parts and provide ad-- 
vertising media for automotive 
suppliers. 


Studebaker Hawk 
Priced at $3,095 


DETROIT.—The ’62 Hawk, Stu- 
debaker’s bucket-seat sports model, 
carries a sticker price of $3,095, in- 
cluding Federal tax and dealer 
prep. This is $445 more than last 
year, but the models are not direct- 
ly comparable. The ’62 is a hardtop; 
the ’61 was a center-post sedan. 

In addition to bucket seats, Hawk 
standard equipment includes pad- 
ded instrument panel, wheel disks, 
dual exhausts, backup lights, elec- 
tric windshield wipers and a fold- 
ing center arm rest in the rear seat. 

Hawk equipment prices are: Au- 
tomatic transmission, $199.50; four- 
speed manual transmission, $188.30; 
power steering, $77.23; power 
brakes, $42.47; pushbutton radio, 
$66.72, and fresh-air heater, $78. 





Program your trip. Settle back and listen tlt 


idea lent thrust of exhaust streaming from the rea, 
of the strongest, lightest cars to come off ajq 


for tomorrow _ for high-speed safety and comfort. It will need! 
i : 
ein steel tough, thin sheet steel and ultra-strong alloy steels|f 


1 Body sheets are zinc-coated thin gage steel sheets for stress-resistant durability, lightness and corrosion resistance. Thin-wall stainless steel tubing is used for maximum 


strength in slender pillars and roof rails. 
2 Flexible, high strength steel cable housed in tubular steel makes a rugged primary drive line. Rigid heavy-wall stainless tubing for the power spine supplies the strength to 


both support and drive the car. High tensile strength of tubular steel increases frame rigidity. Heat-resistant stainless steel is used in engine blades and rotors for maximum 


creep resistance. 


Use modern, dependable steels for modern, dependable automobiles. 





tolthe soft whine of the turbines as the propellants are indexed. You can’t hear the vio- 
ar] nozzle, but your back feels the smooth, fast acceleration. Relax... you're on your way in one 
aidesigners drawing board. ™ Cars like this fanciful sedan will have to be strong and light 
adja durable, light frame made from weight-reducing alloy and High Strength steels. It will need 
als] for moving parts. It must have the strength and durability that only steel can give it. Items: 


3 Stainless Steel is used for housings and engine blocks. Cost and weight can be reduced because Stainless is so strong and tough. Most important: it has unparalleled 
wear and corrosion resistance. 

4 Interior is paneled with colorful, scuff and wear-resistant plastic coated steels. Seat shells are textured carbon steel coated with plastic. Strong, textured stainless steel 
panels for aesthetic appeal won't show the effects of use and abuse. A never-say-dim stainless steel grid around the inside of the passenger compartment heats and cools 
the car through electrical energy exchange. 


¢ vee 
a inh 5 


These are but a few of the imaginative uses of steel in this car of tomorrow. Today, there are over 160 steels used in automobiles, and thousands 


more available to the designer. There is a steel for practically any combination of properties the designer can dream up... strength for lightness, 
toughness for durability, surface finishes for style. When you want steels that will match your imagination, call United States Steel, Industry Man- 
ager—Automotive, Room 2831, 525 William Penn Place, Pittsburgh 30, Pennsylvania. USS is a registered trademark 


United States Steel 


TRADEMARK ~ 
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Capsule Comment 


Early new-model sales are robust, indicating a record- 
smashing fourth quarter unless labor tieups persist. 
And dealers report they’re doing quite well, profitwise. 
* * * 


AUTOMOTIVE 








Albuquerque dealers, cooperating with the Employment 
Security Commission, plan to train a corps of auto salesmen 
for placement in dealerships throughout New Mexico. 

If NADA can’t do it on a national scale, perhaps the 
various states can. 
* * * 

Shortage of good used cars is blamed on compacts, with 
more owners of late-model autos moving into the two-car- 
family class by keeping present cars and buying compacts 
in clean deals. 

Yet compact sales are falling behind the market pene- 
tration achieved earlier this year. 
* * * 

Flushed with early success in its demands on the fac- 
tories, NADA’s Task Force Committee is expected to be 
majntained as a semi-permanent body to expedite reforms 
in the franchise system. 

The Task Force, with the factories cooperating, could 
be a vital instrument in curing the industry’s ills. 
* * * 

Although prices of 1962 models moved up, down and side- 
ways, sticker prices on the average are five-tenths of one 
percent lower than last year, an AUTOMOTIVE NEWS compil- 
ation shows. 

Third year in a row the makers have held the line, 
despite rising labor and material costs. 
* * * 

Recent changes in factory parts merchandising programs 
for dealers hike the profit potential for retailers, while mak- 
ing the parts market more competitive. 

Some dealers even expect to make a slight profit on 
warranty work. 
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Coming 
Events 


% Epiror’s Nore: To facilitate - 


recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile. Hotel, Fort 
Lauderdale. 

Nov. 5-6—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa. 

Nov. 5-6—Texas Independent Auto Dealers 
Assn., Western Hills Hotel, Fort Worth. 
Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 17 — North Carolina Automobile 
Dealers Assn., Fifth Annual Working 
Conference, Sir Walter Hotel, Raleigh. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Jan. 25-26—National Forum on Automotive 
Air Conditioning, Statler Hotel, Dailas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

March 25-27—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 


Moines. 

March 25-27—Ohio Automobile Dealers 
Assn., Greenbrier, White Sulphur 
Springs, W. Va. 

March 29-30— Nebraska New Car Deal- 
ers Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

April 21-29—éth Annual International Auto- 
mobile Show, New York Coliseum, N. Y. 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

May 6-8—Idaho Automobile Dealers Assn., 
Hotel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 

May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 

June 3-5— Georgia Automobile Dealers' 
Assn., The Wanderer Motel, Jekyll Is- 
land, Ga. 

June 8-9—New Mexico Automotive Deal- 
ers Assn., Roswell, N. M. 

June 14-17—Michigan Automobile Dealers 


Assn., Grand Hotel, Mackinac Island, 
Mich. 
Ye eS 
Auto Shows 


Oct. 26-Nov. 5—Los Angeles Automobile 
Show, Pan Pacific Auditorium, Los An- 


geles. 
Oct, 28-Nov. 5—Southern Automobile Ex- 
poekres, Merchandise Mart, Charlotte, 


N.C, 

Se. Senate Auto Show, Turin, 
aly. 

% Nov. 2-4— Gateway Autoramo, Gate- 


way Shopping Center, Beaumont, Tex. 

Nov. 9-12—Autoworld Auto Show, Public 
Hall, Cleveland, 

Nov. 11-I18—Philadelphia Auto Show, Grand 
Exhibition Hall of the Trade and Con- 
vention Center, Philadelphia. 

Nov. 1I1-I8—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Nov. 13-18—Denver Auto Show, Denver 

Coliseum, Denver. 

Nov. 19-26—Kansas City Auto Show, Kan- 
sas City, Mo. 

Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 24-Dec. 3—St. Louis Auto Show, St. 
Louis Arena, St. Louis. 


1962 

Jan. 7-9— Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth. 

%& Jan. 9-14 — National Capital Area, 
Washington Armory, Washington, D. C. 

%& Jan. 13-2I—Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 

%& Jan. 20-27—Baltimore Auto Show, Balti- 


more. 
Jan. 26-28—Birmingham Auto Show, Muni- 

cipal Auditorium, Birmingham, Ala. 
%& Jan. 27-Feb. 3—Rochester Auto Show, 

A Memorial Exhibit Hall, Rochester, 


Feb. 2-7— Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 

Feb. 17-25—-Chicago Automobile Show, 
McCormick Place, Chicago. 

Feb. 21-25—National Autorama, Connecti- 
cut State Armory, Hartford, 

April 22-29—éth Annual International Auto 
Show, New York. 

Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall. Detroit. 

(Continued on Page 58, Col. 1) 























































































































“It was easy. Called him up a few times . .. gave him 
demonstration rides .... promised him a high tradein.. . 
and went nuts waiting for him to make up his mind." 



















Letterbox 
















used if you so request. 






VW Changes 

A few weeks ago you printed, 
among other VW changes, that the 
1962s would have partially reclining 
seats. A few weeks later, you had 
some photos of VW changes and 
among them was one showing a 
steering wheel lock. 

The 1962 models are now in Los 
Angeles and do not have these on 
them, although they do have seat- 
belt mounts and a fuel gauge. 

Could it be that the 1962 models 
now coming over will not have the 
first two items as standard equip- 
ment?—Tom Baron, Los Angeles. 

Epriror’s Note: Information re- 
ferred to by Reader Baron was 
published prior to Volkswagen 
introduction. Volkswagen, in de- 
scribing the seats on its 62s, says, 

“Back-rest adjustment has been 
increased.” The steering-wheel 
lock is limited to European mod- 
els of the ’62s. 

* 


























* * 


Model Breakdown 


Congratulations on the fine fea- 
ture of price class breakdowns. 
This is worth the price of the paper 
by itself—N. L. CasNner, president, 
Casner Motor Co. (Oldsmobile), El 
Paso, Tex. 








ed ae 


Testing the Product 


Attached is a photo of one of 
the cars we use to test our prod- 
ucts. This particular unit is being 
used to test our alternator relay, 
which was installed when this unit 








The Big Stories 


36 Years ago—1925 
A move was reported under way in Polish political circles to invite 
Henry Ford to become king of Poland, Ford boosters in Poland were 
of the opinion that the automobile man could pull the country out of 


its financial muddle . 


.. For the fifth time in 1925, Hudson Motor Co. 


announced a reduction in the prices of its cars. 


20 Years Ago—1941 


As a defense measure, the government phohibited the use of copper 


in civilian products. Automotive 


applications included garage and 


automotive repair equipment, headlights, trim, hardware, mouldings 


10 Years Ago—1951 


and paint. 


The Chicago Automobile Trade 


Assn. reported that its campaign to 


get dealers to close on Sunday was a success, More than 90 percent 
of the new-car dealers and a large number of used-car dealers were 
said to be observing such a practice. 





‘New VW Equipment... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 
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was purchased and is now on the 
market. 


Though we are a small concern, 
we felt your readers might be inter- 
ested to note that our products are 
thoroughly tested in the field be- 
fore being offered to the public— 
Jerry C. WIESNER, president, Wies- 
ner Motor Parts Co., Long Island 
City 3, N. Y. 

* * * 


Remember? 


We have sent the following tele- 
gram to Mr. Walter Reuther: 


REMEMBER WHEN THE 
DEALERS WERE ASKED TO 
PROMOTE CAR SALES BY THE 
“YOU AUTO BUY NOW” PRO- 
MOTION TO HELP PICK UP 
SALES AND PUT THE AUTO 
WORKERS BACK TO WORK? 

HOW ABOUT YOUR PROMOT- 
ING A “YOU AUTO WORK NOW” 
PROMOTION TO HELP THE 
DEALERS GET BACK TO 
WORK?—BeERNARD H. THOMAS, 
Thomas Motors, Inc. (Ford), Lex- 
ington, N. C. 


* * * 


Original Parts for Columbia 


On Page 76 of your special im- 
port issue dated Sept. 11, you re- 
port an interview with our client, 
Peter Morris, of Columbia Motor 


Corp. 
The comments with which you 
follow up this interview “. . . that 


most of the equipment imported by 
this company is not original equip- 
ment ...” are untrue and harmful 
to both Columbia Motor Corp. and 
the European manufacturers whose 
products Columbia sells in this 
country. 


The fact is that among the ori- 
ginal parts equipment, imported 
or sold by Columbia you will find 
the following famous makes: 


Mahle pistons, Tecalemit filters, 
Vanderwell (Canada) bearings, 
Metzler tires, Fren-Do brake and 
clutch linings, Livia valves, Mar- 
chal lamps and horns, SIM rings, 
Goetze gaskets and oil seals, Old- 
ham batteries, Opel original parts, 
Mann filters, Witzeman_ sleeves, 
SNR bearings, Girling brakes and 
dampers, AC (British) filters and 
instruments, Borg & Beck (Brit- 
ish) clutches, Lockheed (British) 
brakes, Robert Bosch _ ignition 
products, VDO German instruments 
and many other top names.—-FRD 
SrerN, vice-president, Mann-Ellis, 
Inc., New York. 
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4 COLORS...and a BRAND NEW 
SELLING THEME 


ats new 


First of Fi 
A-color nation 


featurin 
VALUE-PACKE® 
: pTAT MODEL 600/P § 


formance. What a difference it can make in your family’s life! The new Fiat model 600/D brings you new 
styling and greater economy—more horsepower, 10 mph more speed, reduced fuel consumption—in a car 
as easy to drive and park as the famous model 600 it replaces. Whether you are a one, two or ten-car 
family, just one Fiat can average down your travel costs and fully satisfy your pride. At $1249*, Fiat 600/D 
is hundreds of dollars less than any compact or comparable import. Save on gas, oil, tires. Start this 
economy now. See your dealer. 


g the new 





* 
£ 
@ 
2 
@ 
* 
al ads > JUST ONE FIAT! A prestige car for more than 60 years, yet peerless in economy of price and per- 
& 
@ 
& 
& 
& 
* 
ee 


AN EXCLUSIVE FOR FIAT AND FIAT 

DEALERS. Common-sense reason-why 

a Fiat belongs in small-, medium-, and 

big-income families. Full color in big 

national magazines will alert an econ- 

omy-minded market...help show how 
. | JUST ONE FIAT can level off motor- 
. | ing costs for families with one or two 
© | —or more—cars. 


A SALES APPEAL UNIQUE IN 
THE BUSINESS. And the new Fiat 
Model 600/D— more hp., more mpg, 


more comfort, less fuel consumption, 
no increase in size—at only $1249, 
_ | po.e.,N. Y.,is here to help Fiat dealers 
hit new sales highs. 


Oe 


A TOP-NAME CAR—hundreds of 
dollars less than any compact or com- 
| parable import. And the economy lasts 
as long as the car. No high-priced 
: miles in a Fiat. Liberal warranty. Full 


sales co-operation. 
e 


is eS eee eee ee 
‘ : Fiat Motor Company, Inc. 
? p 500 Fifth Avenue, New York 36, N. Y. 
Ss, 7 4 
. YOUR INQUIRY IS INVITED. i Please send full information on Model 600/b 
5 ? : and Fiat ad-sales kit. 
: : 
4 i NAME : : gle sabe pisces 
id i 
te ' COMPANY. 5 oe ae = ee 
i 
i 
t 
he 


*Suggested price, p.o.e., New York. Sales and service throughout U.S. and Canada. For overseas delivery or rental, see your Fiat Dealer, travel agent, or write Fiat Motor Company, Inc., 500 Fifth Ave., N.Y. 36, N.Y 











STREET_ 


» | 000 fifth avenue, new york 36, n. y. 
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HERE’S A DEAL THAT PERFECTLY FITS THE TIMES 
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TYREX INC., Empire State Bidg., New York 1, N.Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of TYREX Inc. for rayon tire yarn and cord. 


FOR THE FOURTH STRAIGHT YEAR, ALL OF AMERICA’S CAR MAKERS HAVE CHOSEN TYREX 
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RIDES SMOOTHER! 
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TIRE CORD 





RAYON TIRE CORD AS STANDARD EQUIPMENT FOR THEIR NEW CARS.. 
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Important to Stylist, Engineer ... 





Market Studies Grow 


(Continued from Page 1) 


research, but they did discuss the 

major questions in their surveys. 

Among theSe are: 

1. Is there a market for a prod- 
uct not now available? 

2. How will prospects react to a 
particular styling theme? 

3. What do car owners like or 
dislike about cars now on the mar- 
ket? 

4. What things most often go 
wrong in a car? 

5. What effect is the advertising 
of the company and its competitors 
having? 

* * oe 


_ Remember the Edsel? 


IX. What impact is the com- 
pany’s public relations depart- 
ment having on the company’s 
image in the various publics (con- 
sumers, dealers, etc.) ? 
7. How do the sales efforts of the 


by Joseph M. Callahan 





Makers Move Slowly 


On New Safety Features 


GOOD DEAL of “huffing and 

puffing” was heard during the 
past year from some politicians, 
publications and civic groups about 
the need for more automotive 
safety features, but it’s apparent 
from examining the ’62 models that 
the manufacturers have not made 
any wholesale addition of safety 
devices. 

The exception is Cadillac which 
introduced five rather significant 
improvements in this area. Ram- 
bler came up with one important 
safety feature and a couple of 
cars made some minor safety ad- 
vancements. 

Earlier in the year the entire in- 
dustry made a concession to the 
safety enthusiasts by announcing 
that front seat-belt anchors would 
be available on all 1962 cars. 

Studebaker-Packard also installs 
rear seat-belt anchors in its 1962 
ears. The other makers provide in- 
dentation “dimples” on the rear 
floor panels where the belts should 
be anchored. 

* ok * 


Cadillac’s Devices 


TS new safety features on the 
’62 Cadillac consist of a new 
dual braking system, a front cor- 
nering light, a four-way taillight, 
a shatterproof rear-view mirror 
and safer tires. 

Commenting on these features, 
Harold G. Warner, Cadillac gen- 
eral manager, said, “As the rec- 
ords show, safety always is of 
prime concern to Cadillac. This 
year is no exception. In fact, in 
1962 there is even more emphasis 
on safety.” 

The dual or split braking system 

(Continued on Page 20, Col, 5) 





company’s dealers and salesmen | 


compare with the efforts of compet- 
itive dealers and salesmen? 

8. Who buys used cars and 
what do these people think of 
the various makes as used cars? 
9. How much does the average 

car owner spend on parts and 
service and where does he spend it? 


10. Who scraps the cars and 
trucks and what leads people to 
scrap their vehicles? 

Despite the fact that the ill-fated 
Edsel was the most market-re- 
searched car (or product) in his- 
tory up to that time, Ford Motor 
Co. still relies heavily on market 
research and currently has the 
strongest market research opera- 
tion in the industry. 

* * * 

ENERAL MOTORS does some- 

what less market research. 
Chrysler Corp. has a small depart- 
ment, with most of the emphasis 
on advertising and sales research. 
American Motors and Studebaker- 
Packard do no market research, 
although an occasional survey is 
made for them by outside agencies. 

Commenting on the Edsel fias- 
co, a Ford official said, “It prob- 
ably had an unfavorable effect on 
market research everywhere ex- 
cept at Ford.” 

The Edsel did not reflect unfav- 
orably on market research at Ford 
because (1) much of the Edsel re- 
search was based on sales data 
(largely documenting the fact that 
buyers move up), because (2) of the 
time lag between the surveys and 
production startup, because (3) 
there was no styling research done 
and because (4) there was not real- 
ly a great amount of consumer 
research done, by today’s stand- 
ards. 

By contrast, Falcon, an extremely 
successful car, was the subject of 
14 separate major surveys. And the 
four-passenger Thunderbird, Econ- 
oline truck and the Fairlane- 
Meteor were all reportedly consum- 
er researched more than the Edsel. 

* * * 


Redeemed by Falcon 


THE success of some of these 

vehicles, which are largely at- 
tributable to the engineering fea- 
tures, dimensions and styling se- 
lected by Ford’s top management, 
has enhanced the stature of Ford 
marketing research much more 
than it was tarnished by Edsel. 


By taking over leadership of the 
compact field with its extremely 
conventional engineering and styl- 
ing, the Falcon has won the ad- 
miration of the industry and is cer- 
tainly the crown jewel of the 
market research diadem, thus far. 


The Fairlane-Meteor is another 





Engineer's 


matic transmission causes. 


izations outside the colleges. 





e@ At least two European auto makers are in an allout drive to 
develop an automatic transmission for their small cars. Their U.'S. 
representatives have told them that this would give them the 
biggest possible boost in the American market. The problem isn’t 
merely to build an automatic gearbox. The difficulty is that their 
engines are not powerful enough to sustain the power loss an auto- 


The American Society for Engineering Education reports that 
11,000 engineering projects are now in progress at 121 colleges 
with total expenditures amounting to $180 million for the past 
year, A large percentage of these projects were paid for by organ- 


Ford is moving ahead on the development of a stratified charge 
engine. The stratified charge engine permits greatly improved fuel 
economy by shooting one strata of rich gas-air vapor into the com- 
bustion chamber and igniting it with a strata of lean gas-air vapor. 


example of a line that clearly has 

the mark of a car that was de- 

signed and built for a market 
discovered by market research. 

Its failure or success will largely 
be attributed to market research, 
although it certainly takes an en- 
tire team of product planners, en- 
gineers, stylists and management 
to produce a successful vehicle in 
today’s market. 

And there’s more to come, Ford 
officials have repeatedly comment- 
ed on the splintered American car 
market and have said that eventu- 
ally it will take at least nine differ- 
ent types of cars to satisfy it. 

* * ok 
R. GEORGE H. BROWN is di- 
rector of marketing research at 
Ford, heading a staff of about 45 
persons. Included in this group are 
12 on the corporation staff, 18 at 
(Continued on Page 22, Col. 1) 


Applying Bell Rust-proofing— 








Kenneth Hawes, a Michigan Bell Telephone foreman, supervises the application of 
special grease to the body of one of Bell's 4,600 vehicles to prevent corrosion. The 
grease is applied through holes that have been drilled in doors and box sections. 


Piastic plugs are then put in the holes. 


Utility Firm Rustproofs Its Fleet 


ECAUSE of the “tremendous 

damage” that rust has been 
causing to its 4,600-vehicle fleet and 
because it feels that the auto mak- 
ers’ anti-corrosion measures are not 
adequate, Michigan Bell Telephone 
Co. hag developed its own rust- 
proofing process. 

The rust problems of Michigan 
Bell, which buys all makes of 
vehicles, are a little unusual in 
that the company keeps its cars 
on the road for five to six years 
and its trucks in use for six to 
seven years. The vehicles are 
driven an average of 10,000 miles 
a@ year. 

A further factor is that body cor- 
rosion is probably worse in Detroit 
and in outstate Michigan than in 
any other section of the country 
because of the large amount of salt 
and calcium chloride applied to the 
streets and because of the excessive 
industrial salt in the air. 

Gilbert H. Selke, superintendent 
of motor equipment for Bell Tele- 
phone, said the rust “was causing 
a double expense. Repairing rust 
damage in itself is costly. And sec- 
ondly, we lost valuable time in the 
use of our vehicles when they were 
in the garage for rust repairs.” 

* * * 


[pvecrsP during the past 
two years by Kenneth Hawes, 
a Bell supervising motor equipment 
foreman, the process has proved 
effective in preventing rust in new 
cars and in arresting the spread 
of rust on used cars. 

The process consists of apply- 
ing a specially adapted grease 


Showcase 

























into all the box sections in the 
vehicles where moisture doesn’t 
readily evaporate. The sections 
treated are the insides of rocker 
panels, doors and corner posts, 
as well as wheel housings, head- 
light eyebrows and pockets under 
the fenders. 

An average of 18 holes are drilled 
into the typical two-door sedan. 
Located in inconspicuous places, 
the holes are plugged with plastic 
caps when the rust-proofing is com- 
pleted. A tiny flashlight is inserted 
in each box section for visual ex- 
amination of the job. 

Selke said that it’s mandatory 
that the grease be skillfully and 
thoroughly applied, otherwise the 
full benefits of the process will not 
be realized. 

* * * 


vos compound used is a petro-. 


leum-based product that con- 

tains seven rust inhibitors. It has 
been used to prevent rust in under- 
ground piping. 

By thinning the grease with a 
solvent, Michigan Bell has used 
the grease in four different con- 
sistencies, depending on which 
section of the car was being rust- 
proofed and on whether the ve- 
hicle was new or used. 

An important feature of the com- 
pound is its capillary action or abil- 
ity to creep into crevices. The 
amount of “creep” required deter- 
mines which consistency is used. 

An average of 21 pounds of 
grease is required for each rust- 
proofing application. The average 
cost of the grease is about 17 cents 
a pound, resulting in a material 
cost of about $3.60 a car. 

Selke estimated that the total 
cost of rust-proofing each of the 
company vehicles would be $25 to 
$30, not counting the steam clean- 
ing required for used vehicles. 

The rust-proofing of Michigan 
Bell’s entire fleet, which will be 
done by outside contractors, will 
cost about $115,000 the first year. 
The rust damage to its vehicles has 
been costing the company more 
than $80,000 a year. Savings of $40,- 
000 a year are expected. 

* * * 


SPECIAL industrial spray gun 
which pumps the compound 


Engineering New Products 
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under a pressure of 1,200 pounds 
per square inch is the basic tool 
used in the process. The gun has 
a three-foot nozzle which is insert- 
ed inside the box sections and doors 
of the vehicles being treated. 

By applying the grease under 
high pressure the spray gun pre- 
vents air from being introduced 
into the compound and this pre- 
vents the occurrence of any dry 
spots in the areas undergoing 
treatment. 

An estimated $3,000 worth of 
equipment is needed to apply the 
compound. This would pay for the 
spray guns, an air compressor, 
steam cleaner and related equip- 
ment. 

During the two-year testing pe- 
riod Michigan Bell tried several 

(Continued on Page 22, Col. 5) 


Makers Are Cool 
To U.S. Baby Car 


100-Inch Wheelbase 
Called the Minimum 


Tor officials of the four leading 
United States auto companies 
commented recently that they see 
no market at the present time for 
an American-built car of less than 
100-inch wheelbase—about the size 
of a Volkswagen. 

This response was somewhat 
surprising because the company 
of one of the executives ques- 
tioned, Ford Motor, is now tool- 
ing up for such a car, the Cardi- 
nal, 

Also, the firms of two of the 
other officials queried reportedly 
have such cars on their drawing 
boards and will have entries in this 
field if the Cardinal appears on the 
market here. 

However, it must be kept in mind 
that any good salesman—and these 
gentlemen are among the best 
salesmen in the country — speaks 
well only of the product he has on 
hand and has only jeering criticism 
for the product he doesn’t have. 
One need merely recall the period 
before the Big Three entered the 
compact field to realize this 

ok * + 


ae Lee A. Iacocca, Ford Di- 
vision general manager, Was 
(Continued on Page 19, Col. 1) 














LARK DEALERS HOLD WINNING HAND! 


Dealers—selling Studebaker for the first time— 





emphatically confirm “The Lark Is On The Wing!" 





<==] WESTERN UNION => 
prone abst TELEGRAM a 


W. P. MARSHALL. prasioent 


The filing time shown in the date I i 
line on domestic telegrams is LOCAL TIME at point of origin. Time of receipg is LOCAL TIME at of dest 
—— se —-- pose amen 


5355P EST OCT 9 61 DEB293 
DE LLF235 PD DETROIT MICH 9 327P EST 


WC NELSON, ZONE SALES, M 
GR, STUDEBAKER 
10515 WEST MCNICHOLS Rear AKER PACKARD CORP 


PUBLIC REACTION TO LARK EXCEEDED MY EXPECTATIONS AND 


INQUIRIES ON HAWK BEY 
jal tanta OND BELIEF. LOOK FORWARD TO 


BILL LAVIGNE LAVIGNE AUTO SALES. 





4 FROM A FORMER RAMBLER DEALER 
ONE TIME N.A.D.A. PRESIDENT 











Crass oF Service 
—_n 


This is o fast message 
unless its deferred char- 
acter is indicated by the 


proper # 






ION ecco 
WESTERN UNION = 


Ww. P. MARSHALL. preoroent 
LOCAL TIME at point of origin. Time 





of receipt is LOCAL TIME at point of destinauon 







ime shown inghe date liné on domestic telegrams 1s 


DEA496 KC169 
K TKBO25 PD TOPEKA 
FRANK SUSLAVICH, VICE P 

STUDEBAKER-PACKARD CORP 


KANS 9 421P CST 
RES AND GENERAL SALES MGR 


SOUTH BEND IND 


W STUDEBAKER IN TOPEKA. 

ENJOYING EXCELLENT RECEPTION ON NE 
WE ARE LOOKING FORWARD TO GOOD SALES AND SERVICE BUSINESS 
MOSBY-MACK MOTOR CO JIM CLAUSSEN PRESIDENT. 


eee 


4 FROM A VETERAN FORD DEALER 











WESTERN UNION 


TELEGRAM 


W. P. MARSHALL. Paasioent 


is LOCAL TIME at point of origin. Time of receipe is LOC “; sot E at point of destination 


ELS.o7 2° 8 


F J SUSLAVICH FM E B TATE ATL 
REURTEL OCTOBER 6, 1961 FOLLOWING WIRES RECEIVED FROM 


DEALERS EXPRESSING ENTHUSIASM FOR 1962 LARKS 


N ACCEPTED ENTHUSIASTICALLY BY THE 


TE NEW LARK HAS BEE 
os S ARE FOR HIGH VOLUME YEAR WITH 


PUBLIC ALL IMPLICATION 


THE 62 MODEL UNQUOTE 
-- HOLBROOK AUTO SALES HALLANDALE FLORIDA 


‘ 





4 FROM A FORMER BUICK DEALER 


~is}] WESTERN UNION = 


rosa hts ot aap TELEGRAM ropa a Lewer 


mmemh W. P. MARSHALL. Pacsicent 
ling time shown i: i 
in the date line on domestic tclerrams is LOCAL TIME at point of origin. Time of seceipt is LOCAKATIME at point of destination 
2 inate 





FRANK SUSLAVICH, GENERAL SALES MANAGER 
STUDEBAKER-PACKARD CORP SOUTH BEND IND 1961 OCT = 


PM It 14 


QUOTE PLEASED TO ADVISE 1962 STUD 

EBAKER SHOWING 
TREMENDOUS SUCCESS RECEPTION BY PUBLIC OVERWHELMING SALES 
EXCEEDINGLY GOOD FOR FIRST TEN DAYS 


-- JACK INGRAM MOTORS, INC., MONTGOMERY ALABAMA 





4 FROM A FORMER USED CAR DEALER 


62 LARK CRUISER 


BIG CAR COMFORT AT COMPACT PRICES 


16A 











NORTH, EAST, SOUTH AND WEST 
LARK DEALERS HOLD WINNING HAND! 








=) WESTERN UNION 





of onal 
nin the dace line on domestic telegrams 15 LOCAL TIME st point of of 


DEBO35 MA341 
M MKAO86 NL PD MANKATO MINN 9 


VICE PRESIDENT GENERAL SALES MANAGER 
STUDEBAKER CORP SOUTH BEND IND 


VERY HAPPY WITH OUR NEW LINE OF STUDEBAKERS 


IES 
cause ACCEPTANCE HAS BEEN GREAT OUR FIRST DELIVER 


WERE 1960 CHEVRO 
CONQUEST BUSINESS A 
ae 2 TRADE CAR RIDES DRIVES AND PERF 


YEAR 
WE ANTICIPATE A GREAT 
J L DALTON DALTON MOTORS MANKATO 


1960 1959. 


ORMS WONDERFUL 


4 FROM A CHRYSLER DEALER 


WESTERN UNION 


TELEGRAM ~ 


W. P. MARSHALL. paasioent 





The filing time shows in the date line on domestic telegrams is LOCAL TIME at point of origin. Time of receipt is LOCAL TIME st point of destination 





- F..S.0cr 


DEA541 LA392 
L AMA251 PD ALHAMBRA CALIF 9 400P PST 


FRANK SUSLAVICH, STUDEBAKER PACKARD CORP 
SOUTH BEND IND 


WONDERFUL ENTHUSIASTIC ACCEPTANCE ON NEW LARK. HAWK 
ACCEPTABILITY WILL AMAZE. BELIEVE FUTURE ASSURED FOR ALL 
AGGRESSIVE LARK DEALERS. ANTICIPATE BEST YEAR IN 
STUDEBAKER HISTORY, CONGRATULATIONS 

TOM SHERLOCK TOM SHERLOCK MOTORS ALHAMBRA. 





4 FROM A FORMER SALES MANAGER 
WHO BOUGHT OUT HIS BOSS 





16B 


TELEGRAM wr.ac0n | crakemeangeal 


oan? 
w.P. MARSHALL. Pree ian tiie spca — of dcvinsiun 


LET AND 1959 FORD 






SF-1201 (4-00) | iy en fneconacionel 


Crass of Service 
















This is a fast message 
unless its deferred char- 
acter is indicated by the 
Proper symbol. 


WESTERN UNION 


TELEGRAM 


— W. P. MARSHALL. pacsivent 
ing time shown in the date line on domestic telegrams is LOCAL TIME at point of origin. Time of receipt is 


__ SYMBOLS 





SF-1201 (4-60) 


















TDN BROOKLYN NY OCT 9 10 
FRANK SUSLAVICH ee 


STUDEBAKER PACKARD CORP 


PUBLIC ACCEPTANCE TO 62 LARK A 
ND HAWK BEYOND A 
potent OVER TEN ORDERS WRITTEN LAST eeek FuTURc 
: S OUTLOOK SHOWS HIGH PROMISE KEEP EM ROLLING 
io ERNARD SCHUMAN SCHUMAN SALES CORP 


959A CDT CLR 


4 FROM A FORMER PLYMOUTH/TRIUMPH DEALER 









Night Letter 







Crass oF Seavic® 


WESTERN UNION (e= 


TELEGRAM SF-1201 4-00) | LT Lever Telegram, 


7 
w.P. MARSHALL. pacsioer 
sis LOCAL TIME at point of origin. Time of receipt is 
rams | 


fase message 

tas deferred chat- 

acter Is indicered bY the 
symbol. 





LOCAL TIME at point of deseinanon 






tt BI 


11 124P EDT 


= 0 OCT 
CLR pp CLEVELAND OHIO OCT ‘tC ie 


SALES MANAGER STUDEBAKER PAC 


AMILY FIRST FIFTEEN DAYS SALES 


VERY HAPPY TO BE WITH S/P F SOLD MANY COMPETITIVE 


G OUT 
ONSE VERY PLEASIN Se IGNERS 
AND PUB ING OPENING DAYS CONGRATULATIONS TO 
A -OK MOTOR SALES P OHIO 
& 5.5.07 220 


4 FROM A FORMER AUTO LEASE OPERATOR 





THE > 


62 IARK Station Wagon 


AMERICA’S SMARTEST LOOKING FUN AN’ WORK WAGON 











HOW THESE NEW LARK DEALERS 
LOVE HOLDING AWINNING HAND! 












WESTERN UNION (c= 


Fs International 
soins TELEGRAM vrson oan aoe 
by the 
— w.P. MARSHALL. Pacoroent 
‘ of receupt 
shown in the date line on domestic telegrams is LOCAL TIME at , int of origin. Time 
ng ume show! 






Ciass oF Seavict 
> ae 











W 


NCA152 NCCBO58 


PD 
T 
HICAGO ILL 9 453P CD 
GLEN FINNEY, STUDEBAKER PACKARD CORP 


1640 NORTH LASALLE CHGO 


WITH PUBLIC 
5 A NEW DEALER WE ARE MOS? coe eRAPPIC 1s EXCEPTIONALLY 


OWROOM 
ACCEPTANCE OF 1962 LARKS Tle RUNNING AHEAD OF OUR 


GOOD AND SALES AND PROFITS 


TIONS 
a SALES AND SERVICE CHICAGO ILLINOIS. 





4m FROM A FORMER RAMBLER DEALER 


Sse.) WESTERN UNION 


= 

tcter is indicared by the 

noe TELEGRAM srpel 
W. P. MARSHALL. Present ; 
The filing time shown in the date line on domestic teli sis LOCAL TIME at point of origin. Time of receipt is LOCA, TIME at point of destination 





M 










LLVO20 MB881 

M MWA593 NL PD MILWAUKEE WIS 9 

STUDEBAKER PACKARD CORP DLR DONT PHONE 
GLEN FINNEY ZONE SALES MGR 1640 NORTH LASALLE ST CHGO 


1961 OCT °* 
- PM oy 14 


JUST EXPERIENCED A MOST EXCITING AND 
PROFITABLE LARK 
INTRODUCTION TREMENDOUS ACCEPTANCE FROM BOTH NEW AND OLD 
CUSTOMERS LOOKING FORWARD TO A MOST PROFITABLE YEAR 
WITH OUR NEW STUDEBAKER FRANCHISE 
we AFL MOTORS INC M L ZEMBROSKY. 





4 FROM A FORMER DESOTO/RENAULT DEALER 


THE > 


.| 62 LARK Daytona Hardtop 


/ | = = AMERICA’S NEW ACTION CAR! 





===) WESTERN UNION = 


acter ip indicated by the 
eras TELEGRAM #7201 a0 
— . W. P. MARSHALL. Paesioeny tela aed 
¢ hhinge tw 
me own in the date line on domestic telegrams is LOCAL TIME at point of origin. Time of receipt is LOCAL TIME ot of destination 





DENHAM SRP 
Wuoos PD 

TDBR DENHAM SPRINGS 
FRANK SUSLAVICH 
STUDEBAKER PACKARD CORP 


1962 MODEL LARKS RECEIVED ENTHUSIAST 

GOOD SHOWING WITH HEAVY TRAFFIC ar ee 
gay SPRINGS MOTORS INC J A ROBINSON 

CLR 





4 FROM A FORMER MERCURY DEALER 










Crass oF Service 


This is © fost messege 
unless its deferred chat- 
acter is indicated by the 


The filing time shown in the date line on domest 
EE 


WESTERN UNION == 


TELEGRAM wm 


w. P. MARSHALL. 
i¢ telegrams is LOCAL TIME ot point of 






of receipt is LOCAL TIME st point f SESS 





CLR 
wuoz20 PD 
MEMPHIS TENN 
FRANK SUSLAVICH 
STUDEBAKER PACKARD CORP 


FJ.S0eT - ; 81 


US. LOOKS LIKE ITS 
RESPONSE TO 1962 LARK TREMENDO 
STUDEBAKERS YEAR IN MEMPHIS. NO DOUBT IN MY MIND WE WILL 


GET OUR SHARE ON THE AUTOMOBILE MARKET. I ee ee 
ANY PREVIOUS EXPERIENCE WITH STUDEBAKER DUR TAs SEEM 
ANNOUNCEMENT WEEK, BUT RECEPTION AND ENTHUSI 


BETTER THAN MY PREVIOUS CONNECTION WITH FORD AND RAMBLER 
PHIL HUGHES MGR STUDEBAKER MEMPHIS 





1962 
355P CDT CLR 


4 FROM A PREVIOUS FORD AND RAMBLER DEALER 






16C 





IT’S GREAT TO BE A LARK DEALER HOLDING A 
WINNING HAND AND PLAYING FOR KEEPS! 


Ctass oF Service 


— 
This is & fast message 


unless ics deferred char- 
ecrer is indicated by the 





The Gili 
filing time shown in the date line on domestic telegrams 





DEA544 LB2s6 


FRANK SUSLAVICH, GENERAL 
STUDEBAKER - PACKARD CORP 


NO TROUBLE ACHIEVI 
AL DECKER MOTOR 





“& FROM ANOTHER SALES MANAGER 
WHO BOUGHT OUT THE BOSS 


FROM A FOREIGN 
CAR DEALER > 





THE LARK IS ON THE WING! 


16D 


WESTERN U 


ort 0 TELEGRAM 


wp. MARSHALL. Pmesicany 


“ St point of origin. Time receipt is at point of destination 
LOCAL TIME f T of LOCAL TIME t of destina 


1951 OCT O py 7 44 


DAYTONA L 


S LOS ANGELES CALIF, 












Crass oF Service 
— 






SYMBOLS 


DL= Day Lerver 


NION = 


SF-1201 (4.60) LT. 
= 


This is © fast message 
unless ite deferred chat- 
acter Is indicated by the 








TE 








Internanional 
etter Teoleg 


u 






F.J.$.0cT 1061 
wus PD 
YONKERS NY 
FRANK SUSLAVICH 
STUDEBAKER PACKARD CORP 


SOUTH BEND IND 
gen TO 62 LINE TERRIFIC, 

KS LIKE A BRIGHT YEAR FOR STUDE D 
NG MY SALES OBJECTIV 


ENTHUSIASTIC RECEPTION AN 
PROSPECTS FOR THE 62 LARK 


INE CATCHI 
NG ON FAST: YEARS REGARDLESS OF MAKE 


EALERS. I WILL HAVE 
ES. ENTHUSIASTICALLY 


‘& FROM A FORMER 









SYMBOLS 
DL = Day Letter 
NL=Noghe Lecter 
SF-1201 (4-60) |p pa Intern 

Letter 






Cuass of Seavice 


WESTERN UNION 


TELEGRAM 


W. P. MARSHALL, Pasion? 





This is 0 fast message 
un’ ss its deferred char- 
acter is indicated by the 
proper symbol. 


ational 
Telegram 






The filing time shown in the date line on domestic telegrams is LOCAL TIME at point of origin. Time of receipf is LOCAL TIME at point of destination 


CLR 
wuo021 DL PD 

ALBANY CALIF 
FRANK SUSLAVICH CARE STUDEBAKER PACKARD CORP 


Pisin SIS 
1113A PST 


AS A NEW DEALER IN ALBANY CALIFORNIA I WANT TO EXPRESS 
MY THANKS FOR THE OPPORTUNITY OF REPRESENTING STUDEBAKER. 
MY IMPRESSION OF THE ENTIRE LINE AS WELL AS THE 
ORGANIZATION REPRESENTING IT HAS CERTAINLY GIVEN ME A 
LIFT IN COMPARISON TO PREVIOUS YEARS. 

HOWARD ROHRER HOWARDS MOTOR SALES ALBANY CALIF 
100 

300P CLR 


: W. P. MARSHALL, Paeooent 


i int of destination 
The filing time shown in the date line on domestic telegrams is LOCAL TIME at point of origin. Time of receipt is LOCAL TIME at poi 


SOL MITCHELL MGR PILMER MOTORS INC YONKERS NY 


WESTERN UNION == 


, International 
SF-1201 (4-00) | Talnternarionel 


LEGRAM 


1200P, EDT 


D PROPORTIONATE NUMBER OF 
-HAWK LINE FAR SURPASSES PREVIOUS 


1147A 





FORD PRODUCT DEALER 





hand for keeps...wire, write or phone me, Frank Suslavich 
Studebaker, South Bend 27, Indiana. 


WANT US TO DEAL YOU A WINNING HAND TOO? 


| can use a few more aggressive, sales-minded dealers to round out our fast growing, 
money-making dealer organization. If you’re seriously interested in playing a winning 


, V-P, General Sales Manager, 


Gat bet 


> 


FLY HIGH WITH LARK 








—— Se 


CF me Mm ihre rT 














AUTOMOTIVE NEWS, OCTOBER 30, 1961 





Truck ri 


New Commercial-Car Registrations, 
18 States for September, 1961-1960 


istrations by states are 





17 














































































































released here weekly, as compiled wade To- 

maw Mack | baker | White | Willys | Misc. | TAL 
Three States Previously Reported ‘él 554 4 88 513 139 386 10 8 i9 59 54 1834 
__To Date for September 60) 481 3 67| 56! 20! 364 34 15 31 118} -109|_—«1984 
Delaware ‘él 7 | 3 40 8 32) 6 2\ 3 4 169 
"60 32 7 4\ 7| 36 12 2| 5] 7 149 
District of Columbia él | 1 39) 10 64 17 16 4 2 9| 14 176 
60) 53 3 75 15 33 2 4 5 14 204 
Idaho 77] 179 35 158) 73 160} 3 9 1| 16 18 652 
*60) 189 : 34 196 85| 143} | 7 7 21| 14 697 
Illinois ‘él 759 15) 1) 676| 186 580) 16 8 36 88 133 2592 
- Rend "60! 825 24) 169 889 284 426| 20 26! 37 93 140} 2933 
ic Car Ready— Maryland 61 7| 268] eo | wt iT 3 20 4 40| 1096 
Electr y m ' "60 | 228 32| 266 66| 183} 25 4 40 40 44 931 
Stuart Motors, Inc., Kalamazoo, Mich., plans to introduce this electric auto early next | Wontana 61) 140 1 28 182) 54 118) 3) 9 20) 18 573 
year. It is powered by conventional lead-acid batteries and has a fiberglass body. "60| 165 32 169 46! 72| 1} 10 | 46| 15| 557 
The car has an overall length of 115 inches and a top speed of 35 miles per hour. | Nebraska ‘él 302 2 39 313 53 191 | 4 9| 21) 26| 961 
Its range is reported to be 35 miles between chargings, The company is headed by | —__——_ “3 60! 267| 2| ae = 59 130| 3 eee m ae oo Bets 

; ; : North Carolina él) 1038 8 870; ‘118 162 8| 6 | | 
Barry H. Stuart, 29, who had an exclusive English Ford dealership from 1956 to 1960. "60 | 620 148 804| 145 139) 33 21 17 44) ry 2033 
sir en ‘s ed sl om 8 J i i 3 @ 
° ‘6 1b | | 
Cost Study Available ... ly South Carolina 61 252 | 313). —8|—SCO|SS 2 2 | 13/750 
a "60 352 28 348 88 90 6 5 6 8 31 962 
Tennessee “él 451 1 39 398 95 150) 14 1| 32 14 21; 1216 
e 1) Pan | 44 446 156) 149 20 8 5 31 50| 1289 
us or astic uto Vermont "61 | | 38 a | 1 2) 22) 21| 26 
60 27 4 54 16} 2I 5 3 | 25 19 175 
Virginia ‘él 439 93 470 86 224 20 10 6 76 54 1478 
’ : . "60 354 2 74| 528] 100) ~—_—=*89 25! 5 12 48} 112| ‘1459 
TOLEDO.—It is now economic-| design also could permit additional | West Virginia él | 171 2 21 171 47 él 3 3 9 57 34 579 
ally feasible to manufacture 100,000} cost benefits because of shorter 60) | __'70 | 25 177 71 47 10 9 iD 66 28| 415 
automobiles per year with Fiber-| tooling time which would allow | Wyoming ‘6! 117 19 139 46 100 1 | 5 30 9 467 
glas-reinforced plastic bodies, ac-| last-minute design changes and ex- eens a 7 tie 33 oss — “oe sien 3 i tia sa = Tay 
i a i i - i i ates Reporte ‘ | 

aged a Corning Fiber ae "aevebiine a : ‘ _..# ve To Date for September 60 2} 4372} +35) +~=«733|:~«5242|~—«*434|=«s2187| ~—s«197|—=Ss34]—s«B1] = 624] 674] (15815 
. i ’ e S Year él 626| 203860, 1280) 27723| 197188| 45714) 75193|  6049| 3695, 9057| 18816| 23527| 612728 
Fiberglas has just completed a | the study. To Date '60| 769) 223596} 1908} 30040 199206] 57537| 78691| 7979] 3710} 10659| 19589| 31197| 664881 


new economic study of mass pro- 

ducing auto and truck bodies 
which includes costs of materials, 
assembly, tooling and labor for 
both FRP and steel for one, two 
and three-year tooling cycles. 

A detailed cost analysis as a 
guide for a medium-priced four- 
door sedan, and a summary Of esti- 
mated comparable costs for a con- 
vertible, station wagon, small “trav- 
eller” bus, luxury car and delivery 
van are included. In each estimate 
the cost of an FRP body is com- 
pared with the cost of the same 
model with a steel body. 

Owens-Corning consulted with 
automotive engineers, production 
experts, and stylists before deter- 
mining its cost estimates. The re- 
searchers concluded that 100,000 
four-door sedans designed to take 
advantage of molded FRP body 
construction could be made more 
economically than a steel bodied 
car On a one-year tooling cycle. 

Some 76,000 FRP units would be 
more economical than steel in a 
two-year tooling cycle and 72,000 
in a three-year cycle, it is claimed. 

The study takes into consider- 
ation recent cost reductions in 
Fiberglas reinforcements, resins, 
and fillers as well as improved 
processing techniques, 

With an FRP car, the consumer 
would get a strong yet lighter car 
which would neither rust nor cor- 
rode and would give him better 
gas mileage because of weight re- 
ductions, Owens-Corning said. A 
lighter body also would permit 
lighter engine, chassis, brakes, 
tires, suspension system and other 
components. 

The proposed four-door sedan 
body could be made of 60 FRP and 
10 steel parts and would weigh 659 
pounds compared to 1,059 pounds 
for an all-steel body. Engine, chas- 
sis and other components made 
possible by the lighter weight body 
could take off another 500 pounds 
of unnecessary weight in an FRP- 
body car, the study claims. 

With a total weight reduction of 
900 pounds, the completed FRP 
sedan would weigh 3,300 pounds, 
compared to an all-steel body car 
weight of 4,200 pounds. 

This same sedan in a three- 
year tooling cycle would cost an 
estimated $496 in FRP or $520 
in steel for 40,000 assembled units. 
This is made possible largely be- 
cause of the difference in tooling 
costs, O-C said. Tooling for the 
FRP sedan in this case is esti- 
mated to be $1,474,000, compared 
to $14,400,000 in steel. 

Cost projections also were made 
for one and two-year tooling cycles 
i volumes up to 100,000 units. The 
Same estimates are used to fore- 
cast FRP and steel bodies for the 
five other designs studied. 
_Owens-Corning also sheds new 
light on the cost of facilities neces- 
Sary to assemble an FRP body car. 
Facilities for assembling an FRP 
car, for example, range from an 
estimated $1,065,000 for 20,000 units 
to $3,420,000 for 100,000 units. FRP 





New Passenger-Car Registrations, 18 States for September, 1961-1960 


Car registrations as 


compiled by R, L. Polk 
& Co. 






































































































































Three States Reported ‘61{ 930/ 107/13 | 43) Sy ier) 3] tea pet aay tat) aaa tas re, ae 
For September 60] 1342) ——*150] _—26|~—=s29|_—«58}__—713|__—*1576| —-2895|_—S 27/426] ~—359| _—«3707| ~—546|~—226| ~—«3353|_—794)~— 808} 5727) —«237|_—s9t4|_—*13503 
Delaware ‘el, «52, —SC«dS i | 2 2 Se eS i 8 7 a a HM me UUme mS 4) 1081002 
60) 72) 18 3 5] 65] 8] ~—159| 204 | 35] 35] 275] 42] 26} 360) S52] 77} S571] St79|__—1.253 

District of Columbia ‘61 9%) =a 59} '2i| 202) +356) ~—S 2 39, 50| 466)  +58|  41| +336 +~=«82;~=Ss«93] =| ~—S=«23| =i] S82 
60) 145) 33 2 4] 107|__—ie7|_—313)_— 332) 2 29/50} 423|_—S 38] 58} ~— 558} 135/150) 939] 45] 294] 2759 

Idaho ‘ell 27, =O 2 78, 57| «S| 212 6 40; 56) 314) ~—=S=O73|—St=«iB|=St«i83| SSO 502} 26| (104) —«1227 
60) 135) 17 3 7} 105) _—112|_—244) 266 4 30) 49|_—349]_ 88} 34] 369] 79] 106} 676] = 44) ~—*1086| 1554 

IMinois “l| 1453, 268; «23 se Sa Se Ue oS a ee ee Ae eS 2 ee 
ee 60} 1883) 273] ~—=«SI|__—58}_—*1280|_—*1:378| 3040] 5068} —sti4|_~— 759} +1106) ~—7047|_—«*1175|_—672|__—8185|_—*1656) —-2215|_ 13903} _—455|_—«(1504) 27832 
Maryland “el; 494) —«108 9 294, 550/961; 1651; -21| ~—=«t18| +~—«203)~+~«#1993)+~=«240) —=«st07|-—=«stea2)—=«303) —«352| +2844] +~=S«CsS9|—«8S| 6936 
"60| 607) _—*4126| ~—=—28|_—=—22|__—481| ~—700|_—«*1357|~—«*te78|_~—SstB|_—s166| —237| ~—«2099|_—257|_—«160|— 2366) 402/446) 34631) 121) ~—771| 8586 

Montana “el; 110) «23 3 66] 52) —«44)~—=«3O 3 38, 41; (383) +85| +22) +~«313| +~=S«7| =| SCO] ~SSC*CS|~SCiCB] SCG 
60) 109) 28 2 3] 113|__—t2t|_—267|_—— 348 1| 65] — 44] 458] 80], —S27}_——523|~—94)_——t07|_— 831} ~— 45] —143|_—*1853 

Nebraska “el; 208) «39 5 168) 194;  407/ ~«80l| Ss 95, 55| 962) +124 ~«—68| +568) +—«196|~=«222|—«NN78| + ~—«30| +~—=«206| «2998 
0} 239] 33] Sb 4|__217|__242|_—«502| 940 4 94} -82)_—«1120)_—se|_—50}—854)_—99|_—2t3)_—t432|_— 31] 34)—(3458 

North Carolina “el; 510; 92)~C*«<C«‘C 533, 482; 1115; 2632; +15| +107) +242) +2996 + +~—«283|+~=«#00|-=«sN'S7I| —«398| +~—«<471| ~+=«a2823| =| —«478| ~—«7978 
"60; 339/85) ~—s10|_—S—8|__—317|__—«S6t| ~—«99t'|—«2334] st} 184} ~—285| 2819) 306|_~—134) +2520) +444) 554] 3958] 123/682) 8912 

North Dakota “ell 110) 22 4 58] 80| 164) 226 3 43; 2) 299] +34) +17) 257) 64) 58) 430 9) 24) «(1036 
60) ttt] 28 5 3] 93] 145] 274} 398 78} _—35|_—«51O}, S65] 34] 444] 124; = 90] 757] |S 79]__—*1748 

South Carolina el] 2it| 3 l 98, 192| 322) 1078 4 74,93) ~«*1249!~—=«d00/«sAB| SSG] ~SCS7| ==) —«sNN@2|~—=«sA4|~—S—285| «3213 
60) 246) 33 2) 12} 20]_——292|— 459) 1295 3 70; *87|_—«*455|_—148| 65} 1300! ~—=s72|— 281] —*1966| —32|_——471| «4629 

Tennessee el) 315) «47 2 201302) 552) 1277; ~+«-23| +~=«I'32| ~~=«SO| +4582) —221| +—«95| +~«t'N06|~=S«i283) —=«312| —-2017| +~=S=S«S9|~—=—«28B| 4810 
0/331] 9 7|___12|__—‘164|_—-297|_—«509; —*:1288| === 20)_—s126) ~—st4t|—«575|_— 195] 75] _—*1656| +306} ~—— 325) 2557] ~—83|_—«382| «437 

Vermont el] 64]—SC«*d 34) ——«B|SC2)—S212 l 15; 16) 246] +38]  +13| 144) 26) 49] 270] +19) 143) 654 
"60/65 9| | 36] 69S] 233 2 15] 24|_—274]_— 30] 2) 59] st} S32} 349] 27] | 9 

Virginia el] 520, ~«Stl2|—Si 379| 631; 1133) 2224) +18| 182) 252| 2676, 257) ~—«4128) «2065; +~=« 418) ~—«sSI1) 3379/73) 1136 _89I7 
0) 543|__—«119)_—=s19| 24] 440|__—748|~—«1350/ +2316] ~——9|__~— 231} _—337|_—-2903|_~—344|_—148) 2793] 553/658] 4496] ~—«138|_—«*1343|_‘10773 

West Virginia “ll 224) ~~ 3 104-181 «322 ~—«B2 6 70,92; ~—«820,—S««B|=S«i84|~=S 420/495] ~~ B40/ ~—«-32|~=S=«A'74—«2a32 
60254) 35 “ 6] 164|_—-300)_— 509} 799 5| 116] __—*04|_—«t024|— 48} 58} —950)_~—s87|_—s2tt| 1554) ~—s87)_— 252] 3680 

Wyoming el] 77) «oa? l 45, 60) +«+133| ~—«209 I 31 17] 258) ——«S 17; 217/ —«58| ~—«67|~=—«4N0| ~—S=«i|SC«O]SC 
"60/84 a 2 4] 36] —58)_—t08|_—180 3 30} 23|_—236]~— 46] 22} 289] 5] 0) 492) ~—23]_—=*87|_—*1130 

18 States Reported ‘61/5501, 977| ~—=«87 3195| 4522/6781, 18412) 245| 1619, 1971| 22247| 3056 1500) 16891| 4156| 4941| 30544) 711) 5642 73426 

T 0 Date for Sept. 60) 6505} 1022} _—«*173|_—=s2tt|_—-4396| 597111773, 20572| 250) _—=2454| «2998 + 26274| ~—3624/ ~—«*1801| 26779) —5278| 6343! 43825) 2119 —7552| 98048 
Year "6l| 243427) 59951) 6921 153082| 205078| 425032| 900182) 18992| 80362, 125556|1125092| 187632| 92558|1056764| 204256| 238258|1779473| 45320| 267145 | 3885489 
To Date 60] 298305| 53116| 10552| 18276] 258445| 314206] 654595| 956040| 14720| 103973] 88721|1163454| 174945] 99237|1190897| 233001| 275318|1973398| 77305) 365081 | 4532138 











New Passenger-Car Registrations for Connecticut, April-August, 1961-1960 
Revised Year-to-Date Figures for All States 
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Connecticut (April) el] 682) «159 14| 363; 502 1038| —1650| 39| 164 349| 2202 258; 202; 1831; 418;  425| 3134; 174) —856| +8086 
x '60| 897 150 20 39} 548} 848) ~—*1605| _—_—(1950) 27| 242|  226| + 2445 268} 220) +2409 476| 582) 3955] 221} _—«*1'132|_—*10255 

All States Reported "6l| 30559) 8594 958 | | 22204] 27677; 59433) 109312| 2392) 10065, 14945) 136714) 24664) 12526) 132511| 26440| 31845| 227986| 7377) 33990) 496059 
For April ‘60! 42152) 7405! 1408/ 2685! 36579| 45653| 93730] 135369; 1909/ 14527/ 15148] 166953! 25330/ 14019) 168787| 34200! 42149/ 284485| 10664) 49303! 647287 
Revised Totals "6l| 107483) 28192) 3806 | 72010| 95406| 199414) 395237| 10317, 37010 51680) 494244) 84619| 48069) 473554) 97179| 113401| 816822| 23856| 122747| 1764566 
For Four Months "60| 134252) 26589) 5787) 10284) 115779| 149272| 307711| 476289] 8554 54404) 20340| 559587/  87605| 51647| 554608) 116234| 132748| 942842) 38360] 185498| 2168250 
Connecticut (May) "6l|  455| ~—«101| 10| | ™3| 372 726; 1261 31 106; 288) 1686; 195} 106] 1516) 218) 327| 2362; 132) 562) 5923 
60) 953 175 18) 51] 715} 1046} 2005} ——-2065 25| 262} 303) +2655] ~—«320 243; 2832) ~— 533] bl4| —4542| ~— 266] _—«dt415| «11836 

All States Reported "6l| 32325, 8252 823 | 21230) 27409) 57714| 129273| 2625;  10669| 18284] 160851| 25705| 12677| 150978| 28180| 32845| 250385| 7047| 35653| 543975 
For May "60| 43822} _7573| 1274) _—_-2427| + 39356) 46016) 96646) 131721| 1847| _:14280|_17293| 165141| 25736) 12875| 171779| 33660) 39875) 283925| 11045| 46476| 647055 
Revised Totals "6l| 139808) 36444, 4629 93240| 122815| 257128| 524510| 12942|  47679| 69964| 655095| 110324| 60746) 624532| 125359| 146246|1067207| 30903| 158400| 2308541 
__Fér Five Months '60| 178074) 34162| 7061} _12711| 155135) 195288) 404357) 608010| 10401| 68684) 37633| 724728) 113341| 64522) 726387) 149894) 172623|1226767| 49505) 231974) 2815305 
Connecticut (June) bl 727 149 16 323 449, «937, ~—«1814| 44 180| 491|  2529| 407 177; 2405, «475 576; 4040; 161; 906! 9300 
SS 60) 849} 19] 35} ~—«592/ 88} —1625| ~— 1828) == 20] ~— 225} 326} 2399/52] 203) 23%) =~ 416) ~—502| «3769 233} 1210! 10085 
Connecticut "él| 2990 627 63 | 1356) 2112) 4158) 7174)  196|- 730) 1637| 9737| 1323| 810| 8669| 1764) 2180) 14746 758) 3705) 36094 
(First Six Months) "60| 4195) -792| st] | 2865] 4520) 8507) 9654) ~—170)_~—1262)~— 928) 12014) ~—:1397|_—*1152} 11939] 2305) 2698] 19491| 1185! 6266) 51658 
All States Reported *61| 35561| 8557 845 | 20824) 26446) 56672| 131870! 2334) 11675| 20095| 165974) 28938] 12045] 165323] 29471| 34556) 270333; 5925) 37488| 571953 
For June "60| 41158} 6927} 1230) 2084) 38177|_ 43652| 92070) 117685| 1493; 63018| 17583! 149779| 22096| 11966) 161284) 28360) 35288) 258994) 9608| 44255| 595844 
Revised Totals "6l| 175369, 45001; 5474) | 114064) 149261] 313800) 656380, 15276, 59354) 90059) 821069| 139262| 72791| 789855| 154830| 180802|1337540| 36828 195735| 2880341 
For Six Months 0) 219232) 41089) 8291| 14795] 193312) 238940| 496427) 725695| 11894) 81702) 55216] 874507) 135437] 76488| 887671) 178254) 207911|1485761| 59013| 276229| 3411169 
Connecticut (July) "él 644 116) iij | 339) 468) 934) 1825) 29| 141; 403-2398) = 329) 129; 1852; 364, 449/ 3123) 282| 874] 8255 
60! 726 Hii 16} 28} 528; —-783|_~—«*1466| ~—«*t401| ~——19 ‘194| 225] 2039) 206 141] 2039] 343}, -473|_—«3202/ ~—185}_—«1152} 8770 

All States Reported *61| 32825| 7599/ 744| | 18748| 26274) 53365] 118079)  1775|  10485| 17753| 148092) 25231| 9824] 138070| 24256 29740| 227121| 4802) 34329) 500534 
__ For July "60| 39291] 6073) 11133] __—:11896| —34998| | 38929/ 83029) 108339) 1283! 11050) 14245) 134917) 19235) 10759| 147288| 26214) 32950) 236446) _8837| 44015] 546535 
Revised Totals "6l| 208194; 52600| 6218 | 132812| 175535| 367165| 774459| 17051|  69839| 107812| 969161| 164493| 82615| 927925| 179086| 210542|1564661| 41630) 230064| 3380875 
For Seven Months 0) 258523) 47162| 9424) 16691 228310| 277869| 579456) 834034) 63177/ 72752| _69461|1009424| 154672| 87247| 1034959| 204468| 240861|1722207| 67850| 320244| 3957704 
Connecticut (August) "él; 733) ~+~«100 4| | 31] 506)  922| 1829] 30| 149| 415| +2423) ~=S «249 167| 1808; —«328| «S345 += 2897| += 73| +~=—846| +7894 
; '60|_—780| ~—_—00! At 30| 425] —637|_—«41203|~—*14 44 12| 132} 366] 2154] _—*142 139| 1760) 336] ~— 369} ~—«-2746| ~—s185} ~—:1000) «8088 
All States Reported "6l| 32973| 7000)  ~—~67!/| | 18654) 27318| 53643| 115690| 1869) 9644) 17719) 144922) 21526] 9224] 121360| 22817| 24897| 199824) 3801) 35483| 470646 
For August "60| 37482) 5629) _1039|_—‘(1557| _ 28547| 34498| 71270| 110522| 1396) _—*9822|-_ 17708) 139448| 17837! _11135| 140595| 25359] 30654| 225580| 8426| 43194| 525400 
Revised Totals "6l| 241167| 59600) 6889) | 151466| 202853 420808] 890149) 18920) 79483| 125531|1114083| 186019! 91839|1049285| 201903| 235439|1764485| 45431| 265547/3851521 
For Eight Months 60} 296005} 52791| 10463] 18248] 256857) 312367] 650726| 944556] 14573| 102574) 87169/1148872| 172509| 98382/1175554| 229827| 271515|1947787| 76276] 363438| 4483104 








Long-Wear Synthetic Rubber 


Developed for Tire Use 


As much as 35 percent more tread wear 
can be expected from a synthetic rubber, 
Budene, developed by Goodyear Tire & 
Rubber Co., Akron 16, O. 


Tread on the lower half of this test tire, 
driven more than 15,000 miles under 
heavy load conditions, was made from 
conventional synthetic rubber. The upper 
half was made from Budene, according to 
Goodyear. In addition to its tire applica- 
tions, Budene, made from a petroleum 
derivative called butadiene, is expected to 
find wide use in conveyor belts and indus- 


trial rubber goods. 
* # 





Tefion Cable Designed 


For Remote Control 


Timely Technical Products, Inc., 100 Pine 
St., Verona, N. J., has announced the de- 
velopment of methods which make possi- 
ble the lining of flexible and nonflexible 
metal tubes with Teflon to assure friction- 
less movement of push-pull control cables 
and flexible drive mechanisms. 


Disc Brake Developed 
For Industrial Machinery 


A low-cost disc brake designed for a 
wide range of industrial machinery and 
small vehicles has been introduced by 
Goodyear Tire & Rubber Co., Akron 16, 
Oo. 
Brake assemblies will be available with 
7, 12 and 18-inch discs to give a range 
of tomqjue capacity up to 9,000-pound 


Testers Report 
On Paint, Interiors 


And Smog Filters 


PHILADELPHIA. Improved 
automobile paints «and interior up- 
holstery and devices to reduce nox- 
ious automobile fumes are showing 
considerable promise in current 
testings, according to two scientists 
speaking here before the annual 
meeting of the American Council 
of Independent Laboratories. 

The reports were made before the 
convention by Warner Smith, presi- 
dent of the South Florida Test 
Service, Miami, and Dr. Philip 
Charley, of Truesdail Laboratories, 
Los Angeles. 

In testing paints, Smith said, 
there is a definite trend toward 
reducing bronzing and chalking in 
the newer materials and increasing 
the life span of the paints, particu- 
larly in the darker shades. 

With the use of synthetic fibers 
in upholstery, Smith continued, the 
laboratory also has found that yel- 
lowing or browning has been re- 
duced and the durability of the 
upholstery increased from the pres- 
ent two months to a year in the 
better grades. 

Charley reported that to date 
one device for controlling exhaust 
gases to eliminate smog has been 
accepted for testing by the Los An- 
geles State Board. 

Another product still must be ap- 
proved for testing and certified for 
use before California law makes it 
mandatory for cars to be equipped 
with exhaust control devices, he 
said. There are six others tenta- 
tively being considered for testing. 
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inches and kinetic energy capacity up to 

one million foot pounds. The brake can 

be applied by hydraulic or pneumatic 

action. A universal mounting configura- 

tion allows mounting of the brake housing 

on almost any existing support, it is said. 
* 





Alcoa Aluminum Extrusion 
Designed for Vehicle Skids 


An aluminum extrusion, produced by 
Aluminum Co. of America, 732 Alcoa Bidg., 
Pittsburgh 19, Pa., is being used by Dela- 
van Welding Co., Inc., Buffalo, N. Y., for 
fabrication into vehicle skids. 

The ramps contain an exclusive, ‘‘cus- 
tom traction” feature, which, according to 
Delavan, provides a firm no-slip grip for 
the tires as the car is driven on the in- 
cline. Available from Alcoa in any lengths, 
the extrusions are made in two sizes to 





“nest” together for storage during transit. 


Carlton C. Robinson has been 
named director of the Traffic En- 
gineering Division of the Automo- 
tive Safety Foundation. 


Robinson, who had been a traffic 
engineer with the Foundation since 
1955, succeeds D, Grant Mickle, who 
has been named deputy ¥ederal 
highway administrator by Secre- 


tary of Commerce Luther Hedges. 
* * * 


Brayshaw Joins GM Unit 


Appointment of Dr. James R. 
Brayshaw to a position in the bio- 
logical sciences and systems de- 
partment of the General Motors 
Defense Systems Division has been 
announced, Brayshaw came to the 
Defense Systems Division from 
Georgetown University Medical 
Center, Washington. 

cd * * 


GM Appoints Three 


To Defense System Unit 


General Motors has announced 
three appointments at its Defense 
Systems Division’s operation in 
Santa Barbara, Calif. 

Dr. William Aron will be marine 
biologist in the sea operations de- 
partment, Dr, Arnold T. Nordsieck 
will head the technical specialties 
department, and.Dr. Isidore Hodes 
will head the plasma physics labora- 
tory for the aero space department. 

of * 


Allmendinger Takes 


Electric Autolite Post 


Paul F. Allmendinger has been 
named director of engineering for 
Electric Autolite Co.’s Electrical 
Preducts Group. He had been direc- 
tor of engineering for Stewart- 
Warner Corp.’s Alemite and In- 
strument Divisions. 


Engineers Shifted 
By Delco Radio 


A realignmemt of engineering 
functions at General Motors’ Delco 
Radio Division has resulted in the 
following assignments: 

Radio: James G. Funk, assistant 
chief engineer—commercial; How- 
ard T. Pyle, assistant chief engi- 
neer—military; James R, Atkinson, 
staff engineer—special electronics; 
Max J. Manahan, staff engineer — 
special assignment; Richard M. 
Siefken, staff engineer—radio de- 
sign; Clarence J, Votava, staff en- 


Technical PERSONNEL CHANGES 





Industrial Engine Series 
Introduced by Onan 


Onan Division, Studebaker - Packard 
Corp., Minneapolis, Minn., has introduced 
a J Series of 12 basic industrial engines 
that is said to provide such features as 
interchangeable parts, choice of gas, gas- 
oline or diesel fuelling and water-cooled 
or air-cooled models—all fabricated from 
one basic set of tooling. 


The basic J engines can be produced 
in an almost limitless variety of models 
with minor modifications and selection of 
accessories, it is claimed. The first units 
will include one, two and four-cylinder 


models. 
e+.» * 


Precision Products Develops 
Self-Aligning Die Cylinder 

A hydraulic die cylinder, featuring a 
design based on extensive tests which 
proved that even minute misalignment 
between the cylinder bore axis and the 
line of die travel was the primary cause 
of die cylinder failure has been an- 






gineer — radio development, and 
Manfred G. Wright, staff engineer 
—new commercial products. 


Semiconductor engineering: Dr. 
Johannes S. Schaffner, manager— 
reliability and application engineer- 
ing; Albert D. Rittmann, manager 
—silicon devices; Ernest Paskell, 
manager—germanium devices; Carl 
L. Meyer, manager—research and 
advanced development; Kenneth 
W. Doversberger, manager — engi- 
neering services. 

* * * 


Electric Autolite Names 


Brown Product Manager 


Donald M. Brown has been 
named product manager for Elec- 
tric Autolite Co.’s Electrical Prod- 
ucts Group. He will coordinate elec- 
trical products market develop- 
ment, initiate new product studies 
to aid in the determining of prior- 
ity of research and development 
and continue certain customer ne- 
gotiations. 

Brown had been Milwaukee dis- 
trict sales manager. He joined 
Electric Autolite in California as a 
field engineer in 1954. 

* * * 


Chemstrand Ups Martin 


Joseph R. Martin has been ap- 
pointed director of nylon manufac- 
turing at Chemstrand Corp.’s Pen- 
sacola (Fla.) plant. Martin, who 
joined Chemstrand in 1953, had 
been quality control superintendent. 

cS * * 


Molded Fiber Names Searl 


Duane C. Searl has been named 
quality control manager of Molded 
Fiber Glass Body Co., Ashtabula, O. 


* * * 


Wesson Promotes Berry 


Robert W. Berry jr has been ap- 
pointed chief engineer of Wesson 
Corp., Ferndale (Mich.), producer 
of carbide tools and metals. 

* * * 


3M’s Walton Is Appointed 


Research Vice-President 


Minnesota Mining & Mfg. Co. has 
named Dr.'Charles W. Walton re- 
search vice-president. 

W alton, 53, formerly was vice- 
president and general manager of 
3M’s Adhesives, Coatings and Seal- 
ers Division. He joined the com- 
pany in 1947 as assistant to the 
executive vice-president. 






ENGINEERING NEW PRODUCTS 


nounced by Precision Products, Inc., 8811 





























Maywood Ave., Cleveland 2, O. 


_ing installation. Once installed and in 

contact in the die the floating guide ring 

serves no further mechanical purpose, it 

does, however, act as a wiper to prevent 

dirt from entering the cylinder, it is said. 
a, 





Induction Heating Bonds 


Gasket Material to Metal 


Induction Heating Corp., 183 Wythe 
Ave., Brooklyn 11, N. Y., has developed 
a machine that is said to use induction 
heating to bond standard gasket material 
to metals. 









The technique is said to produce 250 
assemblies per hour, and is faster, cleaner, 
more easily controlled, gives a high-qual- 
ity bond, and the work can be done by 


DETROIT.—The millions of dol- 
lars spent in space research soon 
will be paying back more dividends 
in health and welfare than the cost 
of the entire space program, ac- 
cording to J. C. Smith jr., assistant 
general manager of Chrysler Corp.’s 
Missile Division. 

In the near future, he predicted, 
there will be a fantastic utilization 
of space-related discoveries that 
will save lives in hospitals and on 
the highways, forecast the weather 
to regulate farm production and 
improve the nutrition of the nation. 

In an address delivered to the 
national electronics convention, 
Smith contended the savings in 
agriculture alone, as a result of 
space research could well pay for 
the entire space program. 

* Eo * 


Clark Equipment Opens 


Engineering Test Lab 


JACKSON, Mich.—Clark Equip- 
ment Co.’s Automotive Division has 
opened a new engineering test la- 
boratory here which simulates field 
conditions for testing and evaluat- 
ing the company’s line of mechan- 
ical and hydraulic transmissions 
and torque converters. 

Officials said the facility enables 
Clark to pretest prototypes and 
custom-designed units under con- 
trolled conditions, eliminating as 
much as 75 percent of the time- 
consuming field testing previously 


required. 
* * * 


U. S. Auto Advances Aired 


At European Symposium 


FRANKFURT, Germany.—Latest 
developments in American automo- 
tive engineering technology were 
presented in a symposium conduct- 
ed by the International Division of 
Bendix Corp. Representatives of 
leading British and West European 
vehicular and component manufac- 
turers attended the symposium. 

Technical papers covered such 
subjects as advanced braking, fric- 
tion materials, fuel metering and 
transmission and drive systems. 
European licensees and affiliates of 
Bendix joined with officials from 


The design of the Hyson SA (Self-Align- 
ing) series of cylinders is said to solve| laminated steel pump plate fo, 
the problem. In this design a ball joint| transmissions. Made of carbon stee| the 
contact is used between the piston and : 
the piston rod. Instead of a conventional 
piston rod bearing, the manufacturer in- 
corporates a “‘floating’’ guide ring. This 
serves to hold the piston rod central dur- 





Engineering Briefs 





_ an 
unskilled personnel. The gasket js Covered 
on one side—the side to be bonded to 
the metal—with an adhesive called R.585T 
When this type of adhesive i; heated to 
280 degrees, a strong bond is formed 
between the metal and gasket, 


Transmission Pump Plate 


Transco Transmission Specialty Co,, Box 
3067 S. El Monte, Calif., has announced q 


Dynafiow 
plate pump with special oil Passage holes 


allows full pump gear and better pump 
timing, it is said. 
* 


% * 





al 


Audio Graphic System 
Announced by Graflex 


The Audio Graphic System, a means of 
Providing a synchronized sound and slide 
Presentation of how a job must be per- 
formed to constantly maintain desired 
quality standards at minimum costs, has 
been developed by Graflex, Inc., Rochester 
3, N. Y. 

One of the chief advantages to the 
system is said to be the ease with which 
companies can prepare their own Audio 
Graphic programs. Recording is done on 
the basic unit and a 35mm camera is used 
to prepare the slides. On long cycle jobs 
Audio Graphic programmed instructions 
can guide the worker through each step 
of the manufacturing process. Where a 
limited number of items are to be pro- 
duced on a relatively infrequent basis, 
it serves as a retraining device for previ- 
ously learned procedures. 





the United States in presenting the 
symposium. 
* * * 


Traction of Winter Tires 


Improved, Goodyear Reports 


AKRON.—Traction of Suburban- 
ite winter tires has been improved 
up to 16 percent on ice and 7 per- 
cent on snow by a blend of Budene 
and conventional synthetic rubber 
in the tread, according to Goodyear 
Tire & Rubber Co. 

S. C. Nicol, chief chemist, said 
Budene compounds are relatively 
insensitive to temperature change, 
thus do not tend to stiffen and be- 
come hard when the thermometer 
plunges. 

* * * 


Medical School to Study 


Pollution’s Effect on Health 


WASHINGTON.—A large-scale 
animal study designed to study the 
possible effects of air pollution on 
human health will be undertaken at 
the Wayne State University Col- 
lege of Medicine in Detroit, accord- 
ing to Luther L. Terry, surgeon 
general of the United States Public 
Health Service. 

Under a $190,000 contract, re- 
searchers at Wayne State will study 
the effects of carbon monoxide, 
total hydrocarbons, oxides of nitro- 
gen, total oxidants, sulfur dioxide, 
carbon dioxide and inorganic par- 
ticulates on more than 4,000 ex- 
perimental animals, 


s * % 


Eaton Mfg.’s Pump Unit 


Renamed Marshall Division 


CLEVELAND.—In order to more 
appropriately reflect the divisions 
broadened product lines, Baton 
Mfg..Co. has changed the name of 
its Pump Division to the Marshall 
Division. 

The facility is located in Mar- 
shall, Mich., thus accounting for the 
selection of the new name. It is one 
of the nation’s leading producers of 
hydraulic pumps for the automo- 
tive industry. 
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Makers Cool 


Continued from Page 16) 


asked to comment on the under- 
100-inch wheelbase car, he said: 

“Well, by under 100 inches you’re 
talking about the strength of the 
Volkswagen in 
this year’s mar- 
ketplace. That 
market is getting 
pretty damned 
splintered this 
year. 

“This year the 
foreign car mar- 
ket might hit 
375,000 nationally, 
all the makes in- 
‘ cluded. But those 
L. A. Iacocca kind of markets 

tin retty small and pretty 
oe Tn fae, the decline has been 

eady. 

eked tokens a look at our mar- 
kets here domestically, why, we 
think the Fairlane and the Fair- 
lane 500, just like the Falcon, 
will continue to bring about the 
demise of that small-car mar- 
ket.” i . 

Later, Iacocca was asked if this 
meant that Ford would not enter 
this field with an American-built 
car. Jokingly, he replied: . 

“I don’t remember answering 
that question. I barely heard it.” 

* 





SIMILARLY negative response 

came from Edward N. Cole, 
Chevrolet general manager, when 
he was asked about the market for 
cars of less than 
100-inch wheel- 
base. 

Cole asserted, 
“The only answer 
is: If you get the 
cost down. And 
that is one of our 
real problems in 
this country. 
When you make 
these smaller 
units, you take 
out quality so 
much faster than you take out 
cost. 

“Another thing that is going to 
change our picture a little bit is 
the availability of some of these 
new smaller cars in the used-car 
markets, and we are going to have 
to wait a little bit to see if some 
of these people that have gone to 
the austere foreign type of car are 
not going to step up to a little 
larger, more comfortable car. 

“Actually, the cost of operation 
difference is so insignificant, I 
think they would be willing to up 
their standards of transportation. 
So it is going to be very interesting 
to watch and see what happens. 
But I predict there isn’t going to 
be any sizable market for anything 
much smaller than a Corvair.” 

ok * * 


ARLIER in this session, how- 
ever, Cole said that if the pub- 


St. Louis Shuffle 
Affects Three 
Ford Dealerships 


ST, LOUIS.—Three Ford dealers 
have either changed hands or 
moved in recent weeks in separate 
transactions in the St. Louis area. 

The latest transaction is the re- 
turn of the name MacCarthy Ford 
to Delmar Blvd. in the West- End. 
This dealership replaces Emerson- 
Planck, which was its successor. 
_An earlier shift was the estab- 
lishment of Town & Country Ford 
at the corner of Brentwood and 
Maryland in suburban Clayton. Ray 
Crocker, who formerly was general 
sales manager for Bill James Chev- 
rolet, took over as president. 

Subsequently George Sutton 
Moved his dealership out to Ball- 
Win, Mo., which is in St. Louis 
County but quite a little farther 
out in rural territory. 

At a fourth Ford dealership, 
Costello-Kunze Ford, Inc., 9000 W. 
Florissant Rd., Jennings, several 
executive appointments were an- 
nounced: David Sinclair, sales vice- 
President; Robert Powers, assistant 
sales manager, and Edgar Norris, 
Secretary-treasurer. 


E, N. Cole 


ider 100-Inch Wheelbase ... 











to Baby Car 


lic should want a smaller car with 
the luxury that goes into the big- 





L. A. Townsend George Romney 


ger Chevrolets, the Chevrolet Divi- 
sion could accomplish this, too. 
When the 100-inch question was 
put last month to Lynn A. Town- 
send, president of Chrysler Corp., 
he said, “Up to now, all our surveys 
and studies have indicated that it 
(the 100-inch-wheelbase field) is 
not a large enough market to move 


into. If it does become large 
enough, we'll re-examine it.” 

A possibly different response was 
looked for when George Romney, 
president of American Motors, was 
asked about the future of the less 
than 100-inch wheelbase market be- 
cause his company now has an 
entry in this field—the 85-inch- 
wheelbase Metropolitan. 

But Romney asserted, “There is 
a very limited market for such a 
car.” 


A 


Eo * * 


CONTRARY opinion on this 
subject was expressed, however, 


by Carl H. Hahn, general manager 
who 


of Volkswagen of America, 
said, “I definitely 
think there is a 
market for a do- 
mestic car of less 
than 100-inch 
wheelbase. 

“A lot of peo- 
Ple could use 
such a car for 
their second car. 
A person doesn’t 
need half a ton 
of trunk space to 
go to the store. C. H. Hahn 
But I don’t believe that they (the 








Well in Hand— 


| With the help of a double exposure 
| photograph, Walter Lee, tire research and 
development director, Goodyear Tire & 
Rubber Co., Akron, demonstrates a device 
that simulates the way tire cord panto- 
graphs—or changes angle—when a tire 
is molded. At right, the device is in the 
| drum shape of a tire before molding. At 
| left, it has assumed the shape of a finished 
tire. Lee had the device made to help 
explain tire construction to automobile 
company engineers. 


There’s news in the Classified Ad col- 


U.S. makers) can provide the qual- | ymns of AUTOMOTIVE NEWS. Read them 


ity and service that we do.” 


for a clue to what is going on. 


Special License 
Urged to Drive 
High-Speed Cars 


MIAMI.—At a luncheon session 
of the American Assn. of Motor Ve- 
hicle Administrators in Miami 
Beach, Florida Gov. Faris Bryant 
suggested that cars capable of 
going 80 miles per hour should be 
driven by specially licensed opera- 
tors. 

Asserting that vehicle manufac- 
turers resisted the compact car 
until public pressure forced them 
to build the smaller vehicles, Gov. 
Bryant added: 


“Let us undertake a campaign tc 
sell safety to auto makers and en- 
courage them to build cars for to- 
day’s and tomorrow’s highway 
needs. What good is a futuristic car 
to those who won't be alive in the 
future?” 

There is talk, said the governor, 
of banning drivers from the new 
Federal interstate highway system 
who are not licensed by states with 
high standards of driver compe- 
tence. 


on Winton Ttunabout 


*“THERE’LL: NEVER: BE*A+FINER+:MOTOR:CAR” 


20-horsepower; horizontal double opposed, 2-cylinder engine; transmission by 
friction clutch; chain drive; 2,250 lbs.; Timken bearing equipped. Price: $2500 


PHOTOGRAPHED AT THOMPSON MUSEUM 








AN 


IN CLEVELAND, OHIO 


Everything’s changed but the name on the bearings 


Speedy, stylish, solid —America was left breathless as the Winton swept by in its cloud of dust and 
blue smoke back around ’03 and '04 M™ It’s hard to say if the Winton ever lived up to its proud slogan— 
but the engineers tried. They called on the Timken Company, as did most vintage car makers, for 
bearings that would keep wheels and shafts turning with a minimum of friction ll Today automotive 
engineers want smaller bearings to create lower silhouettes and more compact mountings. Capacity- 
packed and reliable to extend warranty periods. Because engineers know they get the most from the 


Timken Company, every make of American car but one uses 
Timken® tapered roller bearings. Make sure your next one 
does. For a free 10” x 11” print of the Winton, suitable for 
framing, write: The Timken Roller Bearing Company, Dept. AD, 
Canton 6, Ohio. Also makers of Fine Alloy Steel and Rock Bits. 





TIMKEN 


TAPERED ROLLER 
BEARINGS :° Since 1899 
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CHICAGO.—A Westinghouse re- 
search engineer described here a 
new system to take the bumps and 
Sway out of auto riding. 

The “active” system uses power 
from the engine to force the body 
of the vehicle to “stay put” at 
all times, no matter what the 
motion of the wheels, it was said. 
In contrast, ordinary springs and 
shock absorbers are “passive,” 
tending to absorb and damp out 
the body motion that the wheels 
initiate. 

The new system was described as 
“a distinct advance in vehicle ride 
improvement” that “has not been 
attainable by other means” in a 
technical paper authored by Dr. 
Clinton R. Hanna, retired associate 
director of the Westinghouse re- 
search laboratories, and W. O. 
Osbon of the laboratories’ electro- 
mechanics department. 

Osbon delivered the paper at the 





New Model from Hillman— 

First picture of new Hillman Super Minx shows crisp, horizontal styling of front end 
with unusual “eyebrow” parking lamps. Rear deck sports modified flaring fins. Another 
new, but smaller, Hillman is due for later introduction. 


New System for Cars Described... 


Exit Bumps and Sways 
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17th annual National Conference on 
Industrial Hydraulics. 

“Active control increases the ef- 
fective body masg of a typical ve- 
hicle from four to six times its 
actual mass,” he reported. “The 
corresponding reduction in body 
motion of the vehicle is from two to 
2% times. 

“The overall effect is the riding 


‘| comfort of an automobile with very 


soft springs, but even better road 
behavior than a stiff-sprung sports 
car on curves and turns.” 

The new stabilizer, Osbon said, 
is a hydraulic system and has 
been successfully road-tested on 
an auto over a period of two 
years. 

“Our tests indicate that such a 
stabilizing system has wide poten- 
tial application to commercial and 
military vehicles as well as to pas- 
senger automobiles. 

“It is, however, experimental — 
the outgrowth of a long research 
and development program in stabil- 













Stock 


HICKOK 
auto 


seat ; 
beltsi 


*Use of registered trademark permitted 


THEY'LL SELL BIG IN '62! — what 
with millions spent on national publicity, 
and built-in seat belt anchor plates for 
’62 cars. You can bet your seat belt sales 
and profits will boom, so now’s the time 
to stock up! @ Pictured here is one of 
Hickok’s beautiful new “Traveler” seat 
belts. This line is priced to retail from $10.95 
to $50.00, and the belts pass Federal, State 
and SAE specifications. Available in 11 differ- 
erit colors to match car interiors. The webbing 
is of super-strong Du Pont nylon—so you get 
the extra sales power of the Du Pont name, a 
recognized symbol of quality. MM Make sure you're 
ready for the big rush by ordering now! Write to 
American Safety Equipment Cor- 
poration, 261 Madison Avenue, 
New York 16, N. Y. for more 
details on ‘Hickok’ seat belts. 


REG. U. 5. PaT. OFF 
Better Things for Better Living 
..» through Chemistry 





i 
izing aircraft, rail cars military 
weapons and radar antennas. At 
present we have no plans to make 
it available commercial]; 

Heart of the stabilizer are foyy 
controllers mounted at each corner 
of the automobile. The act as 
mechanical “brains” to sense any 


tendency of the car to stray from 
a level position when bouncing over 
bumps, rolling out on curves, nose 
diving when the brakes are applied 
or tipping sideways on a high- 
crowned road. 

A two-pound weight in each con- 
troller detects any change in the 
rate of motion (acceleration) of 
the car body and immediately sets 
about to correct it. It does this by 
operating a set of valves that var- 
ies oil pressure in a hydraulic acty- 
ator. 

Four actuators, also at each 
corner of the car, replace the 
usual shock absorbers. Pistons 
inside cylinders in the actuators 
react to the pressure changes by 
producing forces which are pro- 
portional to body acceleration, 
These oppose the usual motion 
of the car’s body. 

Thus, if a wheel drops into g 
hole in the road, oil pressure pushes 
the piston down, tending to hold 
the body level and helping the 
wheel to lower itself. On a bump, 
the piston moves in the opposite 
direction, holding the body from 
rising and simultaneously lifting 
the wheel in the direction it must 
move anyway. 

“The important thing is that the 
pistons are forced under power, to 
perform this function,” Osbon em- 
phasized, “and are not just pas- 
sively reacting to roughness in the 
road.” 

In similar fashion, the control- 
lers and actuators go into action 
if the car tries to roll out when 
rounding a curve or nose-dive 
when braking hard. 


Turnings 


(Continued from Page 16) 





has a separate piston and fluid 
reservoir for both front and rear 
brakes. Normally, the system will 
operate as a single unit. But if the 
hydraulic lines fail at either end 
of the car, only the front or the 
rear wheel brakes would become 
inoperative. 

The cornering light gives a 
steady beam of light 40 degrees 
from the headlight, illuminating the 
car’s path in a turn at night. It’s 
actuated by the turn signal lever 
whenever any of the regular lights 


are on. 
* * * 


yes single taillight on each side 
gives four-way operation—back- 
up light, taillight, stoplight and 
turn signal. It shows clear when 
the car is backing up, but shines 
red when the taillight, stoplight or 
turn signals are operating. 

This is achieved by a system 
of two clear bulbs facing in op- 
posite directions with one of the 
bulbs covered by a red filter lens. 
A U-shaped baffle divides the 
upper and lower sections of the 
taillight assembly and an alumi- 
nized reflector provides the illu- 
mination, 

A vinyl-backed rear view mirror 
and vanity mirror provides shatter- 
proof construction in case of an ac- 
cident. 

The fifth safety feature are the 
tires which have a new tread, pro- 
viding better stability and more 


positive traction. 
* * * 


Rambler’s Dual Brakes 


AS eee safety feature con- 
sists of the dual braking system 
which is very similar to Cadillac's. 

Pointing out that similar sys- 


tems are also used on the expen- 
sive Rolls-Royce and Jaguar, Roy 
Abernethy, American Motors eXx- 
ecutive vice-president, said, “This 
is one of the greatest automotive 
safety advances in years in the 
Dar 

The 1962 Lincoln has improved 
brakes, plus a red light that flashes 
on the instrument pane] when one 


rear door is not fully closed. Other 
U. S. cars have offered this fea- 
ture before. 

been 


Improved brakes have al 
installed on the Thunderbir:' 
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This mark tells you a product is made of modern, dependable Steel. ed) 





On the United States Steel Hour on November 1, two exciting commercials will 
present all the new 1962 cars to 22 million regular viewers. The commercials are de- 
signed to build more showroom traffic for you—and get your prospects behind the 
wheel of a new car—a ‘‘strong-on-steel car for ’62.’’ They will appear when interest in 
the '62 models is at its peak—right at introduction time. They are part of U. S. Steel’s 
continuing automotive program, aimed at helping you sell more cars by telling the 
public how today’s modern steels make the new cars better values than ever. Watch 
for your makes on the U. S. Steel Hour on November 1st over the CBS Television 
Network. Check your local listing for the time and channel in your area. 


United States Steel 


TRADEMARK 
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Studies Aid Stylist and Engineer... 





(Continued from Page 16) 


Ford Division, about nine at Lin- 
coln-Mercury Division and six at 
the Tractor and Implement Divi- 
sion. 

In addition, there are 24 per- 
sons in market research at the 
company’s subsidiaries in Cana- 
da, Germany, England and Aus- 
tralia, Another market research 
group is now being assembled in 
this country to serve the Autolite 
Division, the Glass Division and 
possibly some others. 

Heading the divisional market 
research departments are Robert J. 
Eggert at Ford Division, Blaine 
Cooke at Lincoln-Mercury and 
Jerry Fitzsimmons at Tractor and 

Implement. 

About half the people in Ford 
market research are professional 
researchers. Many have doctorates 
or master’s degrees in either busi- 
ness administration, statistics, psy- 
chology or economics. 

* + oa 


Local Pollsters Help 


ONTRARY to the common be- 

lief, the principal function of 
the Ford marketing researchers is 
not to make surveys. It is to de- 
velop and analyze the consumer 
surveys, while the actual surveys 
are conducted by hundreds of 
small, independent market research 
companies around the country. 
Practically every city of more than 
100,000 population has one or more 
of these companies which take 
polls for anyone. 

One reason for using the inde- 
pendent pollsters is that it’s vitally 
important in any survey that the 
point of view of the sponsoring 
company be hidden from view. This 
requires that the sponsor be kept 
out of sight. Generally, even the 
interviewers don’t know who the 
survey is for, although they some- 
times guess it. 

Brown, a former Chicago Uni- 
versity instructor, said, “If you 
can tell who’s asking, it’s a lousy 
question. It’s a real art to design 
an instrument (the survey) so 
that you get all the information 
without showing your prefer- 
ence.” 

Another reason for using inde- 
pendent, local research firms is 
that they can do a better job of 
preselecting the people to be ques- 
tioned. 

Interviewees can be preselected 
(carefully selected beforehand), or 
self-selected (volunteers) or casual- 
ly selected (those who are most 
available) but preselection is the 
only system that is technically cor- 
rect, Brown said. 

* * * 
_yeswEs surveying potential and 
current owners, Ford also con- 
ducts research studies among deal- 
ers, potential employes and stock- 
holders. 

Some time ago Ford began de- 
veloping a panel of college grad- 
uates who are interested in cars 
and who could be questioned from 
time to time on various product 
features, in an effort to develop a 
permanent panel to test new ideas 
on. 

It was felt that this group 


* * * 


A Ford Research Team— 


would be especially worthwhile to 
study because they are articulate 
and because they may have pref- 
erences that are in advance of 
the general car-owning public. 

Ford had this opinion for some 
time, and it was substantiated 
when imported-car ownership ex- 
panded initially in college commu- 
nities and subsequently spread to 
other areas. 

When asked if his consumer mar- 
ket surveys were any more accurate 
than the political polls, Brown 
said the political surveys are much 
more difficult because the polls 
must be extremely accurate around 
the 50-50 level and because they 
must determine if a person is real- 
ly going to vote and if he’s going 
to vote as he says he is, as well 


as whom he will vote for. 
* a OK 


GM’s Approach 


ROWN added, “If I could pre- 

dict the Falcon success as well 

as the Truman-Dewey outcome was 

predicted (the polls were off a cou- 

ple of percentage points), I'd be 
happy.” 

Asked about the organizational 
setup of market research at Ford 
Motor Co., he remarked that the 
basic philosophy is to decentralize 
this research so that it’s largely 
done by the end-product divisions. 

This job of Brown’s corporate 
staff is functionally to supervise 
the market research at the divi- 
sions and to conduct the research 
for company groups which do not 
have a market research staff, as 
well as other chores. 

General Motors Customer Re- 
search is one of the two depart- 
ments under Gail Smith, director 
of advertising and market research. 
The 30-man research staff is under 
the direct supervision of Marsden 
Thompson, director of customer re- 
search, who does research for 
household appliances as well as for 
cars. 

+ x ca 

qs joined GM two years ago 

after 14 years with Proctor & 
Gamble, which is a leader in mar- 
ket research in the soap industry. 
It’s generally acknowledged that 
this industry is pre-eminent in 
market research because of its abil- 
ity to produce and test-market its 
products with a minimum of cost. 

The GM customer research de- 
partment does practically all the 
product market research done by 
the corporation. Each division 
takes care of its own advertising 
research. 

“Our job,” Smith said, “is simply 
to do everything we can to learn 
about people’s attitudes toward our 
products and toward our competi- 
tors’ products. The information is 
supplied to all divisions and to all 
corporate people involved. We do 
considerable work for the divisions 
when they have specific questions.” 

Most of GM’s market surveys are 
conducted by its own people, al- 
though many also are done by in- 
dependent survey companies. These 
surveys range from 2,000 to 75,000 
interviews, Smith said. The 75,000 
figure is substantially larger than 

¥ Eo * 





Dr. George H. Brown; Ford Motor Co.'s director of marketing research, pauses 
during a meeting with his staff. From left: Boyd Van Gilder, Robert Schmidt, Howard L. 
Beer, Robert W. Russel, Brown, Val Appel and Ronald K. McCreight. 


that mentioned by the other com- 


panies. 
* * * 


Follow-Up Is Important 


OMMENTING that the market * 


research staff is most active at 
about this time of year, Smith said, 
“We also do a great deal of follow- 
up research to determine what peo- 
ple think after they have bought 
the product. 


“The need for market research is 


growing. The feeling is that the 
more we can know about product 
and the public’s attitude toward it, 
the more we will know how to sat- 
isfy the public. Market research has 
come more into its own in recent 
years.” 

Asserting that he spends about 
half of his time on market re- 
search, Smith said that his staff 
is constantly seeking better ways 
of finding out the answers and to 
make these findings more credi- 
ble. 

He echoed his counterparts at 
Ford and Chrysler when he said, 
“The key to the whole thing is how 
the survey is put together.” 

He said the thing to remember 
about market research is that there 
are always errors in it, and the 
problem is to correct for the er- 
rors. 

ok * * 

Frond about the relationship be- 

tween customer research and 
advertising, Smith said, “Research 
and advertising go hand in hand. 
The research will tell us what qual- 
ities people like best in a car, per- 
mitting us to produce advertising 
that will attract and hold the most 
attention.” 

Smith added that GM also bene- 
fits considerably from research 
done by advertising media as a 
service to potential advertisers. 
Some of this research is strictly re- 
lated to advertising and some is on 
product. 

Chrysler Corp.’s small market 
research operation is headed by 
Robert G. Smith, director of con- 
sumer research, Its primary func- 
tion is to assist the sales and ad- 
vertising departments, although a 
fair amount of product research 
has been done, especially before 
the Valiant introduction. 

In the advertising field, market 
research can help set advertising 
objectives; it can help develop ad- 
vertising copy that will conform to 
these objectives, and it can help de- 
termine if the advertising is having 
the desired affect. 

* * * 


Styling Hard to Predict 


N THE sales field, market re- 
search at Chrysler is used to find 
out if a particular sales approach 
would be effective and to evaluate 
various promotions. 

Turning to product market re- 
search, Smith said, “As a general 
rule, it’s rather difficult to estimate 
far into the future what kind of 
styling people will want. They just 
don’t know. They go through a 
learning process that develops as 
they look at cars. It’s all relative to 
the competition’s cars. 

“However, a situation may arise 
when we can make some kind of a 
prediction in this field, possibly by 
getting some advance reaction.” 

Smith said it’s much more pos- 
sible to estimate in advance the 
market acceptance of a non- 
esthetic item such as an engi- 
neering feature. 

He said his staff had recently de- 
veloped an extremely good method 
of determining the public accept- 
ance of any feature that affects the 
sight, sound or touch, but he re- 
fused to comment further on this. 

His Chrysler staff organizes, pre- 
pares and analyzes 20 to 30 major 
surveys a year. The interviews in 
these surveys range from 300 to 
5,000. The surveys are almost en- 
tirely made by independent re- 
search firms. 

* * * 
us time required to prepare 
and analyze a survey ranges 
from about five days to three 
months, depending on the kind of 
survey. 

“The size of the sampling,” 
Chrysler’s Smith said, “depends on 
your objective. If you’re looking for 
subtle answers, you may need 5,000 
interviews. Other times, 1,000 are 
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How Big 3 Uses Market Research 7 
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After a GM Market Survey— 


Marsden Thompson, center, director of Customer Research at General Motors, 






and 


Ivan Young, standing, the assistant director, meet with staff members before beginning 
the prolonged analysis of a market study. The stacked notebooks contain interviews 


made at an auto show. 

* * * 
enough. It depends on how much 
error you can stand.” 

As at Ford and GM, market 
surveys can be initiated by the 
market research group or by any 
group or division in the company. 
The staffs consider it their job 
to be on the lookout for potential 
probiems that can be handled by 
market research. 

Also like the other companies, 
Chrysler uses the three types of in- 
terview — personal, telephone and 
mail, Smith said generally the per- 
sonal interview is most costly and 
most reliable and that the mail in- 
terview is least costly and least re- 
liable, with the telephone interview 


being in the middle on both counts. 
* * * 


Personal Interview Best 


pec said that personal inter- 
views cost $10 to $50 each, with 
$15 being an average figure. Tele- 
phone interviews cost $2-$6 each. 
The mail survey is much cheaper. 

Discussing the three types of in- 
terviews, Smith remarked, “Each 
involves a varying degree of re- 
sponse, You can’t tell who will 
reply in the mail. Maybe only sore- 
heads will respond. Sometimes we'll 
use the mail and try to think our 
way around the problems involved. 

“On the telephone you can pick 
any person you want and pose 
certain questions before you pose 
others. And the people can’t 
change their answers, as they do 
sometimes in mail surveys. A 
disadvantage is that you can’t 
show a fellow a product, picture 
or feature, as you can in a per- 
sonal interview. 

“We've done parallel studies on 
the same subject with both tele- 
phone and personal interviews,” he 
added. “One of the surprising things 
is how long people will talk to you 
on the phone, People aren’t as ar- 
ticulate or thorough on the phone, 
but they are less rambling.” 

* * * 

MITH’S staff at Chrysler is giv- 

ing a good deal of attention cur- 

rently to motivation research. This 
field’s practitioners believe there 
are deeply hidden motivating fac- 
tors that influence buying behavior. 

“The rate at which the automo- 
bile market and other markets 
have been changing has caused 
a lot of people to turn to motiva- 
tion research,” Smith said. “There 
has been the emergence of a lot 
of new brands in every field and 
this had led to the need for man- 
agements to be able to predict the 
course of future market activity.” 

He said that many of the tech- 
niques have been borrowed from 


psychiatrists who used them on dis- 
* * * 





Reviewing a Chrysler Poll— 


* * * 


turbed patients, But, he continued 
the market researchers are discov. 
ering that the average consumer is 
influenced by a multitude of moti- 
vations of a lower intensity than 
those of the disturbed person. 

Looking at the whole field of 
marketing research, Smith com- 
mented, “Somebody has said that 
this is the business of getting re- 
liable answers from unreliable re- 
spondents.” 


Michigan Bell 
Rustproofs Its 
4,600 Vehicles 


(Continued from Page 16) 





rust-controlling measures, includ- 
ing various undercoatings, paints 
and Rustoelum, but found that they 
didn’t prevent rust well enough or 
they chipped off from stone abra- 
sion. 

Selke said that experience so far 
indicates that this grease can be 
damaged by stones but that the 
stones don’t cut through, possibly 
because the abrasions heal over. As 
time goes on, he said the compound 
develops a waxy surface. 

* * * 


A emowcs his company’s ex- 
perience has been limited, Selke 
feels that the compound will last 
the life of the car. It has no sound- 
deadening ability and it’s doubtful 
that a sound deadener would ad- 
here to it. 

Selke said there was little 
doubt but that the excessive body 
corrosion that occurs in the 
Michigan area is due to the salt 
used on the streets in the winter. 

“By the process of elimination,” 
he asserted, “we have put the 
blame there. We know, for instance, 
that the telephone company in Bos- 
ton where salt is not used, has 
1952 and 1953 model vehicles that 
have virtually no rust damage. Yet, 
farther north and in the New Eng- 
land area, where salt is used on the 
streets in the winter, they have 
the same kind of problem we do. 
However, we recognize the neces- 
sity of using corrosives on the 
streets here.” 

He said the increased use of 
unitized bodies increased the cor- 
rosion problem because of the 
greater number of enclosed box 
sections these bodies have. 

Other telephone companies are 
considering the use of this process 
and it’s expected that the process 
will also be made available to the 
public soon. 


Robert W. Smith, right, director of consumer research for Chrysler Corp., and 


Arthur J. Price, manager of consumer analysis, review the returns from a recent study: 
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LOOK MAGAZINE ONCE AGAIN 
TURNS ITS EDITORIAL SPOT- 
he LIGHT ON THE BEAUTY, THE 
re VALUE, AND THE GREAT VARI- 
he ETY OF AMERICA’S NEWEST 
= AUTOMOBILES. HERE-FOR THE 
FIRST TIME-A COMPLETH, 24- 
PAGE, FULL-COLOR PULL-OUT 
GUIDE TO THE NEW 1962 CARS. 





pudy: 





TWO 
OF THE 


COMPLETELY 
La 


CARS 


THE 1962 CARS 


A 24-PAGE PULLOUT GUIDE TO ALL 
THE NEW MODELS...IN FULL COLOR 











ANOTHER AUTOMOT 
... AMERICA’S 


a after year after year... LOOK 
devotes more editorial space to cars, 
and car products and services, than 
any other magazine in its field. 


Now—in 1961—LOoOK spotlights the 
automotive industry in a bright 
new way. The November 21 issue 
will contain this colorful, 24-page, 
pull-out guide. It will be seen and 
referred to again and again in 
homes and in showrooms across 
the nation by America’s most car- 
minded families. (An average issue 
of LOOK is read in 40.5% of all 
households owning cars bought 
new.) 


LOOK’s unmatched editorial cover- 
age 1s coupled with the biggest 
five-year rate of gain (132%) in 
automotive advertising revenue of 
any magazine in its field. LOOK is 
the showroom in print for Amer- 
ica’s automotive advertisers. 
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LOOK MAGAZINE’S COMPLETE GUIDE TO THE NEW 1962 CARS 
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T 9 6 2 Our automotive industry is one of the most important keys to our industrial progress. One out of every 


seven American workers, one out of every six American businesses, is connected with the industry directly or indirectly. It consumes 
more than a fifth of our steel, nearly two thirds of our rubber and 90 per cent of our gasoline. Each year, it uses 200 million 
square feet of glass and 400 million pounds of upholstery materials. With the 1962 models, the industry presents the widest choice 
of cars ever offered and gives promise of leading the American economy into further recovery. This is a year not only of 
compacts, medium compacts and regulars, but also of “in-betweens”—smaller than regulars, larger than compacts. The entire line-up 


is in this 24-page color guide, which may be detached and saved. DANIEL D. MICH, Editorial Director, LOOK 





CADILLAC Retaining the familiar 


but modified tail fins, Cadillac (left) has a 
new roof design to emphasize its lower 
silhouette and a more vertical grille. Chrome 
trim is held to a minimum. Cadillac claims 
a‘first’ in cornering lights, which illuminate 
turns at night. The taillights in the rear bump- 
er combine stop lamp, turn signal and 
back-up lights. As a safety feature, the '62s 
offer a three-way braking system. A dual- 
type power master cylinder uses a sep- 
arate piston and brake-fluid reservoir for 
front and rear brakes, working as a unit. 
But if one line fails, the other brakes hold. 


IMPERIAL Missing from the '62 Imperi- 
al (above) are the high tail fins of past years. 
In their place are free-standing taillights mount- 
ed on the rear fenders (left). A newly styled grille 
is flanked by the classic head lamps. A lighter 
automatic transmission replaces the Torque- 
Flite, making the front passenger compartment 
more comfortable. The LeBaron four-door hard- 
top shown here has a limousine-styled rear win- 
dow, framed by a town-car canopy for greater 
privacy. The first to drop its vertical hood orna- 
ment, Imperial now becomes the first to restore 
it, in the form of a stylized eagle. In addition to 
the LeBaron, five other models, including a 
Crown convertible, provide a wider selection. 








CONTINENTAL tre '62 
Continental (left) has a different 
look in the front end, with new 
grille, bumper and headlight treat- 
ment. As last year, models are the 
four-door convertible and sedan. 
The former's roof line is flatter, and 
its rear window is squared off to 
resemble a sedan's. On the inside, 
the steering wheel is placed lower 
for driver comfort. The air condi- 
tioning is now integrated into the 
instrument panel, replacing a 
drop-down unit. Continental con- 
tinues with its two-year warranty. 


BUICK Achange in roof design gives Buick's 
styling a new silhouette. The Electra 225 (above) 
typifies the tailored appearance in all three series 
of standard cars. The Electra 225 models have been 
upped to five with the elimination of the Electra 


series, while the Invicta series adds two station 
wagons to the convertible and two hardtops. 
Four body styles are available in the lower-priced 
LeSabre. A wedge-shaped grille, rectangular park- 
ing and taillights are features of the 1962 line. 








CHRYSLER cChnsiler drops , 


the Windsor series for '62, replacing ~ : 7 - 


it with the 300 and pricing the new a 
series between the Newport (left) a AAERLASVHTAUOLATATATOTAPPRUTIRD RD PPA 


and the New Yorker. Note the ab- ~~ Nes ~ 
sence of fins from the rear end, “ae ae ; hay 
restyled in clean, flowing lines from > UAL Me ra A 
front to back. Distinguishing mark ' 

of the 300 line is a grille with mas- 
sive die-cast crossbars on diamond- 
patterned aluminum. The door 
panels are rounded, and the rear 
quarter is sculptured, with top- 
mounted, curving tail lamps. The 
300 will be joined later in the year by 
a swank 300-H, with bigger engine 








DODGE longline of the hood and theclose- model, the Polara 500, will be made in a convert: 
coupled rear quarters give the '62 Dodge a ible and two-door hardtop, both with bucket seats 
European look. Wheel base is cut to 116 inches, Style changes include a bold grille, which houses 
but the interior has the same room as before. the high-beam headlights, set slightly higher than 
The Dart series (above) is designated Dart, Dart the low-beam lamps located between fender and 
330 and Dart 440. A limited-production luxury sports bumper. Parking lights are placed under the grille 
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MERCURY The Monterey (lef) 
is Mercury's top line for '62. It is length = 
ened an inch over its predecessor, butits 
wheel base remains the same. The roof” 
is four inches longer; the windshield area” 
is decreased. Cone-shaped tail lamps) 
on the fender panels give the rear ends 
a jet-age look. The Monterey will b 

joined later this fall by the Meteor, with: 
a wheel base of 11614 inches, between: 
Comet's and Monterey's. Meteor has @ 
unitized body and an option of a six of 
V-8 engine. The latter is only 75 pounds; 
heavier, but has 42 more horsepower, 
The Meteor, to be made in coupé and 
sedan models, is aimed primarily at™ 
the newly developing in-between market” 





OLDSMOBILE the Starfire convertible 
proved so popular that Olds is bringing out a com- 
panion hardtop coupé (above), most glamorous of 


the line. The Starfire roof typifies the latest styling. 
Wheel bases remain the same, but over-all dimen- 
sions gain two inches. The front bumper is inte- 








grated with the front-fender design and head-lamp 
assembly. The 98 series has twin taillights to dis- 
tinguish it from the 88, which has single ones. A 
brush-textured aluminum band characterizes the 
Starfire. A new combustion-chamber shape and 
higher compression ratios add engine efficiency. 


PONTIAC Frontand back, Pontiac's Bon- 
neville stresses youthful appeal. The fresh look 
is reflected in the bold grille treatment (right) 
and lower over-all height, attained by using the 
windshield of the convertible. Also new: tail- 
lights that curve outward and upward (below), 
giving a wider appearance. The Ventura has been 


dropped for '62, but a new series, Grand Prix, 
is added. Wheel base on the lower-priced Cata- 
lina series is increased an inch. Greater operat- 
ing economy and a shorter turning radius are 
among a lengthy list of technical improvements. 





CHEVROLET the differences in sit 
and styling between the standard Chevrolet é 

the all-new Chevy II lines are shown at rightt 
comparing the white Impala with the in-betwegl 
two-door sedan. Chevy II has a 110-inch whe 
base, against the Impala’s 119. The newcomé 


;. has nine body styles, ranging from the statid 


wagon to the convertible (see cover). It gives 
choice of a four- or six-cylinder engine; us 
tapered-plate rear springs, unique in the a 
industry, and has an integral body and fra 
Interior is nearly equal to the standard car 
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FORD The Galaxie and all-new Fairlane 
© (left) show the differences in size of Ford's 
F 62 line. The Fairlane is on a 115-inch wheel 
base, between Falcon and Galaxie; hasa 
E unitized body and is 1,000 pounds lighter than 
Galaxie. It retains “blades” on rear fenders, 
but its bigger brother has dropped all re- 
mains of tail fins. Self-adjusting brakes 
and choice of six-cylinder or V-8 engine are 
' two other features. The Galaxie is slightly 
shorter and narrower over all. It has a new 
grille and deck lid. Engineers again have 
concentrated on maintenance, providing all 
models with a 30,000-mile cooling system. 


PLYMOUTH chrysler stylists call 
Plymouth's 1962 design “the forward flair,” ap- 
parent principally in its concave grille (right), 
which houses the inner pair of headlights. 
The long hood tapers off the swept-back 
windshield, and the passenger compartrhent 
is placed farther to the rear. A bright metal 
spear molding stretches from fender to front 
door. A lighter three-speed automatic trans- 
mission, simpler starter and improved 
suspension are engineering high lights. The 
new models are also said to have greater 
fuel economy and stepped-up performance. 





COMET forthe first time, this medium-com- 
pact car will carry the Mercury designation, to 
identify it with the parent line. Styling changes in 
the sedan and station wagon (above) include a 
new rear end, with the oval taillights replaced 





by two circular ones; a new grille and full-length 
body molding that tapers down to the rear fender. 
Like the other Ford makes, Comet has an oil: 
change cycle of 6,000 miles, a 30,000-mile fuel 
filter and two-year-guaranteed, all-weather coolant. 


CORVAIR The onlyU.S. 
entry in the rear-engine field is 
putting emphasis on its Monza 
series (right). It is dropping its 
lowest-priced station wagon in the 
500 series and replacing it with a 
sporty-looking Monza wagon, with 
* bucket seats as optional equip- 
ment. Biggest appearance change 
will be noted up front: new orna- 
mental twin grilles. Other styling 
features are new taillights and en- 
gine-exhaust grille. The lowest- 
priced 500 series will be made only 
in the two-door coupé; the 700 and 
Monza series, in the coupé, four- 
door sedan and station wagon. 








"FALCON Ford's compact line is adding 
Ha swank station wagon, the Squire (left), plus 
ba station bus and club wagon. The Squire 
has simulated wood paneling. Stylistically, the 
62 Falcon features a chrome simulated air- 
scoop, parking lights relocated in the front 
bumper and larger taillights. The aluminum 
grille is convex, and front fenders are raised 
Slightly. The two-door Futura; luxury addition 
Mo the Falcon line, shows a slim side spear 
palong the front fender, simulating exhaust 
ports found on some sports cars. Station- 
» wagon models have all-vinyl upholstery. Better 
f fuel economy results from a new carburetor. 


F-85 Olds’ compact line adds a sports convertible to 
its F-85 cars: the Cutlass (above). New hood, grille and 
head-lamp housings distinguish the ‘62 front end, and twin 
tail lamps restyle the rear section. Changes in shock-ab- 
sorber valving and revisions in suspension give a softer, 
quieter ride. The Cutlass convertible has a sports-car- 
type automatic transmission mounted on the floor (left) as 
an option. Included in the F-85 line, besides the converti- 
ble, are a four-door sedan, two- and three-seat station wag- 
ons, club coupé and the Cutlass coupé with 185-h.p. engine. 





LANCER Dodge's compact (above) has a 
new convex grille and chromed louvers on the 
rear quarter panel to distinguish the 1962 line. 
A new series is added to the 170 and 770: the Gran 
Turismo sports hardtop, with bucket seats. This fol- 
lows the industry trend of blending economy with 
distinctiveness. Body side molding and rear-quarter 


louvers are replaced on the sports version by a 
bright saddle molding. The Lancer has a new 
starter, column-mounted gear shift moved away 
from the floor and a lower axle ratio for more power 
and economy. Capacity of the fuel tank is now 14 
gallons. Sealed chassis-lubrication points and tie- 
rod ends have a greasing cycle of 32,000 miles 


LARK Studebaker's sleekcom 
vertible (right), nine inches longer 
over all, offers either a six or V-8 en 
gine, has a newly designed grille and 
dual headlights for the first time. The‘? 
Larks seem lower, because the “hump" 
has been removed from the rear quar 
ter panel. The back of the station wag 
on in this picture shows the new round 
tail lamps. Wagons, four-door sedang 
and Cruisers have a 113-inch wheel 
base; the rest, a 109-inch base. Longer 
and lower rear fenders give the 62 ling 
a bigger look. Front seats are lowens 
with a track that permits more move" 
ment. Rear seats are also an inch lowef 
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ERICAN A new grille 
omes the distinguishing mark of 
'62 Rambler American (far left), 
tinuing company policy of styling 
bility. An “E-Stick” automatic three- 

ged transmission, which eliminates 
clutch pedal, tops the engineer- 
pchanges. Self-adjusting brakes be- 
e standard. Besides the convert- 
Ble, American has 11 other models. 


MBLER Round taillights 
tinguish Rambler Classic's styling 
ft) from Ambassador's rectangular 
hts. The side-hinged rear door on 
p station wagon has a wider open- 
j angle. The Ambassador's wheel 
ise has been shortened nine inches 
the Rambler's size. A double- 
ety brake system heads the list of 
gineering improvements. Batteries 
Dw carry a 24,000-mile guarantee. 


SPECIAL Buick's medium compact 
adds a smart convertible (above), with a 
manual or power-operated top, and retains 
its Skylark coupé, which lends its distinctive 
front-end styling to the '62 line. The Skylark, 
introduced last spring as a thin-pillar coupé, 


will drop the pillars. The new convertible will 
be made in both the standard and de luxe 
series. Heaters and defrosters are standard 
equipment. Big '62 engineering news is the 
introduction of a cast-iron, 90-degree V-6 
engine, first in an American passenger car 








EMPEST LeMans convert: 
ible (left) is the glamour leader of 
pmpest's restyled series. The grille 
new, and chrome lines on the rear 
ders make the car look longer. 

e medium-compact series is ex- 
anded to five body styles, but retains 
four-cylinder engine—with option 
an aluminum V-8. It provides a 
Softer ride, faster engine warm-up 
for more economy and an improved 
heater for greater rear-seat comfort. 


ALIANT Plymouth's com- 
jact car pushes boldly on the ‘62 
gcene with a larger grille frame that 
pes up into the hood, topped by an 
uminum strip. It also adds a seventh 
hodel, the Signet 200 sports hardtop 
ght), which has bucket seats and 
de moldings. An aluminum block 
Hf higher horsepower is an engine 
Option. The gear-shift lever moves to 
the steering column from the floor 





CORVETTE Chevrolet's sports car (left) has more 
changes under the hood than outside, including a 360-h.p. 
engine, coupled with optional fuel injection. Three other 
power plants are available on the only production car with 
a fiber-glass body. Exterior changes include a windsplit 
around the cove on the side of the car and black front grille 


HAWK Completely restyled with a European flair, 
crisp roof line and new interior, this semisports car (right) 
may be the surprise of the Studebaker line for '62. Besides 
bucket seats, it has a floor-mounted, four-speed transmis- 
sion and an optional automatic. The Hawk is made only 
in a hardtop model, with the choice of two V-8 engines. 





THUNDERBIRD Ford's distinctive personal 
car (left) undergoes slight design changes for 1962, except 
for a new grille, side ornamentation and taillights. It retains 

’ — the swing-away steering column and wheel as an option. 
' . The engine includes an antismog device as standard 
equipment. Offered to the buyer of the four-passenger 

ee : ; convertible is a conversion kit that turns the car into a 

\ Aone Py two-seater, especially appealing to the sports-minded. 


PRODUCED BY SILER FREEMAN 
PHOTOGRAPHED BY PHILLIP HARRINGTON 
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| Each year LOOK’s editorial coverage of cars dominates its field. Since 1953, LOOK has 
| supplemented this coverage with co-sponsorship of the outstanding public-service 
program in the automotive field—the annual N ational Vehicle Safety Check. Last May 
and June, over 3,500,000 vehicles in over 3,400 communities participated in the 1961 


program, making it the largest voluntary safety check ever held. 


WATCH FOR THIS “PULL-OUT GUIDE” IN THE NOVEMBER 21 
ISSUE OF LOOK (ON SALE NOVEMBER 7) DELIVERING OVER 
7,000,000 CIRCULATION, READ IN OVER 18,400,000 HOUSEHOLDS 
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What's New... 


AUTOMOTIVE NEWS, OCTOBER 30, 1961 








In Parts and Accessory Distribution 


Mintex to Expand Facilities 


For Manufacturing, Storage 


REXDALE, Ont. — Mintex Fed- 
eral, Ltd., will expand its warehous- 
ing and manufacturing facilities 
here by 50 percent to meet the 
growing needs of its automotive 
and industrial divisions. Construc- 
tion is expected to be completed 
early in 1962. 

The firm also moved its Van- 
couver (B. C.) branch warehouse to 
larger quarters at 272 East Second 
St. Mintex specializes in brake lin- 
ings, industrial belting, wire prod- 


ucts and asbestos. 
* * * 


Brunner Heads Trade Group 


PORTLAND, Ore. — Cecil F. 
Brunner, Ed’s Auto Electric, has 
been named president of the Port- 
land Automotive Trades Assn. 
Other officers are Del Law, Burkett 
Parts & Machine; Palmer Moore, 
Bagdad Auto Service, vice-presi- 
dents; J. F. Steins, Best Auto 
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SEAT BELT MAKERS 
PREFER GAPROLAN 
NYLON! HERE’S WHY: 


Spring Co., secretary; H. E. Chase, 
H. E. Chase Co., treasurer. 
* * * 


Georgians Meet Dec. 3-4 
ATLANTA.—The Georgia Auto- 
motive Wholesalers Assn. will hold 
its annual meeting Dec. 3-4 at the 
Heart of Atlanta Motel. Walter 
Shonhor, president, will preside. 
* * cs 


Rebuilder Firm Organized 

KANSAS CITY. — Steven Toth 
has organized Quality Parts Prod- 
ucts Co, to rebuild transmission 
parts. Toth has leased a 600-square- 
foot area at 1301 Troost Ave. and 
an adjoining 20-car parking lot. 

* * * 

Auto Parts Exposition 


Scheduled on Long Island 
COMMACK, N. Y.—The Long Is- 
land Auto Parts Exposition will be 
held here Dec. 5-7 at the Long Is- 
land Arena. 
Special features, including a re- 





pair-shop clinic and motor vehicle 
inspection operations, are planned 
for the show, which is sponsored 
by the Suffolk Chapter of the Auto- 
motive Parts Distributors Assn., 
Inc. 

+ * * 


Grinold Adds Branch 


WILLIMANTIC, Conn. — Grinold 
Auto Parts Co., one of Connecti- 
cut’s pioneers in the retailing of 
auto parts, has opened a branch 
here. It is Grinold’s 10th branch 
and will be managed by Lawrence 
Sheehan. 

* * * 


Industry Problems Explored 


At ASIA Régional Meetings 


CHICAGO. — Topics of import- 
ance to manufacturers were dis- 
cussed at the Automotive Service 
Industry Assn.’s fall series of re- 
gional business conferences in Chi- 
cago, Detroit, Cleveland and New 
York. 

Among the topics were “Redis- 


—_ 















tribution—Yesterday, Today and 
Tomorrow,” “Changing Patterns of 
Distribution,” “Warranties and Ob- 
solescence,” “Premiums,” and “Im- 


pact. of Imports on the Industry.” 
*” * om 


ASIA. Honors Wellman 


For Distinguished Service 


BEDFORD, O.—S. K. Wellman 
Co. has received the Automotive 
Service Industry Assn.’s annual 
award for distinguished service to 
the automotive trade. 

An embossed scroll was present- 
ed to Wade E. Canfield, Wellman 
sales vice-president, by J. L. Wig- 
gins, ASIA executive vice-president. 


Hemphill Heads 
Wheel-Rim Group 


FRENCH LICK, Ind.— The Na- 
tional Wheel and Rim Assn., at 
its 38th annual convention here, 
elected and installed the following 
officers: 

President, Wayne Hemphill, 
Omaha Rim & Wheel Co., Omaha; 
vice-president, J. H. Robblee, Six 
Robblees, Inc., Seattle; director at 
large, C. W. Cousins, Pioneer Rim 
& Wheel Co., Minneapolis; Eastern 
director, R. H. Hunsicker, Standard 
Wheel & Rim Co., Harrisburg, Pa., 


and Southern director, John Beller 
Beller Wheel, Brake & Supply Co, 
Memphis. > 


Next year’s convention wil] be 
held in Seattle. 
* ok 


Martin-Senour 


To Aid Jobbers 


CHICAGO. — An expanded pro. 
gram to service automotive ware. 
houses and jobbers affiliated with 
the National Automotive Parts 
Assn. was announced by J. R. Deg- 
nan, vice-president of Martin-S¢. 
nour Paint Co. 

Appointed to newly-created posts 
of territorial refinishing consult. 
ants were Nick Gaubatz and Gene 
Terry. Harry Steman jr. and Bruce 
McKinney were named territorial 
managers for the division. 

In their new positions, Gaubatz 
and Terry will give technical aid 
and advice on automotive refinish- 
ing to jobbers and paint shops, 


Steel Executive 
Charges Progress 
Is Being ‘Pinched’ 


SAN FRANCISCO.—J. D. McCall, 
president of the Columbia-Geneva 
Division of United States Steel, said 
progress in industry, especially 
steel, is being “pinched” by a fail- 
ure to recognize the value of engi- 
neering, research and production 
skills and a lack of recognition of 
sociological and technical changes, 

McCall questioned industry lead- 
ers at the California Industria] De- 
velopment conference: 

“How can one put a realistic 
price tag on progress—especially in 
steel? 

“How can one put a full mone- 
tary value on a generation of engi- 
neering, research and production 
skills—the human factors of cre- 
ativity — that give birth to new 
products for sale? 

“In this pinched condition, ham- 
pered by heavy taxation, we are 
called upon to meet the challenges 
of these explosive times, to react to 
dramatic sociological and technical 
change. We have to keep ourselves 
competitive — we must serve our 
customers with more and better 
products, so that they may be com- 
petitive,” he stated. 

“How does business meet all of 
these exacting demands, for ex- 
ample—higher taxes, higher em- 
ployment costs, the pressures of a 
rapidly moving technology .. . and 
still earn enough profit to do the 
things profit must do?” he asked. 

To meet these conditions, McCall 
described latest U. S. Steel efforts 
to tailor 10,000 steels to the individ- 
ual needs of thousands of steel 
users. 

He pointed to U. S. Steel’s auto 
specialists who are working closely 
with auto designers and engineers 
to help achieve less weight in cars 
by developing new steel application 
concepts, such as using less steel 
to do more work in unitized body 
design. 

Concerning auto safety, McCall 
revealed that U. S. Steel is trying 




















Sixteen of the 18 seat belt manufacturers on the 
American Seat Belt Council prefer Caprolan® 
nylon. Reason? Sales appeal! Caprolan takes color 
like no other nylon. Caprolan colors are deep-dyed 
—not just on the surface. And Caprolan seat belts 
come in the widest range of today’s most popular 
auto interior shades. In addition, seat belts made 
of lightweight Caprolan are amazingly durable, ex- 
ceptionally easy to clean, unsurpassed for driving 
comfort. Add the fact that Caprolan is the most 


widely advertised and recognized seat belt yarn 
and you'll seé why Caprolan can help you buckle 
up more seat belt sales. The next time you order 
seat belts, make sure they’re made of Capro 

nylon. Caprolan nylon seat 
belts are available from the 
manufacturers listed below. 


llied 


hemical 


Fiber Marketing Dept., 361 Madison Ave., New York 16, N. Y. 


caprotan 


NYLON FOR THE 60’s 


Alofs Manufacturing Co. * American Safety Belt Co. * Beam’s Manufacturing Co. * Ray Brown Automotive + Harry Buckles 
Co., Inc. * Buddy Seat Belt Co. * C & W Manufacturing Co. + Danville Manufacturing Co. + Davis Aircraft Products, Inc. 
General Tube Co. * The Greenfield Co. « Highland Park Products Co. * Hinson Manufacturing Co. + Irvin Air Chute Co., Inc. 
Jeffrey-Allan Industries, Inc. + Jervis Corporation * Lapstrap Safety Belt Co., Inc. * Market Forge Co. » R. J. McQuarrie 
Enterprises * Morgan’s Safety Belt Co. * Narrow Fabric Co. + Nason’s Top & Upholstery Co. + Pontonier, Inc. » Rose Manu- 
facturing Co. * Rupert Safety Belt Co. » Shore-Calnevar + Spi-Coronet Corporation + Tulareloft, Inc. « In Canada: Abecorn 
Aero Ltd. (Davis Aircraft) + Irvin Air Chute, Ltd. * J. Oberman & Sons 








to develop “a woven wire steering 
wheel that would collapse on im- 
pact, reducing the chances of 4 
splintered end entering the driver's 
body.” 


Replacement Sales 
Set AC Record 


FLINT. — Record replacement 
sales during the ’61 model year are 
reported by AC Spark Plug Divi- 
sion. Joseph A. 
Anderson, AC 
general manager, 
said AC replace- 
ment products 
were sold at a 
level 12 percent 
above the previ- 
ous high estab- 
lished in the 1960 
model year, 

Anderson 
reported spark . 
plug sales up 11 J. A. Anderson 
percent, oil filter sales ahead 14 
percent and fuel pump sales up 9 
percent. 





Hamon Bros. Cited 
MARYSVILLE, Calif. — Hamon 
Bros., Inc. (Chrysler-Plymouth), 
has received a Quality Dealer 

Award from Chrysler Corp. 











USE OUR 
TRAINING FILMS 
TO BUILD 
TIME-SALES 
REVENUE 


An Extra Service from The Associates 


Our new 1962 training films, starring Jonathan Winters, are 
just out—and a representative from our branch office is ready 
to show them to you! We call the new series ‘‘The Associates 
Profit Pointers for Automobile Salesmen,”’ and they should 
prove to be excellent sales aids. They cover all the angles of 
a sale in some detail, but they pay particular attention to the 
financing part of it. So if time sales are important to your 
income, and you’d like to boost them both, use these films. 

To get them, just call your local Associates representative. 
He’ll show them to you and yoursalesmen whenever convenient. 


THE 


ASSOCIATES 


INVESTMENT COMPANY 


Associates Discount Corporation * Associates Discount 
(Canada) Limited * Emmco Insurance Company 


South Bend, 
Indiana 
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The Man Behind the Wheel... 





Sales Testing the “62 Volkswagen 


Eprror’s Note: This is another 
in @ series of articles exploring 
the sales features of imported 
cars. 

* * * 
By William V. Humphrey 
Staff Correspondent 
r= a full week we put the new 
Volkswagen sunroof sedan 
through its paces and learned that 
this is an exceptionally fine vehicle. 

The car was placed at our dis- 
posal by Robert L. Hall jr., sales 
manager of Import Motors of 
Chicago, Inc., Midwest Volks- 
wagen distributors. 

Responsive to our slightest touch, 
the car felt as though it were 
equipped with power steering, par- 
ticularly when cornering. We added 
600 miles to the 1,000 miles regis- 
tered when we began our tests. All 
of it was pleasant and easy driving. 

We noticed a slight “sway” in 

oe 


* * 





Refined for '62— 


Among improvements in the ‘62 Volks- 
wagen are a gasoline gauge (to the right 
of the speedometer), sliding covers on 
front heater outlets, new heater outlets 
under rear seat and wider range of ad- 
justment for front seats. 





strong winds, but at 70 miles per 
hour, the car held the road ex- 
(We did feel more 


tremely well. 
comfortable driving it at 60.) 


Shifting was positive and quick 


* * * 


Car Tested: 
VOLKSWAGEN 
SUNROOF 


Engine: Four-cylinder, hori- 
zontally opposed, overhead valve, 
four-stroke rear engine; bore, 
3.031 inches; stroke, 2.520 inches; 
displacement, 72.74 cubic inches; 
compression ratio, 7:1; maxi- 
mum torque, 65 pounds/feet at 
2,400 revolutions per minute. 

Transmission: Four forward 
speeds, fully synchronized. Gear 
ratios, Ist gear, 3.80:1; 2nd gear, 
2.06:1; 3rd gear, 1.32:1; 4th gear, 
0.89:1; reverse, 3.88:1. 

Final drive: Power transmit- 
ted through helically cut drive 
Pinion and ring gear, via two 
swing axles to rear wheels; ra- 
tio, 4.375:1. 

Chassis: Front suspension, 
two torsion bars and stabilizers; 
rear suspension, two torsion 
bars; shock absorbers, double- 
acting telescopic, front and rear; 
steering ratio, 14.15:1; turning 
circle, 36 feet; tires, 5.60 by 15 
tubeless. 

Brakes: Foot brake, hydraulic, 
four-wheel; hand brake, me- 
chanical, rear wheels; effective 
lining area, 96.1 square inches. 

Dimensions and weights: 
Wheelbase, 94.5 inches; length, 
160.2 inches; width, 60.6 inches; 
height, 59.1 inches; ground clear- 
ance, 6 inches; front track, 51.4 
inches; rear track, 50.7 inches; 
curb weight, 1,631 pounds; gas 
tank capacity, 10.6 gallons; 
crankcase capacity, 2.5 quarts. 





Gas-Station Car Selling 
Faces R. I. Crackdown 


By Thomas L. Forbes 
Staff Correspondent 


PROVIDENCE.—A statewide 
crackdown against the practice of 
certain gasoline stations in retail- 
ing used cars in violation of the 
law has been launched by the 
Rhode Island Automobile Dealers’ 
Licensing Commission. 

The State agency acted after 
complaints had been filed by the 
Independent Auto Dealers’ Assn. of 
Rhode Island through its president, 
Armando Corrente, of Cranston. 

Members of the independent 
group contended that there have 
been many complaints from both 
dealers and private citizens that 
a number of gasoline stations 
have been selling cars which have 
not been properly repaired or 
serviced. 

Under State law, unlicensed per- 
sons are prohibited from selling 
more than three cars per year, and 
each such vehicle must be regis- 
tered to the owner retailing it. 

Corrente urged the independents 
to survey their individual areas to 
determine where such illegal prac- 
tices are being engaged in, and to 
report them to the attorney-general 
of the State, the local police and to 
the Dealers’ Licensing Commission. 

As a result of the independent 


3 Rochester Deals 
Get New Homes 


ROCHESTER, N. Y. — Taylor 
Chevrolet Corp., 360 Culver Rd., 
purchased the former Cool Chevro- 
let Corp. showrooms and garage for 
$200,000. It also purchased equip- 
ment and fixtures from Cool for an 
undisclosed amount. 

Doyle Motors has moved to larger 
quarters at 167 Court St., near the 
heart of the downtown area. 

Best Motors (Volvo-Triumph-Cit- 
roen) has moved to a new location 
at 1235 University Ave. 








group’s action, the license commis- 
sion arranged a meeting at which 
all major gasoline distributors in 
Rhode Island were present, and as- 
sured the commission of coopera- 
tion to stamp out the practice. 

It was contended on behalf of 
the dealers that the practice is 
widespread, and that it is not 
only creating unfair competition 
for licensed auto dealers, but de- 
priving the buying public of the 
protection to which they are en- 
titled. 

Leo B. Carey, Commission chair- 
man, reported the presence of evi- 
dence to indicate that some new 
and used car dealers are supplying 
the gasoline stations with autos to 
dispose of in this manner. 

The chairman added that such 
dealers will be directed to “cease 
and desist” under penalty of puni- 
tive action involving their licenses. 

If necessary, Carey pointed out, 


the Commission could arrange for |™ 


shoppers to place car purchase or- 
ders with gasoline station opera- 
tors, and then prosecute for selling 
or offering to sell without being 
licensed, 

Further, the Commission could 
notify police departments where 
such violations are occurring, and 
request that the cars being offer- 
ed for sale be removed from the 
premises. 

In addition, the Commission 
could request the State Division of 
Taxation to suspend or revoke the 
station license to sell gasoline in 
cases where violations are persist- 
ed in. 

It was brought out that the rep- 
resentatives of the major gasoline 
distributors had agreed to advise 
gas stations supplied by them that 
they are in the business of selling 
gasoline, oil and related products, 
and in providing service in that 
connection, rather than in the busi- 
ness of retailing automobiles. 











and we always knew when the car 
was in the proper gear. 
Parking was a distinct pleasure. 
We always found room. 
* od ad 


Gas Gauge Now 
mest noticeable change in the 


’62 VW is that, for the first : 


time, a gasoline gauge has been 
added as standard equipment. Body 
design remains much the same 
with the exception of larger brake 
and taillights redesigned with a 
separate bulb for the directional 
flashing lights. These are separated 
from the brake-light circuit. 
Volkswagen claims it has con- 
centrated on improving the car, 
not merely changing it. Since 
1950, it says, changes include a 
more powerful engine, fully syn- 
chronized four-speed shift, more 
comfortable contour seats, inte- 
rior noise reduction, automatic 
choke and larger rear window, 


Safety-belt mounting points are 
now standard equipment, They are 
designed to accommodate fittings 
for over-the-shoulder belts. Fore- 
and-aft front seat adjustment has 
been increased by a longer track 
for more legroom. Backrest adjust- 
ment has also been increased. 

Heating system, standard at no 
extra cost, includes outlets under 
the rear seat this year. Shutters 
have been added to front-seat out- 
lets for better control of heat dis- 
tribution. 

The windshield washer reservoir 
is now equipped with a pneumatic 
valve similar to those on tires. 
After the reservoir has been filled 
it is “inflated” with air like a tire 
to a maximum of 35 pounds pres- 
sure, sufficient to discharge all the 
fluid in the reservoir. Fluid is 
sprayed on the windshield by pres- 
sing a button on the dashboard. 

Available at extra cost is a short 
hose connecting the washer reser- 
voir with the spare tire for main- 
taining pressure in the tank auto- 
matically. A valve prevents tire 
pressure from being drawn down 
below 18 pounds. 

* * * 


Spring-Loaded Hood 

.~ springs now hold the hood 
open more conveniently than 

the previous ratchet system. 

The model we drove has an “anti- 
smog” attachment which virtually 
eliminates the fumes by returning 
them to the carburetor, 

We noticed the improved brak- 
ing and the reduced pedal pres- 
sure required. Lubrication points 
have been reduced from 15 to 
eight by using “lubed-for-life” 
joints and bearings in tie-rods, 
clutch and brake cables. 

This is a car that must be driven 
to appreciate fully its fine perform- 
ance. For economical transporta- 
tion and parts réplacement at a 
minimum cost, this car should find 
a steady stream of new buyers, 


* * * 


Smog Answer— 


Engine of '62 Volkswagen incorporates 
a plastic breather tube which pipes crank- 
case fumes back into the air cleaner and 
then on through the carburetor and into 
the engine to be burned. Breather tube is 
light-colored, curved pipe at upper right 
of engine. 
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'62 Volkswagen Sunroof Sedan— 

“An exceptionally fine vehicle” is the way Automotive News Sales Tester William Y. 
Humphrey summed up the 1962 Volkswagen sunroof sedan. Rated high were the best- 
selling imports’ handling, riding and parking qualities. 


Capsule Reports .. . 


Auto News in Brief 


DENVER.—Fuels Research Serv- 
ice Co., an affiliate of Frontier Re- 
fining Co., has been organized here. 
Officers are M. H. Robineau, Fron- 
tier president, chairman; Bert Gor- 
don, president; H. E. Armitage and 
Dr. Ben H. Parker, vice-presidents; 
Chester Gordon, treasurer, and 
Gary W. Hudiburgh, secretary. 

Fuels Research Service Co. holds 
international exclusive rights on 
GS-1000, a gasoline supplement, and 
DFS-1000, a diesel fuel supplement, 
and other fuel and oil supplements 
manufactured by Fuels Research 
Corp., Robineau said. 

cd * * 


SBA Publishes Booklet 


On Community Relations 


WASHINGTON. — The Small 
Business Administration’s 35-page 
booklet, Profitable Community 
Relations For Small Business, is 
available from Commerce Depart- 
ment field offices. The price is 25 
cents. 

Emphasizing the need for con- 
tinuing participation in commu- 
nity affairs, the booklet is intend- 
ed to make managers of small 
business conscious of the fact 
that community relations is an 
important ingredient of business 
success. 

* ok ok 


Auburn Spark Plug 


Sold to Investment Group 


AUBURN, N. Y.—An investment 
group has purchased Auburn Spark 
Plug Co., Inc., according to Charles 
J. Nolin, president. The investment 
group is headed by Dr. Milton F. 
Meisner, formerly an executive 
with Westinghouse Corp. and Olin 
Mathieson Corp. 

Purchase price was not disclosed, 
but the net worth of the firm was 
reported in excess of $1 million. 
The plant makes spark plugs, jet 
rocket igniters and similar controls 
and precision machine parts. 

* * * 


U. S. to Check Air Pollution 


i|\In Eight Major Cities 


WASHINGTON. — The establish- 
ment of a continuous air-monitor- 
ing program to provide vital infor- 
mation on air-pollution levels in 
American cities was announced by 
Surgeon General Luther L, Terry, 
of the Public Health Service. 

Designed to provide automatic 
measurement and analysis of the 
continuously fluctuating levels of 
pollutants in urban air, the. pro- 
gram is based on special air-moni- 
toring equipment located in the 
center-city area of eight major 
communities — Chicago, Cincinnati, 
Detroit, Logs Angeles, New Orleans, 
Philadelphia, San Francisco, and 
Washington. 

* * * 


Fallout-Survival Equipment 


Is Developed by Frigikar 
DALLAS. — Self-contained elec- 
tro-automatic survival equipment 
for use in nuclear fallout shelters 
and homes was demonstrated re- 
cently by the invention’s develop- 
ers, Frigikar Corp., for more than 
500 civil-defense authorities, civic 





leaders and military and govern- 
ment dignitaries. 

The equipment, known as “Frigi- 
king Automatic-Electro Fallout 
Utility System,” will be made avail- 
able, in economy or deluxe models 
ranging in price from $1,000 
through Frigikar’s 350 distributors 
and through bomb-shelter manu- 
facturers throughout the United 
States, the firm said. The system’s 
electrical power Operates multiple 
radioactive fallout air separators, 
air conditioners, lights, refrigera- 
tion, radio, television and small 
electrical appliances for a month 
or longer without refueling. 

* * * 


General Contract Finance 


Opens Four More Offices 


ST. LOUIS.—Establishment of 
four personal-loan offices in the 
West and South has been announc- 
ed by General Contract Finance 
Corp., bringing the total to 81 in 
43 cities. 

Offices have been opened in Den- 
ver, Lafayette and New Orleans, 
La., and Phoenix. The company has 
established seven offices this year 
in a continuing expansion program. 

oK * * 


Electric Autolite Licenses 


Mexican Battery Firm 


MEXICO CITY. — License to 
manufacture a complete line of 
Prestolite automotive batteries has 
been granted by Electric Autolite 
Co. to Acumulador Insuperable, S. A. 

The Mexican firm, which has 
been a licensed manufacturer of 
Prestolite industrial batteries, will 
manufacture both automotive and 
industrial batteries in its Mexico 
City plant, Enrique C. Carreon, 
Acumulador Insuperable president 
said. 

* * * 
Argentine Automotive Firm 


Receives $700,000 Loan 


WASHINGTON, — The Inter- 
American Development Bank has 
announced the approval of a loan 
equivalent to $700,000 to assist an 
Argentine firm to purchase machin- 
ery for the production of trans- 
mission gears for the automotive 
industry. 

The loan, from the bank’s ordi- 
nary resources, is being made to 
Tool Research Argentina, a com- 
pany owned jointly by Argentine 
and United States capital. Approxi- 
mately 70 percent of the company 
is owned by 6,000 Argentine share- 
holders, the bank said. 

* * * 
Firestone’s -Two-Ply Tires 
Get Red ‘Safety Shield’ 

AKRON.—Firestone Tire & Rub- 
ber Co. has introduced a layer of 
red rubber between the tread and 
cord body in two-ply tires. 

The red Safety Shield serves 4s 
a warning to motorists that their 
tires have reached the danger point. 
It also serves as a guide to the 
retreader to prevent tire damage 
during the buffing operation. J. E. 
Hynds, manager of treading and 
repair material sales, said that tw0- 
Bly tires can be retreaded as easily 
as four or six-ply tires and will be 
“of original equipment quality.” 
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5.60 LESS cansing to chicago 42.13 LESS 


80-Ib. shipment 
Pontiac to Dallas 


St. Louis to Omaha 
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REA EXPRESS is on the move with new low charges 
for automotive parts—less than motor carrier! 


Now REA EXPRESS slashes shipping costs to the 
lowest point in automotive history! New rates on 
thousands of commodities now let you ship at costs 
that are lower than motor carrier for specified 
Weights and destinations. 

And, of course, you still get R E A EXPRESS single- 
Carrier responsibility, nationwide coverage and 
door-to-door delivery at no extra cost (within pub- 
lished limits in the U. S.). Why not call your local 
REA EXPRESS representative today ... and save! 


AUTOMOTIVE PARTS 





MOTOR REA CHARGES 
TRUCK a 
FROM TO MIN. CHARGE 80Lbs. 100Lbs. 120Lbs. 
Pontiac, Mich. Dallas, Tex. $7.88 $5.75 _ _ 
St. Louis, Mo. Omaha, Neb. $4.87 - $4.30 
Newark, Del. New York, N. Y. $4.50 - $3.80 
Baltimore, Md. Pittsburgh, Pa. $5.05 $3.81 ~ _ 
Milwaukee, Wisc. Boston, Mass. $6.65 ~ $5.92 _ 


Lansing, Mich. Chicago, III. $4.41 i aoe) = 


REA rates and charges shown include free valuation of $50.00 for any shipment of 
100 pounds or less or 50 cents per pound for any shipment in excess of 100 pounds. 





SAVINGS 
BY REA 


$2.13 
$ .57 
$ .70 
$1.24 
$ .73 
$ .60 





HAS A NEW NAME ~. 


RE AEXPRESS 7 





TRUCK . 
PLANE 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Cincinnati 

New-car registrations in Cincin- 
nati during September totalled 
2,080, smallest volume of any month 
this year. 

They had amounted to 2,822 a 
month earlier and 2,835 a year ear- 
lier. 

By makes, registrations were: 
Chevrolet, 454; Ford, 395; Olds- 
mobile, 190; Rambler, 188; Pon- 
tiac, 161; Buick, 120; Plymouth, 
136; Volkswagen, 84; Dodge, 77; 
Comet, 67; Cadillac, 58; Mercury, 
51; Studebaker, 13; Chrysler, 12; 
Renault, 9; Imperial, 8; Lincoln, 
8; Austin, 6; Mercedes-Benz, 6; 
Triumph, 6; Metropolitan, 5; Fiat, 
4; Porsche, 3; Alfa-Romeo, 2; 
Checker, 2; Morris, 2; Simca, 2; 
Sunbeam, 2; Willys, 2, and mis- 
cellaneous, 6. 

Used-car transactions during the 
month numbered 3,262, compared 
with 3,832 a month earlier and 3,583 
a year earlier. 

New-truck registrations amount- 
ed to 200, compared with 270 in 
August and 233 in September, 1960. 
By makes, September registrations 
were: Ford, 53; Chevrolet, 40; In- 
ternational, 34; GMC, 23; White, 15; 
Dodge, 14; Willys, 5; Diamond T, 
4; Mack, 3; Studebaker, 3; Volks- 
wagen, 2; Reo, 1, and miscellane- 
ous, 3. 

Used-truck sales totalled 136 in 
September, compared with 154 a 
month earlier and 164 a year ear- 


lier. 
* * om 


Columbus, O. 


A total of 1,612 new cars were 
registered in Franklin County (Co- 
lumbus), O., in September, com- 
pared with 2,287 in August and 
2,095 in September, 1960. 

By makes, registrations were: 
Chevrolet, 310; Ford, 236; Falcon, 
186; Pontiac, 130; Plymouth, 128; 
Oldsmobile, 92; Rambler, 88; Volks- 
wagen, 68; Dodge, 64; Mercury, 49; 
Buick, 48; Corvair, 38; Cadillac, 29; 
Comet, 27; Chrysler, 22; Renault, 
15; Simca, 14; Studebaker, 14; Aus- 
tin, 9; Imperial, 5; Lincoln, 5; Mer- 
cedes-Benz, 2; Metropolitan, 2; 
Sunbeam, 2, and Triumph, 1. 

* * * 


Omaha 


New-car registrations in Omaha 
totalled 743 in September, compar- 
ed with 1,112 in August. 

Leading makes included Ford, 


161; Chevrolet, 120; Plymouth, 68; 
Oldsmobile, 50; Rambler, 45; Volks- 
wagen, 44; Pontiac, 42; Cadillac, 29; 
Renault, 27; Mercury, 26, and 
Buick, 24. 


September new-truck registra- 
tions numbered 85, compared with 
August’s 149. Ford and Chevrolet 
each listed 27 units and Interna- 
tional showed 14, 

—ARTHUR R, OLESON 
* * * 


Charleston, S. C. 

September new-car registrations 
in the Charleston (S. C.) area to- 
talled 364, while the new-truck 
count was 35. 

New-car registrations by makes 
were: Ford, 106; Chevrolet, 69; 
Rambler, 38; Comet, 26; Pontiac, 
25; Oldsmobile, 22; Plymouth, 22; 
Volkswagen, 18; Renault, 13; 
Buick, 6; Cadillac, 3; Mercury, 3; 
Dodge, 2; Triumph, 2; Chrysler, 
1; Lincoln, 1, and miscellane- 
ous, 7. 

New-truck registrations were: 
Ford, 18; Chevrolet, 7; Internation- 
al, 4; GMC, 3, and Volkswagen, 3. 

* * ok 


Dayton 

A total of 1,320 new cars were 
registered in Dayton during Sep- 
tember, compared with 1,709 a 
month earlier. 

By makes, they were: Chevro- 
let, 311; Ford, 143; Oldsmobile, 
115; Falcon, 113; Rambler, 101; 
Pontiac, 72; Corvair, 51; Dodge, 
48; Buick, 44; Cadillac, 34; Re- 
nault, 34; Volkswagen, 34; Tem- 
pest, 31; Comet, 28; Plymouth, 
21; Valiant, 21; F-85, 20; Chrysler, 
16; Fiat, 16; Mercury, 16; Lincoln, 
10; Lancer, 9; Studebaker, 7; 
Buick Special, 4; Simca, 3; Impe- 
rial, 2; Willys, 2, and miscellane- 
ous, 14, 

New-truck registrations number- 
ed 86, compared with 115 the pre- 
vious month, By makes, they were: 
Chevrolet, 39; Ford, 24; Interna- 
tional, 11; GMC, 5; Volkswagen, 2; 
Dodge, 1; Willys, 1, and miscellane- 
ous, 3. 

* * ok 
Louisville 

New-car sales in Louisville to- 
talled 1,356 in September and 11,705 
for the first nine months. 

By makes, September registra- 
tions were: Ford, 471; Chevrolet, 
237; Rambler, 94; Oldsmobile, 91; 





Your air-conditioned room is handsomely furnished. 
Personal service and attention assure you that the fine 
traditions of innkeeping are still in keeping. You’re just an 
elevator-ride from the seafood-specializing Cape Cod Room, 
the exquisite Camellia House, and the Drake’s splendid 
specialty shops. You’re next door to Chicago’s near-north 
fashion salons and cabarets—and 9 quick minutes from the 
Loop or Chicago’s new lakeside Convention Hall. You’re at 
the Drake! No wonder the nicest way to “do” Chicago is to 
make this Distinguished Hotel your personal headquarters! 
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Pontiac, 91; Plymouth, 80; Volks- 
wagen, 65; Dodge; 44; Mercury, 
38; Buick, 37; Comet, 34; Renault, 
25; Cadillac, 16; Chrysler, 4; 
Mercedes-B e nz, 3; Metropolitan, 
38; Simca, 3; Austin-Healey, 2; 
Checker, 2; Imperial, 2; Lincoln, 
2; Morris, 2; Saab, 2; Studebaker, 
2, and miscellaneous, 6. 
New-truck registrations totalled 
204 for September and 1,379 in the 
first nine months, By makes, Sep- 
tember registrations were: Ford, 
105; Chevrolet, 56; International, 
24; GMC, 11; Volkswagen, 3; White, 
1; Willys, 1, and miscellaneous, 3. 
—A. W. WILLIAMS 


* * * 


New Orleans 

September new-car sales in New 
Orleans numbered 1,375, compared 
with 1,733 in August and 1,667 in 
September a year ago. Truck sales 
amounted to 198 in September, 
compared with 175 in the previous 
month and 208 for the correspond- 
ing period of last year. 

Passenger cars by makes were: 
Ford, 241; Chevrolet, 235; Falcon, 
129; Volkswagen, 90; Rambler, 
88; Pontiac, 81; Oldsmobile, 78; 
Corvair, 58; Comet, 50; Chrysler, 
47; Buick, 43; Mercury, 41; Plym- 
outh, 30; Valiant, 29; Cadillac, 
28; Studebaker, 25; Simca, 21; 
Dodge, 19; Lincoln, 11; Mercedes- 
Benz, 4; Volvo, 4; Toyopet, 4; 
Austin, 4; Fiat, 3; Metropolitan, 
2; MG, 2; Imperial, 1, and mis- 
cellaneous, 4. 


Truck sales by makes: Ford, 813. 


Chevrolet, 62; International, 29; 
International, 29; GMC, 10; Volks- 
GMC, 10; Volkswagen, 8; Willys, 2; 
White, 2; Studebaker, 1; Reo, 1; 
Dodge, 1, and Mack, 1. 
—GorvoN HEBERT 
* * ok 


Billings, Mont. 

A total of 149 new cars and 52 
new trucks were registered in Yel- 
lowstone County (Billings), Mont., 
in September. 

New-car registrations by makes 
were: Chevrolet, 47; Ford, 18; 
Pontiac, 13; Buick, 9; Falcon, 9; 
Oldsmobile, 9; Comet, 6; Ram- 
bler, 6; Mercury, 5; Volkswagen, 
5; Cadillac, 4; Corvair, 4; Dodge, 
4; Hillman, 3; Plymouth, 3; 
Willys, 1, and miscellaneous, 3. 

New-truck sales were: Chevrolet, 
19; Ford, 12; International, 9; GMC, 
4; Dodge, 3; Falcon, 2; Corvair, 1; 
Kenworth, 1, and Studebaker, 1. 

oJ # as 


Milwaukee 
New-car sales in Milwaukee for 
September totalled 1,843, the lowest 
total for that month since 1952 and 
the smallest monthly count for 
1961. 

In August, sales amounted to 
2,904 and in September a year ago 
the total was 3,036. 

For the first nine months, the 
total of 26,974 ran ahead of 1958 
but otherwise was the lowest since 


1952. 
2 


* 
Akron 

While there has been a sharp up- 
turn in new-car deliveries in Akron 
in the last few weeks, registrations 
for the first nine months of the 
year were 24.3 percent below rec- 
ord-breaking 1960. 

Total sales in Summit County up 
to Oct. 1 reached 16,820, compared 
with 22,191 last year. 

September deliveries were 
down about 425 from August as 
the model year ended. The Sep- 
tember volume of 1,485 was 20 
percent below the same month 
last year. 

September also marked the first 
time this year that Ford deliveries 
exceeded Chevrolet—by 365 to 295. 
Chevrolet, however, maintained its 

lead over Ford for the year to date 
—4,830 to 3,831. 

Mercury was third with 1,359 and 
others in the top ten were Pontiac, 
1,087; Plymouth, 1,076; Oldsmobile, 
888; Buick, 873; Rambler, 823; 
Dodge, 676, and Volkswagen, 300. 

—JoE KUEBLER 


‘Roboto' at Work— 
Billed as either a human or a robot, ‘Roboto’ entertains the throng that turned out 
for the '61-model cleanup sale at White-Allen Chevrolet, Dayton. Visitors were offered 
a free car, if they could make ‘Roboto’ smile, but nobody was able fo do it. 
eo * 








How They're Pushing Sales... 





Dealer Ad Ideas 


|b ptclenorteta wasn’t the only town 
overjoyed when the United 
Auto Workers and General Motors, 
after several starts and _ stops, 
finally came to terms. Grassroots 
America also heaved a sigh of re- 
lief. 

And Dayton was as relieved as 
any. Not only were its GM auto 
dealers happy that the strike had 
ended—so were the 17,000 workers 
who are employed at GM plants 
here. 

As GM and the union neared 
agreement, it was “Katy bar the 
door” as the people along Dayton’s 
Automotive row worked to unload 
their ’61s. 

When local union grievances held 
up the agreement, auto dealers 
here were confused, but it was still 
full steam ahead to get rid of the 
old models. 

White-Allen Chevrolet, always a 
firm believer in the power of hard- 
sell advertising, hit the radio spots 
hard and, in red letters six inches 
high, announced in a full-page 
newspaper ad, “CLOSE-OUT 
SALE!” 

The ad assured the public, “If 
you can’t come to us, a phone call 
will bring us to YOU!!!” 

As a gimmick, White-Allen hired 
“Roboto,” billed as either a human 
or a robot. “Roboto” walked the 
streets and shopping centers of 
Dayton for a week, and people were 
invited to register for a chance at 
a 1961 Impala convertible. All they 
had to do was appear in the White- 
Allen showroom on Sept. 9 and 
make “Roboto” laugh. 

Many showed up for the attempt, 
but “Roboto” kept his composure. 

“Sure, most of the people here 
are ‘tire-kickers,’” a salesman con- 
fided, “but it’s like any advertising, 
you have to keep plugging away 
even though you don’t know how 
much good you're getting out of it.” 

White-Allen wasn’t the only deal- 
ership working feverishly to clear 
out the ’6ls. Competitor Ray Bry- 
ant Chevrolet blossomed out with 
a half-page ad listing “25 reasons 
why now is the time to buy a new 
Ray Bryant Chevrolet convertible.” 

The first three reasons were end- 
of-the-year model savings, no 
money down (plus 36 months to 
pay) and a 12,000-mile or 12-month 
warranty. The last 22 reasons were 
the convertibles themselves, each 
individually described. 

* * * 
‘Meet Bob and Nancy’ 


“wee Bob and Nancy Kay,” 
said an ad in a Cleveland 
newspaper which described the 
Kays as “America’s only husband- 
and-wife Rambler dealer team.” 


The couple operate Bob Kay|’ 


Rambler, 280 Broadway, in subur- 

ban Bedford. The ad also contained 

a giant photo of Bob and Nancy. 
of * ok 


Undo-It-Yourself Kit 


HE remains of a stolen ’62 Olds- 
mobile, recovered from the St. 
Joseph River, are on display at Jim 
Hammes Oldsmobile, Inc., Misha- 
waka, Ind. 
The car was taken from the deal- 











ership before introduction day. Ap- 
parently deciding it was too hot to 
handle, the thief dismantled it and 
threw some of the pieces into the 
river. Twenty-six body parts were 
recovered. 

* * * 


Series Tickets Lure Visitors 


sss World Series vacations 
lured thousands into Southern 
California Rambler dealers show- 
rooms in September during a pro- 
motion staged through cooperation 
of Radio Station KMPC, owner of 
the Los Angeles Angels of the 
American League, 

Edd Young, chairman of the 
Rambler dealers’ advertising com- 
mittee, supervised the drawing of 
100 lucky tickets, won by Rambler 
showroom visitors. 

* * * 


Renaults Get Free Checkup 


Moke than one-third of the 
county’s 800 registered Renault 
owners came to Long-Walker Motor 
Co. (Renault-Peugeot), St. Peters- 
burg, Fla., for a free factory-me- 
chanic checkup during a three-day 
period, according to Larry Long, a 
partner in the firm. 

This was the first time such a 
service check had been made, and 
it proved so successful it probably 
will be made an annual event, Long 


said. 
cd ~ * 


Courtesy to Civic Rival 


Wit competition between Fort 
Worth and Dallas so fierce that 
it is a national topic of conversa- 
tion, H. B. Ransom Motor Co. 
(Chrysler-Plymouth), Fort Worth, 
took a civic and institutional ad- 
vertising approach. 

On the rear pages of its monthly 
mailing piece to customers, Ransom 
listed the Dallas State Fair pro- 
gram, including the college and pro- 
fessional football games to be 
played in Dallas during the 16-day 
Fair. 

On the front pages of the mailer, 
Ransom’s Certified Car Care pro- 
gram was pushed. 








— SNOW PLOWS —_ 





@ Can be installed on all trucks up to 


and including I|'/2 tons. 

@ Complete kits include hydraulic power 
control and installation brackets. 

@ Snow Plows for Jeeps also are manu- 
factured. 


Distributorships Available 


Kenmore Welding Corp. 


1339 Military Road 
Phone TR 6-8772 
Kenmore 17, New York 
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Sure you are! SUCCESSFUL FARMING subscribers read general 
magazines and newspapers, own television and radio sets. But 
reaching isn’t selling! Mere circulation is no substitute for influence. 
The medium has much to do with the effectiveness of your advertising 

General media afford information and entertainment. But 


S . . 
SUCCESSFUL FARMING means business—farm business. 
f aC ] le Every issue has news of new discoveries, methods, 


your 
people! 





machinery—case histories and actual instances of 

planting, fertilizer application, pest controls, livestock, automatic 
feeding, materials handling, marketing methods and futures—that 
save work, increase yields and income. SF has been helping farm 
families make more money, live better for 
fifty-eight years—has earned a respect and 
response unmatched by any other medium. 
General media are edited for urban 
families, SF for farm families, whose needs 
are quite different. SF recipes have larger 
portions, for larger families, engaged in 
outdoor work. SF housewives cook three 
meals a day, entertain more at home, wash 
every day, plan their buying in advance; 
need different kitchen layouts and facilities, 
and every labor saving device they can find. 





They are more interested in their husbands’ 
businesses—in the midst of which they 
live. And SF articles are clipped, filed, 
consulted again and again. 

SF subscribers-number only 1,300,000 
—but their estimated average farm cash 
has been 70% above the national farm 
average for more than a decade! 

If your advertising is not as resultful as 
it should be, try SuccessruL Farminc. Any 
SF office can give you the details. 


SUCCESSFUL FARMING... Des Moines, Chicago, New 
York, Atlanta, Boston, Cleveland, Detroit, Los Angeles, 
Minneapolis, Philadelphia, St. Louis, San Francisco. 








BRAKE TOOL—Ammco Tools, Inc., 2100 
Commonwealth Ave., North Chicago, IIl., 
has announced the Ammco Model 8650 
“Safe-Set'"’ brake shoe adjustment gauge 
which permits the adjusting of all Bendix 
fixed anchor brakes before drums and 
wheels are installed. The tool is said to 
give correct lining to drum clearance, 
eliminating troubles caused by blind ad- 
justments. After drums are put back on, 
no further adjustment is necessary, it is 
claimed. 





POCKET SHORT FINDER—A pocket-size 
device for locating short circuits in cars 
has been marketed by Borroughs Tool & 
Equipment Corp., 2429 N. Burdick St., 
Kalamazoo, Mich. The Borroughs Short Cir- 
cuit Finder comes in a leatherette case 
5% inches long, 2 inches wide and 1 
inches deep, with flap cover and snappers. 
The device will operate through door posts 
and through the sheet metal roof, it is 


claimed. 
a ae 


Two-Door Locker 


A new, heavy-duty, two-door steel 
locker, for use by supervisory per- 
sonnel, has been announced by the 
Penco Division, Alan Wood Steel 
Co., 200 Brower Ave., Oaks, Pa. 

* * ok 








STAINLESS STEEL MUFFLER—Hayes In- 
dustries, Inc., 437 Fern Ave., Jackson, 
Mich., has announced a stainless steel 
muffler based on principles of sound and 
exhaust control. Incorporated in its design 
is a spring-type baffle, called Econ-O- 
Coil, insert, which automatically responds 
to the pressures in the exhaust system 
thereby improving engine efficiency and 
gasoline economy, it is claimed. This flex- 
ible acoustical dampener substitutes for 
the compartment-type baffle employed in 


conventional mufflers. 
* ¥ > 


Radiator Filler 
A radiator filler (Model RC-29) 
made of heavy-duty polyethylene 
has been announced by Plews 
Oiler, Inc., 701 S. Seventh St., Min- 
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neapolis 15, Minn. The filler has a 
capacity of 3 gallons, is unaffected 
by extreme temperature changes 
and won’t scratch, mar or dent a 
car, according to the company. 





ENGINE HEATER—A line of Expansion 
Fit Freezeplug engine heaters has been 
announced by Phillips Mfg. Co., 8200 
Grand Ave., Minneapolis 20, Minn. Uni- 
versal in application, the line of electric 
heaters will fit most model automobiles 
and provide fast starts under cold-weather 
conditions, it is said. Installation is di- 
rectly through the freezeplug hole. No 


drilling is necessary. 
+ S & 


Electric Tachometer 


An electric tachometer has been 
added to its line of instruments by 
Thomas G. Faria Co., 82 Union St., 
New London, Conn. 


* * * 





CIRCUIT TESTER—A circuit tester that 
names in words the cause of starting trou- 
ble in any engine, has been announced 
by Kal-Equip Co., Otsego, Mich, The tester, 
Kal-Start, registers its findings in colors. 
The colors, in turn, “line-up” on the back 
of the instrument so as to show the exact 
printed word that describes the starting 


trouble. 
* * * 








DISPLAY BOARD — Accurate Products, 
Inc., 135 N. Spring St., Indianapolis, Ind., 





has introduced its universal semiautomatic 
choke conversion kit No. 334. The kit re- 
places automatic chokes. Created to as- 
sist in merchandising the manual control 
unit, one display board, above, will be 
given away with every 24 control kits 
ordered, 





SAND BLASTER—ALC Co., RD No. 5 
Box 40, Medina, O., has announced a 
power gun for the Model ‘‘C"’ portable 
Sandy Jet sand blaster. The Model ‘‘C”’ 
gun is larger and sturdier than the Model 
“B,”" and provides greater power, preci- 
sion and control, according to the manu- 
facturer. Three interchangeable sizes of 
nozzles and air jets are available to fit 
a variety of jobs. This suction-type abra- 
sive blaster is designed to remove rust, 
paint, scale or chemicals. 


* * * 


Multifaced Hammer 


Shure-Drive, a multifaced ham- 
mer, has been introduced by the 
Ramset Operation of Winchester- 
Western Division, Olin Mathieson 
Chemical Corp. The hammer can be 
fitted with five interchangeable and 
replaceable tips of varying degrees 
of hardness. 





SEAT BELT RETRACTOR—Better Part Spe- 
cialties, 2601 San Fernando Rd., Los An- 
geles 65, Calif., has announced an auto- 
matic seat belt retractor. The retractor re- 
quires no change of existing seat belt 
anchors, seat itself, or other hardware. 
The retractor kit consists of tandem springs 
housed in a plastic case 15 inches long 
which is placed unattached beneath the 
seat lengthwise with the car near the door 
side either right or left, The “‘buckle end” 
of the belt is slipped into the rear end of 
the plastic case, passed around a roller 
attached to the springs, pulled out again 
and passed through a guide slot affixed 
to the seat back. When the belt is un- 
buckled it automatically retracts the buckle 
end of the belt until the buckle stops by 
contact with the guide slot. 





CARBURETOR — Holley Carburetor Co., 
11955 E. Nine Mile Rd., Warren, Mich., 
has announced a service carburetor for 
several Chrysler Corp. vehicles. Packaged 
as a kit, R-2500-AAS, it contains a Model 
1920 carburetor and all parts necessary 
to adapt it to fit six-cylinder applications, 
including the 1960-62 Dodge and Plym- 
outh 225-cubic-inch engines and both the 
170 and 225-cubic-inch engines with the 
1961-62 Lancer and the 1960-62 Valiant. 

i oe 


Maintenance Reminder 


Gordon Associates, Inc., First St., 
Derby, Conn., offers a Kar Kare Kit 
that fits on the instrument panel 





and tells the motorist what main- 
tenance is required for his car at 
intervals of 1,000 to 100,000 miles. 


* * * 





BEARING SERVICE CABINET — United 
Motors Service Division, General Motors 
Corp., Detroit 2, Mich., has announced a 
compact bearing service cabinet. Cabinet 
measures 6 inches deep by 12 inches high 
by 15% inches wide and contains three 
full-width shelves which are accessible 
through two center opening doors. De- 
signed to stand upright, this storage cab- 
inet is also key slotted for wall mounting. 
A Delco New Departure/Hyatt pocket ap- 
plication catalog covering automobiles and 


light trucks from 1946 through 1961, 
comes with each cabinet. 
* * * 





CREEPER—Hinckley Myers Co., 28501 
Mound Rd., Warren, Mich., has introduced 
its Hang-Over tuneup hoist. The unit liter- 
ally puts the mechanic on top of his job 
—vunder the hood and over the engine. 
Completely portable and adjustable for 
heights, Hang-Over is available in both 
steel and aluminum. A tray is provided 
to hold tools. 





RECORD PLAYER—Car-Fi, an automobile 
record player, has been introduced by 
Automotive Electronic Specialties, 1745 
Border Ave., Torrance, Calif. The record- 
playing unit plays 45 revolutions per min- 
ute records through the car radio. Design- 
ed to fit under the dash of the car, Car-Fi's 
playing-arm has been specifically develop- 
ed to prevent jumping or skipping, it is 
said. Installation involves a two-bolt, three- 
wire operation. Unit uses only .1 ampere 
from 12-volt system. 

a. © & 





GARAGE JACK—The Watco 49-H1 & 2 
hydraulic garage jack for lifting buses and 
trucks with extended overhang and low 
clearance height has been made by Wa- 
tervliet Tool Co., Inc., 413 Pearl St., Al- 
bany 1, N. Y. Capacity is 15 tons; height 
(low), 1134 inches; hydraulic lift, 7% 
inches; extension screw, 434 inches; total 
height, 234% inches; length, 7 foot 3 
inches, and weight, 88 pounds. 




















HELPER SPRING—Overload and helper 
springs for trucks and cars cre offered 
by Service Spring Co., Box 638, Indian. 
apolis 6, Ind. Included are helper springs 
and reinforcing sets to increase the carry- 
ing capacity of Ford, Chevrolet, GMC, 
Dodge and International trucks, Leveler 
helper springs are designed to provide a 
softer, more comfortable and quieter ride, 
even while pulling a trailer or carrying 
an extra heavy load, it is said. 

* * * 


Auto Body Filler 


Standard Coating Corp. 461 
Broad Ave., Ridgefield, N. J., has 
added an “All-Purpose” filler to its 
line of Auto-Plast auto body fillers, 
The product contains no fiberglass 
and is nontoxic, the company said, 

* * * 





VALVE TESTER—Borroughs Tool & Equip- 
ment Corp., 2429 N. Burdick St., Kala- 
mazoo, Mich., has marketed a device 
that will tell the story on a hydraulic valve 
lifter: Whether it is too badly worn for 
further use, and whether its action is im- 
paired by gumming or foreign matter. 
Called the Borroughs Hydraulic Valve 
Leakdown Tester, BT-60, this new instru- 
ment tells the efficiency of a hydraulic 
valve lifter by its leakdown rate. 

= 2 fe 





CAR DESK — Designed to fit all cars, 
trucks and station wagons, the Mishek Car 
Desk is offered by Mishek Supply Co., 
Waseca, Minn. No tools are required to 
adjust the desk to fit every person's writ- 
ing habits. The writing surface measures 
12 by 20 inches and comes in a choice 
of masonite and plastic. A clip for hold- 
ing papers is optional. The top of the 
unit lifts off, forming a conventional clip 
board for use out of the vehicle. 





BRAKE LINING—Laher Spring & Elec- 
tric Car Corp., 2615 Magnolia St., Oak- 
land, Calif., offers Big Stop brake lining. 
Big loads can be stopped in one half the 
time and with one half the line pressure, 
the company said. Laher said that Big 
Stop is cool running and makes fade out 
a thing of the past. 
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British Makers Offer New Models... 
2 ee ee ees 


Optimism Spices London Show 


LONDON. — Despite depressing 
gales and production figures of the 
British automotive industry in the 

t+ 12 months, a general air of 
optimism prevailed at Earls Court 
as the 46th International Motor Ex- 
hibition opened here. 

It is generally admitted that 
the industry’s recent recession 
has given car makers a salutary 
lesson and compelled them to 
adjust their thinking. This has al- 
ready produced a wide range of 
jmprovements and new ideas in 
the models now being turned out. 

More than 50 of the cars at the 
show were either completely new 
or are so modified that they appear 
to be new models. About half of 
these came from British plants. 

In all, there were 72 different 
makes in the show: United King- 
dom, 32; United States and Cana- 
da, 12; West Germany, 9; France, 
6; ‘Italy, 6; Soviet Russia, 3; Swe- 
den, 2, and one each from the 
Netherlands and Czechoslovakia. 

Most British makers have been 
busy introducing one or more new 
models in the past few weeks, but 
it was left to the Rootes Group to 
pring out a brand new car on the 
opening day of the show. 

This is the Sunbeam Harrington 
Le Mans, a model] specially de- 
signed for the U. S. market. 

Based on the Sunbeam Alpine, 
the new car has a streamlined 
fiberglass body by Thomas Har- 
rington, Ltd., one of the best- 
known names in British coach- 
building. With its 1,592-cc. engine, 
it develops a maximum of 104 

* * * 





Don't Be Half-Safe— 


The last word in sophistication is a 
mink-covered nylon safety belt for women 
who don't want standard straps rubbing 
against new frocks or bare shoulders. Dis- 
played at the London Auto Show, the belt 
had a $205 Price tag. 


horsepower at 6,000 revolutions 
per minute with a compression 
ratio of 9.5 to 1. U. S. price is 
$3,995, East Coast port of entry. 

British Motor Corp., in a drive for 
volume production, has extended 
the front-wheel-drive 850 models— 
previously available as an Austin 
or Morris—to the Riley and Wolse- 
ley lines. 

BMC has taken to Borg-Warner’s 
new automatic transmission like a 
duck to water. All BMC cars with 
16-liter engines can be equipped 
with this transmission for about 
$170. The same transmission with 
three speeds is manufactured in 
the United States for the Rambler 
American. 

Ford showed its new Anglia sta- 
tion wagon and, of course, the Con- 











sul Capri, which was such a success 
at Frankfurt and Paris. 

The only thing missing from 
the Ford stand was the rumored 
Cardinal and the American Fair- 
lane. 

Jaguar has given its newly styled 
Mark X sedan the individual rear 
wheel suspension for soft springing 
combined with maximum road ad- 
hesion. Jaguar also showed a new 
Daimler limousine with a V-8 en- 
gine and automatic transmission. 

Rolls-Royce showed a car on 
which seats can be placed on the 
rear bumpers. A table slides out 
of the luggage compartment so 
that his lordship can picnic in 
the open air—all the while sitting 
on his Rolls. 

Both Chrysler and Rover display- 
ed turbine cars, although neither 
appears ready to market such a 
unit. 

One interesting trend in trans- 


missions appears to be for volume 
* * * 





New Throttle Control— 


Dunlop showed a pneumatic throttle 
control at the London Auto Show. A “roll- 
ing-diaphragm" actuator, is attached to 
the carburetor and connected to the throt- 
tle pedal by plastic tubing. Foot pressure 
on the gas pedal creates air pressure to 
control the diaphragm. 





|Rover Exhibits 


New Turbine Car 
At London Show 


LONDON.—After 15 years of de- 
velopment work with gas-turbine 
autos, Rover unveiled a new model, 
the T4, at the London Auto Show. 

The T4 is the fourth turbine 
model developed by Rover. It uses 
variable guide vanes to control the 
gas flow to the compressor turbine, 
which permits it to accelerate from 
idling speed to full output in quick 
response to throttle control. 

The complete power unit, consist- 
ing of compressor, turbine and heat 
exchangers, is mounted in front 
and drives the front wheels. The 
air intakes surround the headlights, 
while the big filters needed to clean 
the large volume of air used by 
the turbines are inside the front 
fenders. 

The car has disk brakes and in- 
dependent suspension on all four 
wheels. 

Rover’s first turbine car was the 
250-horsepower Jet I, developed 
from an open-bodied Rover 75. It 
reached 150 miles per hour in Bel- 
gium in 1952. 

This was followed by a hardtop 
version with a rear turbine. 

In 1956, the T3 was unveiled. It 
had a rear engine and four-wheel 
drive. Four years of running and 
research on this car led to develop- 
ment of the T4. 

Although no date has been set 
for production of the T4, Rover en- 
gineers are reported well satisfied 
with progress being made. 

* * 





Rover Tests New Turbine Car— 


Rover's new four-door T4, powered by a 140-horsepower gas turbine, is undergoing 
extensive tests in England. The complete power unit—compressor, turbine and heat 


exchangers—is mounted under the hood 


and drives the front wheels. The car is 


fitted with disk brakes and has independent suspension on all wheels. 





producers, who have previously in- 
stalled three-speed gearboxes, to 
offer overdrive, which in effect 
gives five gear ratios. Coupled with 
this is the choice offered by Vaux- 
hall on their new Victors of a three 
or four-speed manual transmission. 

There is a marked trend toward 
the fully synchronized transmission 
and many models are going into 
production with three and four- 
speed gearboxes in which even first 
gear is synchronized. A good ex- 
ample of this is the new Triumph 
TR-4. 

Motors tend to get larger in all 
classes up to the four-liter mark. 
The very small motor, under 500 
c.c., is out of fashion. In some cases, 
the extra power results from modi- 
fication in design, but mostly the 
manufacturer has simply increased 
the cylinder capacity. 

In many of the new Continental 
models, increased power has been 
coupled with the adoption, in four- 
cylinder engines, of a five-bearing 
instead of the usual three-bearing 
crankshaft. The change results in 
longer life for the bearings and 
the motor can be tuned to run at 
much higher speeds, with conse- 
quent increase in brake horse- 
power, without vibration. The 
Swedish Volvo, the French Simca 
and the German Goggomobil S-1004 
are among the latest examples in 
this direction. 

Body styling has not changed 
drastically. Unnecessary ad orn- 
ments, like exaggerated tailfins, 
have been toned down and con- 
tours are more simple and func- 
tional. In some cases a few more 
inches have been given to seat- 
ing accommodation without in- 
creasing external dimensions. 
Trunks are roomier and there is 
a lot more glass. 

Independent suspension on all 
four wheels—very much a conti- 
nental practice unti]. recently—is 
now standard on several British 
models, among them the AC Grey- 
hound (Bristol), the Aston Martin 

DB 4, the new Jaguar Mark X and 
the Lotus Elite. The Lagonda now 
has independent coil front suspen- 
sion and a DeDion rear axle with 
torsion bar. 

Easier maintenance is obviously 
very much in the minds of auto de- 
signers. Some of the new models, 
like the Vauxhall Victor, have only 
four greasing points, needing atten- 
tion at intervals of about 12,000 
miles, while the new Hillman Super 
Minx manages with only three 
greasing points. The latest Fiat 500, 
goes one better—it has only two 
greasing points, while the unortho- 
dox Renault 4L needs no greasing 
at all. 

One definite trend is the great 
improvement in brakes since last 
year. This is achieved either by the 
adoption of disk brakes to front 
wheels or of larger diameter brake 
drums. Some speedy cars, like the 
new Jaguar Mark X, have stand- 
ardized disks on all four wheels 
and a notable safety feature is the 
use of independent fluid reservoirs 
and master cylinders for front and 
rear brakes so that if one system 
should fail there will still be one in 
reserve. 

Almost all the autos at Earls 
Court were equipped with an- 
chorages for safety belts and a 
few makers even standardize the 
harness itself. A score of safety 
belt makers are exhibiting. Their 
products range from the simple 
aircraft-type lap belt, for the peo- 
ple who want the most elemen- 
tary form of protection, to the 
full twin-shoulder harness. 

In the luxury field, one maker, 
Masco, offered a mink-covered 
nylon harness, with the price tag 
of $205, so that women may protect 
their bare shoulders, when wearing 
evening frocks, against the rub of 
the harness. The belt is inter- 
changeable with a standard harness 
for ordinary use. 

Among the hundreds of accessory 
makers showing their new products 
there were many outstanding ideas, 
some of which have just been men- 
tioned as items that help to make 


il the new cars different from what 


has previously been offered. 
Joseph Lucas showed several in- 
teresting new items of electrical 


equipment, including a new range} 


of distributors and a new current- 
voltage-sensitive control box. 


Show Attractions 








Queen of the Jaguar Line—the Mark X— 


Making its first appearance at the London Auto Show was the luxurious new Jaguar 


Mark X. The company said it has already received 4,000 orders from North America 
alone, although the Mark X is not scheduled to reach the United States until January 
or February. Jaguar said the car has many characteristics and engineering innovations 
of the XK-E sports car introduced last April. 





A New Baby from BMC— 


Luxury version of British Motor Corp.'s 850 models is the new Wolseley Hornet, 
which made its debut at the London Auto Show along with a new Riley version of the 
850. The Hornet joins Austin and Morris models and a new Cooper derivation. 





New Sunbeam fo Shine on U. S.— 


Sunbeam introduced its Harrington Le Mans at the London Auto Show. The car, 
specially designed for the United States market, is based on the Sunbeam Alpine. Its 
fiberglass body is built by Thomas Harrington, Ltd. U. S. price is $3,995 at East Coast 
port of entry. 






Look, Hans! No Body— 


Chassis of new Volkswagen 1500 was on VW stand at the London Auto Show. The 
engine rides on an auxiliary frame, Note the crankshaft-mounted blower at the ex- 
treme rear of the car. 





British Replacement for Wrecker— 


A new kind of recovery unit, the H. F. Tow-Boy, was introduced at the London Auto 
Show by Harvey Frost & Co., Ltd. The unit can be operated by one man and can be 
towed by a car if a truck is not available. 





Enforceable as State Law 


Tough DealerAd Code 
Outlined in Utah 


SALT LAKE CITY.—Utah’s new 
advertising code for vehicle dealers 
was outlined last week by the state 
officials who signed the code, Arn- 
old C. Randle, head of the Motor 
Vehicle Dealers Administration, 
and Norman S. Johnson, assistant 


attorney general. 

The code is modelled on stand- 
ards suggested by the National 
Automobile Dealers Assn. and is 
enforceable as state law. The 21 
points of the code are: 

1. Any advertised statements and 
offers of cars as to year, make, 
model, type, condition, equipment, 
price, tradein allowance, terms, and 
so forth, shall be clearly set forth 
and based upon facts. 

2. Bait advertising and selling 
practices shall not be used. A car 
advertised at a specific price shall 
be in the possession of the adver- 
tiser at the address given. 

8. When the price of an automo- 
bile is quoted, the car shall be clear- 
ly identified as to make, year, 
model, special equipment, etc. 

4. Such statements as “as low 
as,” “from,” and so forth, shall 
not be used in connection with a 
price unless a car or cars are 
available in each of the years, 
makes, models and types named 
in conjunction with the “as low 
as” price quoted. 

5. Because the intrinsic value of 
a used car is difficult to establish, 
specific claims of savings shall not 
be used. The word “wholesale” shall 
not be used in retail automobile ad- 
vertising to imply that cars are 
being offered at wholesale prices 
when such is not the case. 

6. The amount of the downpay- 


Dealer Credits 
Incentive Program 


For His Success 


PENTICTON, B. C.—Valley Mo- 
tors, Ltd. (Ford), never has had a 
losing year and much of the credit 
goes to a departmental incentive 
program, according to Gliss Win- 
ters, who founded the firm in 1949. 

The business is divided into five 
departments, each with a manager 
who is responsible for operating 
expenses, purchases and equip- 
ment. The departments are parts, 
service, paint, new and used cars. 

The incentive program was estab- 
lished to prevent one department 
from trying to gain at the expense 
of another and to encourage a gen- 
eral interest in the operations as a 
whole, Winters said. 

There is a commission bonus for 
the staff on gross profit of each de- 
partment, he continued, and an ad- 
ditional bonus on the net earnings 
of the entire business. 

Winters said he has found that 
this system encourages all depart- 
ment managers to work together 
for the common good. 

No department is expected to ab- 
sorb all of the firm’s operating 
costs, he said, adding that “each 
department must stand on its own 
feet and meet its share of the over- 
head.” 


Rate Boost Asked 
On Parcel Post 


WASHINGTON.—A 6-percent in- 
crease in parcel post rates has been 
asked by Postmaster General J. 
Edward Day, who also wants to re- 
vise size and weight limits and 
raise mail-catalog rates almost 14 
percent. 

The increases for fourth-class 
mail would have to be approved by 
the Interstate Commerce Commis- 
sion but would not need Congres- 
sional approval, Interested persons 
can submit views to the Post Of- 
fice Department before the pro- 
posal goes to the ICC. 

The annual deficit of the Post 
Office runs at about $840 million, 
and plans to raise first, second and 
third-class postage did not get be- 
yond the hearings stage in Con- 
gress this year. 






























AUTOMOTIVE NEWS, OCTOBER 30, 1961 



















Parts Peril Seen 
In Canadian Auto 


Recommendations 


TORONTO.—Some recommenda. 
tions of the Royal Commission on 
the Automotive Industry coulg 
harm Canadian parts manufactur. 
ers seriously unless safeguards are 
adopted, says the Community Auto 
Study Committee. 

The committee, representing 
Oshawa, Windsor, Hamilton, Oak. 
ville-Trafalgar and St. Catharines, 
presented recommendations to the 
Minister of Finance. It was the first 
such report on the Bladen Com. 
mission’s recommendations to be 
.| made public. 

The committee concurred in most 
of Professor Vincent W. Bladen’s 
suggestions. 

But enlargement-of-content pro- 
visions to give credit for Canadian 
parts used anywhere in the world 
would “further concentrate wide 
economic powers in the hands of 
a few” and would give auto manu- 
facturers a “powerful tool in ne- 
gotiating component prices with 
Canadian parts manufacturers 
from year to year,” the commit- 
tee said. 

This could lead to further dislo- 
cation within the parts industry, it 
said. 

The committee urged “immediate 
action” on these Bladen recom- 
mendations: 

That the base for application of 
sales tax on imported vehicles be 
changed from “duty paid value” to 
“sale price to the retailer,” putting 
them on an equal basis with do- 
mestic manufacturers. 

That the sales tax be assessed on 
a “national” wholesale price by dis- 
counting the price to the dealer, 
This would provide some minor 
taxation relief. 

That “Commonwealth content” 
provisions in tariff regulations be 
changed to read “Canadian con- 
tent.” This could prevent wholesale 
manufacture of parts in the United 
Kingdom for inclusion in Canadi- 
an-assembled vehicles. 


Birmingham, Ala., 
Gets S-P Branch 


BIRMINGHAM, Ala.—Studebak- 
er-Packard has opened a factory 
branch here. It is called Studebak- 
er-Birmingham and is managed by 
Wilson Kirksey, a former DeSoto- 
Plymouth dealer in Birmingham. 

Among the factory officials pres- 
ent at the formal opening were 
Frank Suslavich, genera! sales 
manager, and J. H, Brenner, assist- 
ant general sales manager. 

Brenner said Studebaker plans 
to open about 25 factory branches 
in towns where there is no repre- 
sentative or where the representa- 
tion is not the kind the factory 
desires. 


ment shall not be stated in such 
manner as to permit the impression 
that it is the selling price of the 
car. 

7. No specific price shall be 
stated in an advertisement as an 
offer for a tradein, if the price so 
stated is contingent upon the condi- 
tion, model or age of the prospec- 
tive buyer’s car, without so stating 
in the advertisement. The use of 
phrases such as “up to,” “as much 
as,” and so forth, shall not be con- 
sidered as adequate explanation, 

8 The phrases “no finance 
charge,” “no carrying charge,” or 
expressions of similar import, 
shall not be used when there is a 
charge for placing the transac- 
tion on a time-payment basis, 

9. The words “finance,” “loan,” 
“discount,” or others of similar im- 
port, shall not be used in the firm 
name or trade style of a company 
offering cars for sale, unless such 
firm is actually engaged in the fi- 
nance business and offering only 
bona fide repossessed cars. 

10. The term “repossessed” shall 
be used only to describe such cars 
as have been presently and directly 
taken back from a purchaser. Ad- 
vertisers offering repossessed cars 
for sale shall be willing to offer 
proof of such repossessions. An 
amount quoted as an unpaid bal- 
ance shall be the full selling price 
unless otherwise stated. 

11. When a “used” car of a cur- 
rent series is advertised, the first 
line of the advertisement must con- 
tain the word “used” or the text 
must clearly indicate that the car 
offered is used. 

12. The word “demonstrator” 
shall be understood to refer to a 
car which has never been sold to 
@ member of the public. 

13. Executives’ and officials’ cars 
must have been used by executives, 
personnel of a motor-car manufac- 
turer or dealer. 

14. Taxicabs, police, sheriff and 
highway patrol cars shall be so 
identified. The word “commercial,” 
or similar ambiguous terms shall 
not be used to describe such cars. 

15. Specific statements quoting 
the number of miles a used car has 
been driven shall not be used. 

16. Unsupported undersell- 
ing claims are viewed ag not in 
the public interest and shall not 
be used, This pertains to such 
statements as: “Our prices are 
guaranteed lower than elsewhere” 
and “Money refunded if you can 
duplicate our values.” 

17. Use of cards, circulars or 
other advertising containing such 
offers as “would you take $———,” 
“If I could get you $——— for your 
car,” etc., shall not be used. 

18. No equipment, accessories or 
other merchandise shall be describ- 
ed as “free,” if the advertised cars 
can be purchased at a discount or 
lesser price without such articles. 

19. “Free driving trial” can only 
mean that the purchaser may drive 
the car during the trial period and 
return it to the dealer within the 
specified period and obtain a refund 
of all moneys, return of car traded 
in, signed agreements or other con- 
siderations deposited. The exact 
terms and conditions of the “free 








Poster for Seat-Bel# Crusade— 


This is the poster being displayed in new-car dealerships to promote the “Women's 
Crusade for Seat Belts."" The General Federation of Women's Clubs and the Auto 
Industries Highway Safety Committee are co-sponsors of the drive for installation and 
use of seat belts to help cut the nation's highway fatality and accident toll. 

* * * ¢ 


Women’s Seat-Belt Drive 
Enlists Support of Dealers 


WASHINGTON. — The “Women’s | after Dec. 31 to determine that the 
Crusade for Seat Belts” is being| program goal of “A Million and 
brought to public attention through | One in ’61” has been achieved. They 
bom = a 5, Gee ae te also will be used to determine 
communities throughout the nation. ane state and local Federation 

A special Ore poster is ubs had seat belts installed by all 
sade their members, as well as the clubs 


pre Sh an ere conducting the most outstanding 
community activity in support of 


for dealership display. Extra cop- 
the crusade. 


ies also are available for use by 
16,000 General Federation of Current reports show monthly 
Women’s Clubs. seat-belt sales have tripled since 
The poster was designed by the| the crusade was announced in 
Auto Industries Highway Safety) April, according to the Highway 
Safety Committee. This indicates 


Committee, co-sponsor of the 
“Women’s Crusade for Seat Belts”| the combined efforts of the na- 
tion’s new-car dealers and 16,000 


with the federation, and is being 
distributed by American Motors| women’s clubs, with a member- 
Corp., Chrysler Corp., Ford Motor| ship of six million, along with the 
Co., General Motors and Studebak-| educational efforts of other or- 
er-Packard Corp. ganizations and government 
Each poster carries individual| agencies, hag materially increas- 
state Federation of Women’s Clubs| ed public interest in the use of 
identification, Clubwomen are being} seat belts, a spokesman said. 
Organizations cooperating with 


encouraged to use the extra copies 
provided each new-car dealer for| the General Federation of Women’s 
display in prominent places in their| Clubs and the Highway Safety 
communities. Committee include: American Med- 
This visual support of the Cru-| ical Assn,, Automobile Manufactur- 
sade supplements the automobile | ers Assn., Automotive Safety Foun- 
industry’s earlier announcement | dation, NADA, National Safety 
that all 1962 cars would have spe-| Council, National Tire Dealers and 
cial anchorages for seat-belt instal-| Retreaders Assn., President’s Com- 
mittee for Traffic Safety, U. S. Pub- 


lation as standard equipment. he fieaith faces ee ie 
Special Crusade cards are bein c a ce—Accide re- 
7, = vention Division, and tire manufac- 


supplied by the National Automo- 

bile Dealers Assn. for use by | turers. 

clubwomen and for distribution Additional assistance also has 

in their communities, New-car | been provided by President Ken- 

dealers are adding their support | nedy, governors and other public 

to the program by certifying each | officials, the Advertising Council, 

crusade card presented at their | automotive trade press, local news- 
papers, radio and television, Good 


places of business. The cards cer- 
tify that approved seat belts have | Housekeeping magazine, National 
Highway Users Conference, Out- 


been installed. 
All certified cards returned to} door Advertising Assn. and seat- 
belt manufacturers, 


crusade headquarters will be tallied 
New Commercial-Car Registrations for Connecticut 


April-August, 1961-1960; Revised Year-to-Date Totals 


Truck istrations by states are 
compil 


released weekly, as jed 
by R. L. Polk representatives in 
state capitals. 
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writing and a copy given to the| —(oaasconed | 67| 24471| 148) 3436, 23673| 5700| 9373| 682| 497 rH Toe] 001 Fal 
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your own deal,” “name your own | Fer Six Months 60| 609) 167213] 1423] 22015] 146992] 41101] 57998] 5983] 2387] 7994] 14529] 23209/ as 
” 4 Connecticut (July) ‘él 15} 230 21 164 43 155 22 3 65 136 74| 
Seeman Shoeeties sour os sont oe ee 
’ , All States Reported "bl| (126) 28417|  202| 3897| 26354) 5573) 11141| 810/466) 1284) 2607/3014, e389 
and phrases of similar import are r July 60} «90 26149 216| 37621 232951 _7568| 9646] 9661 6291 Lara] 2296] 34891 |_ 79674 
obviously untrue and shall not be | ~ Revised Totals bl) 545| 174659, 1088) 23146] 166133) 38745) aaa) 5226| 3313) 7863) 16036) 20019| 51846 
used. For Seven Months "60| 699] 193362| 1639] 25777 170285| 48666| 67644] 6949| 3016] 94681 14754] 26868| 571127 
The state hag declared violation | Connecticut (August) ‘ol 4) 164 y 26| al 47 a 8 6 21 8! 89, (0? 
of these regulations & misdemeanor All States Reported a a mF a ay Hee nL Time " ze Tins it 5) se 
ates Ke e | 
=e eee ieee anna given | —Fet August on ‘$0|__73_ 267961 248) Seas] 24839) 7481 ‘Gai9| 9au1 cool tonel aayrl Serl B14 
th o ve Revised Totals él) 1 199834, 1251 | 193167| 44901) 73175| 6003 a 9015| 18649| 23352) 600441 
a six-month jail sentence. For Eight Months 60) - 772] +220098} +1887] 29462| 194824] 56411] 77063] 7881] 3616] 10563} 19131] 30855| 652563 











Ss oo we" @ 








cee S&S 


TCS = ¢& 


the / Man Behind the Wheel... 





AUTOMOTIVE NEWS, OCTOBER 30, 1961 


Sales Testing 62 Mercury Comet 


Eprror’s Note: This is another 
in a series of articles exploring 
the sales features of ’62 American 


cars. . ,-2 


By L. H. Houck 
Travelling Correspondent 

HE '62 Mercury Comet is a com- 
eet with fine-car styling and 
excellent riding and driving char- 
acteristics well demonstrated in a 
1,000-mile test run. 

"The improved Comet engine 
contributes much to its flexibility 
and the automatic transmission 
js carefully engineered to the 
power plant with the result that 
the Comet does not miss any 
“pig-car” advantages. 

In traffic the Comet is much at 
home under all conditions. On the 
open road the driver can cruise all 
day at 70 or better in perfect com- 
fort, but the Comet particularly 
distinguishes itself in tight traffic 
situations Which the prospective 
owner should experience. 


Despite the Comet’s “scat,” the}, 


smal] engine is exceptionally quiet. 
Last year’s Comet was a perform- 
er, so that this year’s improvements 
are more remarkable by contrast. It 
makes one wonder what could be 
done to make it better. 
*K 


E crankshaft pulley is replac- 

ed by an integral pulley and 

vibration damper. A new carbure- 

tor improves idling and high-speed 

characteristics, resulting in smooth- 

ing out any vibration points inher- 
ent in the design. 

The carburetor has been com- 
pletely changed. This is the Hol- 
ley 1909. It is a single barrel of 
new design and is standard on 
both the 170 and the 144-inch en- 
gines. 

All in all, this is a lot more car- 
buretor than previous models had 
and it compares favorably with car- 
buretors used on larger engines. 
The economy seems to be about the 
same, although performance is im- 
proved. 

The fuel filter has been relocated 
and is now connected to the fuel 
pump. 

Maintenance periods have been 


Georgia Independents Push 
Campaign to Issue Titles 


By Sally Pfeiffer 
Staff Correspondent 

ATLANTA. — Two resolutions 
passed at the annual convention of 
the Georgia Independent Automo- 
bile Dealers Assn, have been fur- 
thered here recently. 

One—the Motor Vehicle Certi- 
ficate Title Act—was passed by 
the Georgia Legislature this year 
but no money was appropriated 
at the time for its implementa- 
tion. 

Tom C. Palmer jr., executive 
vice-president of the GIADA, has 
met with the Legislative Joint 
House and Senate Motor Vehicle 
Committees to discuss these mat- 
ters. 

The idea now appears to be to 
ask Gov. Ernest Vandiver to make 
the money available and to begin 
the program in September, 1962, at 
which time titles to the new 1963 
automobiles will be registered. 

Palmer has also met with the 
Peace Officers Assn. of Georgia, 
Suggesting that they join the 
GIADA in urging the governor to 
make this money available, This 





Ford Aeronutronic Unit 


Gets Missile Contract 


WASHINGTON. — The United 
States Army has announced that 
Ford Motor Co.’s Aeronutronic Di- 
vision has been awarded an $8 mil- 
lion contract for continued develop- 
ray of the Shillelagh missile sys- 
em, 

The work is to be performed at 
the Newport Beach (Calif.) facility 
of Aeronutronic, according to Col. 
Paul H. Scordas, commander of the 
Los Angeles Army Ordnance Dis- 
trict, which will administer the con- 
tract for the Army. 


changed with oil changes recom- 
mended at six months or 6,000 
miles, and oil filter and fuel filter 
replacement recommended at the 
same time. Carburetor air cleaner 
filter element is to be replaced at 
30,000 miles and a minor tuneup is 
recommended at 12,000 miles or 12 
months. This makes a large econ- 
omy package. 

The radiator comes with a long- 
life coolant installed for tempera- 
tures down to about 35 degrees 
below zero and is good for two 
years, 

The automatic transmission is 
Merc-O-Matic with a five-position 
selector lever mounted on the steer- 
ing column—park, reverse,: neutral, 
drive and low. 

* 























Changes Outside 


uss is big news under the 
hood and out of sight this year 
although the exterior of the new 
Mercury Comet gets. most of the 


Driver's Dream— 


Front-seat roominess is good in the 1962 
Mercury Comet, says L. H. Houck, Automo- 
tive News travelling correspondent. Houck 
also found that the well-grouped instru- 
ment panel contributed to driving pleas- 
ure. 


resolution was presented to the 
POAG Sept. 25-27 at their Jekyll 
Island convention. It was adopted 
unanimously. 

The GIADA is also advocating a 
motor vehicle safety inspection pro- 
gram, Capt. E. D. Mink, secretary- 
treasurer of the POAG, and Dr. 
Herman Jones, head of Georgia’s 
crime laboratory, received the pro- 
posal with enthusiasm. 

The Resolution Committee of 
the POAG turned the proposal 
over to the association’s attorney, 
Frank Edwards, so that he might 
investigate its legal aspects and 
gather statistics toward its possi- 
ble adoption at the next conven- 
tion. 

Pete Bunch, Savannah, president 
of GIADA, said, “If the 1,700,000 
automobiles on Georgia’s highways 
are subjected to a safety inspection 
program such as many states have, 
approximately 50 percent would not 
pass. 

“In order to stop this shameful 
waste of lives and this disgraceful 
destruction of property caused by 
these unfit automobiles, dumped 
into Georgia by other states, let the 
program begin soon and on the 
used-car lots of Georgia.” 

The Atlanta Independent Auto- 
mobile Dealers Assn. has unani- 
mously adopted the same two res- 
olutions previously adopted by the 
GIADA. 

The Georgia Automobile Deal- 
ers Assn. has taken a neutral 
stand on the proposed automo- 
bile law. Inasmuch ag the law is 
on the books, the association has 
asked that it be implemented in 
an orderly way to start with the 
1963 models. 

The GADA has offered its serv- 
ices in educating dealers and any 
people who have trouble with the 
details of this new law. 




















publicity, since the Comet becomes 
a full-fledged Mercury. 

In my book, the best appear- 
ance change was the two circular 
taillights in the remodelled rear, 
I found during the test miles that 
most people agreed with me, 


In front the car has a new alu- = 


minum grille. The new instrument 
cluster leaves nothing to be desired 
for the instruments are easy to 
read and illumination has been im- 
proved for everything except the 
automatic transmission quadrant. 

The quiet operation, mentioned 
previously, is enhanced by fiber- 
glass hood insulation, triple-layer 
floor insulation and factory applied 
undercoating, all making some 45 
pounds of sound deadening mate- 
rials which have been added. 

Body sizes remain essentially the 
same inside except for the trunks, 
which have 5 percent more capacity 


and easier entry. 
* oK 
A POLL of Comet owners on 
what they like best about the 
car showed 52 percent putting han- 
dling ease first, with gas economy 
running second. 
This survey indicated that there 
is no typical compact buyer but 
that buyers come from highest in- 


* 


|| come brackets down to the lowest, 


with one out of three Comet own- 
ers owning another car, which pegs 
the two-car trend as increasing. 

* * * 


Car Tested: 
762 MERCURY 
COMET 


Model: 54-B, four-door custom 
sedan, Sultana white, with tur- 
quoise vinyl and turquoise 3D 
broadcloth trim. 

Engine: 170-cubic-inch, over- 
head valve, in-line six, develop- 
ing 101 horsepower at 4,400 rev- 
olutions per minute, 156 pounds- 
feet of torque at 2,400 RPM. 
Bore and stroke, 3.50 by 2.94 
inches; compression ratio 8.7 to 
1, 

Transmission: M e r c-O-Matic, 
automatic; single stage torque 
converter with two-speed fully 
automatic planetary gear train. 

Dimensions and quantities: 
Wheelbase, 114 inches; overall 
length, 194.8 inches; overall 
height, 54.5 inches; overall width, 
70.4 inches; front tread, 55 
inches; rear tread, 54.5 inches. 
Gas tank, 14 gallons; crankcase, 
4% quarts, including oil filter. 
Rear axle ratio, 3.20-to-1. Cool- 
ing system, 8% quarts. Brake 
lining area, 313 square inches; 
luggage capacity, 29.8 cubic feet; 
turning circle, 39.9 feet; total 
curb weight, 2,544 pounds. 
Tires: 6.00 by 13, two-ply. 




































Carburetor Changed— 


New Holley 1909 carburetor with auto- 
matic choke on 1962 Mercury Comet is 
checked by L. H. Houck, Automotive News 
travelling correspondent. The new carbure- 
tor has five metering systems to provide 
the correct mixture at all speeds. A piston- 
type pump improves acceleration and the 
fuel inlet needle is tipped with a rubber- 
like material to provide positive opening 
and shut-off. 
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‘62 Comet a Full- 






Fledged Mercury— 


The 1962 Mercury Comet has improved flexibility, thanks to engine changes and a 
transmission that is carefully engineered to the power plant. Styling revisions identify 
the Comet more closely with the senior Mercury line. 


Counting the Nation’s Autos... 
Here’s How Car Sales 


Become Registrations 


By Robert M. Lienert 
Associate Editor 
AT’S the difference between a 
new-car sale and a registra- 
tion? 

Just what vehicles are included 
in registration reports? 

These and other questions on 
registrations frequently come to 
AUTOMOTIVE News. Answers are pro- 
vided by methods R. L. Polk & Co. 
uses in compiling registration sta- 
tistics. 

First of all, a “sale” is a retail 
delivery by a dealer which is re- 
ported through channels to his 
factory and appears in 10-day re- 
tail sales reports usually issued— 
but sometimes withheld—by the 
manufacturers. 

A “registration” is an official 
state record. A sale is not an offi- 
cial record until the car sold has 
been titled or registered with the 
Motor Vehicle Department of the 
proper state. 

* * * 
Cae registration is required 
by law in all states, no vehicles 
miss being counted in registration 
reports. By the same token, regis- 
tration reports cannot be inflated. 

The only vehicles which are not 
included in registration reports are 
off-highway units (because state 
registration is not required), fed- 
erally purchased vehicles which are 
to be used outside the United States 
and vehicles which are privately 
exported. 

Manufacturers provide Polk 
with lists of non-registered units 
used domestically by state and 
Federal governmental agencies. 
These cars are included in the 
registration report. Federally 
purchased cars not on these lists 
are excluded. 

To exclude privately exported ve- 
hicles, Polk has a list of export 
agencies, Some of these firms reg- 
ister vehicles for the first time in 
the U.S. although they may never 
be used in this country. Whenever 
Polk encounters a registration in 
the name of one of these exporting 
agencies, the registration is omitted 
by Polk. 

* * * 

SRRVTRATION figures do not 

agree with sales totals for a 
variety of reasons, the most im- 
portant being the time-lag between 
the actual sale and the registering 
of a new car, or because a car is 
sold outside a dealer’s territory. 
Generally, when a car is sold out- 
side a dealer’s territory, the regis- 
tration credit will also be outside 
that territory. 

Registrations in the name of a 
dealer are not counted by Polk for 
90 days after the registration. If the 
demonstrator is sold and the regis- 
tration transferred during the 90- 
day period, the registration is cred- 
ited immediately by Polk. 

After 90 days, dealer name reg- 
istrations are checked against 
Polk’s vehicle identification file. 
If a transfer already has been 
made, the registration in the 


dealer’s name is removed as a 
duplicate. Those not transferred 
within the 90 days are then 
credited. 

Lease cars registered in the deal- 
er’s name are not registered for 90 
days unless the dealer submits to 
his manufacturer a list of such 
vehicles. These registrations are 
credited immediately upon receipt 
of the list. 

Polk said that registrations in 
dealers’ names are not counted 
right away because each registra- 
tion counted is intended to reflect 
a sale. 

A registration in a dealer’s name 
does not constitute an actual sale, 
Polk says, and is therefore deferred 
to make total registration counts 


as accurate as possible. 
” * * 


pox checks its registrations 
against a vehicle identification 
file, which is a master list of serial 
numbers from all manufacturers. 
No registration is processed for 
credit until it has been checked 
against this master file. This, said 
Polk, insures that no vehicle re- 
ceives more than a single registra- 
tion credit. 

As registration records are re- 
ceived from official state sources 
and converted to punch cards for 
Polk’s electronic equipment, they 
are filed by make, model and series, 
and by year model, and to sequen- 
tial. identification number order ac- 
cording to each manufacturer’s 
numbering system. 

The electronic computer then 
audits each registration against the 
vehicle identification file, If it is 
found that a registration record 
is not already on file, the current 
registration is counted in the cur- 
rent month’s tabulation. 


If the registration record is on 
file, the current registration is 
removed as a duplicate and the 
duplicate becomes part of the 
registration history record on 
that vehicle in the vehicle infor- 
mation file. 


Last year’s model cars and trucks 
are counted as new models as they 
are sold and registered. For much 
of the year, in fact, two model 
years of vehicles are being proces- 
sed and included in Polk registra- 
tion reports. 

Polk compiles its registration re- 
ports only from official state docu- 
ments. This official registration in- 
formation is obtained from estab- 
lished sources in each state—in 
most instances from the Motor Ve- 
hicle Department. However, in 
some states, Polk cooperates with 
the Motor Vehicle Department by 
obtaining the information from lo- 
cal independent sources. 


—? 


Building Sabra Network 


ST. LOUIS. — William Bryan, 
Oldsmobile dealer in Beverly Hills, 
Calif., and North American distrib- 
utor for the Israeli-built Sabra, 
visited St. Louis to arrange Sabra 
dealerships. 
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Maurice Ott has been named 
manager of a newly created mar- 
keting services department for 
Perfect Circle Corp. 

The new department will supply 
specialized services for the com- 
pany’s sales and advertising divi- 
sions. Ott has been with Perfect 
Circle since 1956. 

* * * 
Houston Chemical Names 


Automotive Consultant 


William S, James, head of Wil- 
liam S. James Associates, Detroit, 
has been appointed automotive con- 
sultant for Houston Chemical 
Corp., an affiliate 
of Philadelphia & 
Reading Corp. 

James will 
serve as technical 
liaison for Hous- 
ton Chemical 
with the automo- 
tive industry in 
matters relating 
to the use of anti- 
knock additives 

= such as tetraethyl 
William S. James and tetramethyl 
leads, as well as ethylene glycol 
and other automotive products. 
* 





* * 


Willys Names Harpst to Head 


Overseas Manufacturing 

L. Earl Harpst has been: promot- 
ed to the newly created position of 
’ director of overseas manufacturing 

for Willys Motors, Inc. 

Harpst, who started with the 
company in 1915, has been staff as- 
sistant to E, C. McCleary, manu- 
facturing vice-president, since 1959. 
During World War II he was Wil- 
lys general production manager 
and prior to and after the war was 
manager of the former Willys as- 
sembly plant at Maywood, Calif. 

* 


Grisinger Named Head 
Of L-M Styling Studio 

The appointment of A. B. Gris- 
inger, former. executive stylist in 
the Mercury studio, as chief stylist 
in the Lincoln- 
Mercury studio 
has been an- 
nounced by Gene 
Bordinat, styling 
director, Ford 
Motor Co, 

Bordinat also 
announced the 
appointment of 
William P. Boyer 
and I. B. Kauf- 
man as executive 3 
stylists in the 4. 3. Grisinger 
Thunderbird-Falcon studio and the 
Mercury studio, respectively. 

ok * * 





Ford Credit Appoints 


Bradley Operations Chief 


Joseph C. Bradley has been ap- 
pointed an operations manager of 
Ford Motor Credit Co. in the com- 
pany’s home office in Dearborn. 

George W. Marion succeeds 
Bradley as manager of the Detroit- 
West office. Marion spent over 11 
years with Commercial Credit Corp. 
prior to joining Ford Motor Credit. 

aK * a 


Cooper Promotes Fitzgerald 


To Field Sales Manager 


William T. Fitzgerald has been 
promoted to field sales manager 
for the Cooper 
Tire Division, 
Cooper Tire and 
Rubber Co., with 
headquarters at 
Findlay, O. 

Fitzgerald has 
held a number of 
executive po sg i- 
tions in the Coop- 
er tire sales divi- 
sion during the 
past seven years. 
W. T. Fitzgerald He served as 
Cooper’s West Coast manager for 
two years, prior to his recent pro- 
motion, 





* * * 


Ford’s Los Angeles Plant 


Announces Six Changes 

Ford Motor Co.’s Los Angeles 
assembly plant has announced six 
organizational changes’and person- 
nel appointments, They are: 

R.. M. Sherwood, general produc- 
tion superintendent; C, E. Bernard, 
assistant plant manager; A. C. 
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Schwerdt, production manager; C. 
H, Culbertson, manufacturing en- 
gineering manager, a newly-created 
position; B. B. Dickinson, process 
engineering manager, and R. C. 
Taylor, production control man- 
ager. 
* * * 


Firestone Shifts Carter 
Edward F. Carter jr. has been 
named manager of the Detroit dis- 
trict of Firestone Tire & Rubber Co. 
He replaces R. Carl Brown, who 
was appointed manager of com- 
pany stores. 
* * * 
United Motors Announces 


Four Personnel Changes 
United Motors Service Division, 
General Motors, has named John A. 
Swayze, former Western regional 
manager, marketing manager for 








John A, Swayze W. L. Carlson 


Delco batteries in the division's 
central office in Detroit. He suc- 
ceeds William L, Carlson, who has 
been appointed Indianapolis zone 
manager. 

In other appointments, Raymond 








R. F. Ehler Maje T. Anderson 


F.. Ehler, Boston zone manager, as- 
sumes Swayze’s previous duties, 
and Maje T. Anderson, Indianapolis 
zone Manager, succeeds Ehler. 

_ 2s ® 


Ford Credit Appoints Four 


To Sales, Operations Posts 

Appointment of a sales director 
and three operations managers has 
been announced by Ford Motor 
Credit Co. They are: 

John J. Merriman, Southeastern 
sales director with headquarters in 
Miami; Paul J. Reimann, John M. 


/ 




























Naill and J. Russell Frank, opera- 
tions managers in the home office 
in Dearborn. 

* + * 
Olin Appoints Edgar 
Aluminum Sales Chief 


Fred H, Edgar has been appoint- 
ed aluminum gales vice-president 
of the Metals Di- 
vision, Olin Ma- 
thieson Chemical 
Corp., New York, 
succeeding Derek 
Richardson, who 
was named Mar- 
keting vice-presi- 
dent of Olin’s 
Chemicals Divi- 
sion, 

Edgar joined 
Olin in 1957 as 
Detroit region- 
al aluminum 
sales manager. He became director 
of aluminum extrustion operations 
in 1960. 

od * * 


Smith, Miller, Fairbank 


Are Promoted by Towmotor 
In an expansion of Towmotor 

Corp.’s top executive echelon, C. 

Edgar Smith, who has been presi- 






Signing Willys Engine Contract— 


Willys Motors, Inc., and Kendrick B. Brown, Detroit dealer magnate, have signed a 
contract for the remanufacture of Jeep engines for distribution as replacements in 
vehicles and for stationary power installations. The engines will be remanufactured 
by a Brown enterprise, Rebuilt Engine Products Co., Warren, Mich., and sold through 
Willys dealers. They will carry a standard new-engine warranty. At the contract sign- 
ing were, from left, James Beattie jr., Willys general sales manager; O. H. Vande- 
putte, Willys parts merchandising manager; Brown; Joseph W. Caskey, REPCO vice- 
president, and Walter F. Butlin, REPCO sales manager. Brown also owns Ken Brown, 
Inc., Chrysler-Plymouth dealership with two locations; Kenco Corp., a MoPar-authorized 
engine rebuilding and parts remanufacturing firm; Automobile Wholesale Parts Corp., 
MoPar parts distributor for Eastern Michigan; Repco Corp., a sales firm for handling 
















Fred H. Edgar 


dent since 1951,. has been named 
to the new post of chairman of the 
Executive Committee. 

Galen Miller, executive vice-pres- 
ident since 1959, is the new presi- 
dent, and Robert L. Fairbank has 
moved up from sales vice-president 
to executive vice-president. 

* * a 


L-M Appoints Huber 


Detroit District Manager 


William H. Huber has been 
named Detroit district sales man- 
ager for Lincoln-Mercury Division. 
He replaces E. F. Coll, who re- 
cently was promoted to central re- 
gional sales manager. 

Huber entered the auto business 
in 1938 and joined Ford Motor Co. 
in 1950 in Los Angeles, In 1957, he 
was appointed Mercury district 


manager in Kansas City. Since]: 


1959, he has been Memphis district 
manager for L-M. 
* * * 


Chrysler Promotes Blakeslee 


In Defense Operations 


Appointment of William S. 
Blakeslee as group executive—de- 
fense for Chrysler Corp. was an- 
nounced by T. F. Morrow, defense 
and special products vice-president. 

Blakeslee, formerly general man- 
ager of the Defense Operations 
Division, succeeds I, J. Minett, who 
was promoted to group executive 
and chief operating officer of the 

















rebuilt engines, and operates Michigan Dodge Truck Center, Dodge truck distributor 
for Michigan and parts of Indiana and Ohio. Ken Brown, Inc., also makes Perkins 


diesel conversions in Plymouth taxicabs. 





International Group. Blakeslee 
joined Chrysler in 1954 as director 
of government relations for the 
Defense Operations Division and 
was named division general man- 
ager in 1958. 

* * & 
Webster Appoints Jackson 
President, General Manager 


Directors of W. L. Webster Mfg., 
Ltd., Riverside, Ont., have appoint- 
ed Harold J. G. Jackson president 
and general man- 
ager of the firm. 

Jackson’s ca- 
reer includes 
more than 20 
years in the mar- 
keting of auto- 
motive products, 
management of 
national market- 
ing and advertis- 
Fy ing agency and, 

= most recently, op- 
Harold J. Jackson erations director 
of a chain of shopping centers 
across Canada. 
* * * 


Forsyth Appointed 


Donald R. Forsyth has been ap- 
pointed manager of Ford Motor 








Credit Co.’s branch office in Sag- 
inaw, Mich. 
cd * * 


Krueger, Smirl Named V-Ps 


Of Borg & Beck Division 
Borg & Beck Division of Borg- 

Warner Corp., Chicago, has named 

A, A. Krueger sales vice-president, 





R. L, Smiri_ 


A. A. Krueger 


and R. L. Smirl engineering vice- 
president. 

Krueger, who has been associated 
with Borg & Beck for 40 years, for- 
merly was sales Manager and as- 
sistant to the general manager. 
Smirl joined the division 25 years 
ago as a project engineer. He was 
director of engineering when his 
new appointment was announced. 

* * * 


Dodge Appoints Hughes 


*-|To L. A. Service Post 








Automotive Advertisers Council Meets in Canada— 


The influence of Canadian markets on United States manufacturers was the subject of one of the principal discussion periods 
at the fall meeting of the Automotive Advertisers Council, held at London, Ont. The Canadian meeting was the first in the 20- 
year history of the council. Among those attending the meeting were, from left, top row, Russell W. Case jr, honorary mem- 
ber; Tom Whellams; William Carty, duPont; Claude Whipple, Rich Mfg. Co.; Garland G. Fritts, Dow Chemical Co.; Leslie Peter, 
Tung-Sol; Dave Richardson, Hollingshead; Robert Bilby, Tung-Sol; Yale Shepard, Holley Carburetor Co.; Norman Moreland, Wix 
Corp.; John T. Davis, McCord Corp.; Gerald Veino, Dole Valve Co.; Cliff Storey, Perfect Circle Corp.; Herman C. Teetor, Perfect 
Circle, and Richard Hutchings, Tung-Sol. Second row: Mildred Nordlinger, Permatex; William Banta, American Hammered; Byron 
Ellis, Dow Chemical Co., John Norwood, Sealed Power Corp.; Ray Burke, Stewart Warner; Louis A. Leitz, Wohlert Corp.; Joseph A. 
Corsillo, Thompson Products; Richard McConnell, honorary member; Lester C. Dobrunz, Wagner Electric Corp.; M. Robert Wolfson, 
MarPro, Inc.; Lyle V. Martin, Thermoid; Glen A. Johnson, Stant Mfg. Co., and Joel N. Lipman, D-L Products. Seated: George A. 
Thoms, Thor; Alan A. Ballantyne, Monroe; Albert Joseph, AP Parts Corp.; Alfred Roffman, Standard Motor Products, Inc., and Nor- 
man Hull, Wix Corp. Present but not in the picture are Noble Hale, McQuay-Norris; L..J. McGrady, Electric Autolite, and James 


C. Keefe, Dayco Corp. 


S. C. Hughes has been appointed 
Dodge regional service counselor 
for the Los Angeles region. 

He has been with Chrysler Corp. 
in a service capacity since 1956 and 
has been assigned to the Southern 
California area. 

* * * 
Romain Named President 


Of Novo Industrial 


William A, Romain has been 
elected president of Novo Industrial 
Cory. parent organization of Mit- 
cherl Specialty 
Division, Phila- 
delphia, maker of 
automotive parts 
and overhead ga- 
rage door tracks. 

Romain, who 
joined Novo in 
1959 as executive 
v ic e-president, 
will serve as the 
firm’s chief oper- 
ations ang ad- , 
ministrative offi- W. A. Romain 
cer. Walter E. Bronston, whom he 
succeeds as president, remains 
board chairman and chief executive 
officer of Novo Industrial. 

*” * CJ 


Motorcraft Names Noble 


To Southeastern Region 


Ford Motor Co, has established 4 
Southeastern regional office in At- 
lanta for its Motorcraft Division. 

Manager of this regional office is 
Howard W. Noble, who will direct 
a staff of 35. The district includes 
sales Managers in Atlanta, Char- 
lotte, Jacksonville and Memphis. 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. ee 


CHICAGO 


Arena Auto Auction, Sale every Tuesday. 
Prices are for sale of Oct. 17. Market red 
hot, Terrific sale, Sold 451 cars from 615 


nsignments. 
BUICK—’ ’59 Electra 4-dr. hardtop, $1,635* 


(ps); LeSabre 4-dr, hardtop, $1,555* 
(ps), $1,400*; 4-dr., $1,240* (ps), $1,- 
120*; Invicta 4-dr, hardtop, $1,500* 
(ps); conv., $1,425* (ps). 

58 Special 4-dr, Riviera, $1,025* (ps), 
$710*; 2-dr., $745*. 

57 Super 4-dr. Riviera, $820* (ps), 
$700* (ps); 2-dr, Riviera, $600* (ps); 


Riviera, $630*; Special 


Century 4-dr, 
4-dr. Riviera, 


4-dr., $600* (ps), $450*; 
$575*, $570*. 

56 Special conv., $340* (ps). 

CADILLAC—’61 (60) Special 4-dr. hard- 
top, $4,590* (ps); de Ville 4-dr. hard- 
top, $4,435* (ps); (62) conv., $4,350* 
(ps); 4-dr. hardtop, $4,160* (ps), $3,- 
950* (ps); 2-dr. hardtop, $3,905* (ps). 

60 (62) 2-dr. hardtop, $3,790* (ps); 4- 
dr. hardtop, $3,250* (ps), $3,055* 
(ps); de Ville 4-dr, hardtop, $3,750* 
(ps), $3,500* (ps); 2-dr. hardtop, $3,- 
470* (ps), $3,300* (ps). 

59 de Ville 2-dr. hardtop, $2,870* (ps); 
(62) 4-dr. hardtop, $2,650* (ps), $2,- 
380* (ps). 

'58 (62) Coupe de Ville, $1,675* (ps). 

‘57 (60) Special 4-dr, hardtop, $1,310* 


(ps); (62) Coupe de Ville, $1,250* 
(ps). 
‘5S (75) 4-dr., $1,235* (ps); (62) 2-dr. 


hardtop, $430* (ps). 

CHEVROLET—’ 61 Impala (8) sport sedan, 
$2,310* (ps), $2,250* (ps), $2,100* 
(ps); conv., $2,205* (ps); 4-dr., 2 at 
$2,125* (ps); Bel Air (8) 4-dr., $2,- 
015* (ps), $1,930*, 2 at $1,900*; Bel 
Air (6) 4-dr., $1,600; Parkwood (8) 
4-dr., $1,985*; Corvair Monza (6) 4- 
dr., $1,900, $1,825*. 

"60 Corvette (8) conv., $2,650; Impala 
(8) sport sedan, $1,875, $1,865* (ps), 
$1,815* (ps), $1,795*, $1,755* (ps); 
conv., $1,750* (ps); 4-dr., $1,670* 
(ps); Impala (6) sport sedan, $1,700* 
(ps); Bel Air (8) sport sedan, $1,670* 
(ps), $1,590* (ps), $1,585* (ps), $1,- 
505*; 4-dr., $1,575* (ps), $1,550*, $1,- 
540*, $1,505* (ps); Bel Air (6) 4-dr., 
$1,560*; sport sedan, $1,545* (ps); 
Parkwood (8) 4-dr., $1,655*; Brook- 
wood (6) 4-dr., $1,500*, $1,425*; Bis- 
cayne (8) 4-dr., $1,415*; Biscayne (6) 
2-dr., $1,335*, $1,305. 

59 Impala (8) sport sedan, 
(ps), $1,500* (ps), $1,500*, 
(ps), $1,445* (ps), $1,430* 
Kingswood (8) 4-dr., $1,450* 
Brookwood (8) 4-dr., $1, 355*; 
wood (6) 4-dr., $1,190* (ps), 
Parkwood (6) ote a. $1,270"; Bel Air 
(8) 4-dr., $1,240*, $1,200*, $1,110*; 
Bel Air (6) 4-dr., $985*; Biscayne (8) 
moar, $1, 105*; Biscayne (6) 4-dr., 
$955; , $950, $935*. 

"5S onan’ (8) ‘conv., $2,000; Impala 
(8) sport coupe, $1, 065* (ps), $1,025*; 
Brookwood (8) 4-dr., $995*; Bel Air 
(8) 4-dr., $955*, $915* (ps), $910*; 
sport sedan, $910*; Bel Air (6) 4-dr., 
$895*; sport sedan, $880*. 

‘57 Bel Air (8) 4-dr., $865*; sport sedan, 


$1,515* 
$1,480* 
(ps) ; 
(ps) ; 
Brook- 
"$1,050"; 


$840*, $830* (ps). 

‘56 Bel Air (8) 4-dr., $610*; Two-ten 
(8) 2-dr., $520*. 

55 Bel Air (8) 4-dr., $550*; sport 
coupe, $540*, $435*; Bel Air (6) 4-dr., 
$350; Two-ten (8) 2-dr., $385*; Two- 
ten (6) 2-dr., $300. 

54 Two-ten 2- dr., $385*. 

CHRYSLER—’ 60 Saratoga 4-dr. hardtop, 
$1,905* (ps); Windsor 4-dr., $1,685* 
(ps). 

55 NY 4-dr., $400* (ps). 

DeSOTO—’'60 Fireflite 4-dr., $1,295* (ps). 

DODGE—’61 Lancer 170 (6) 2-dr., $1,250. 

*59 Coronet (8) 2-dr. hardtop, $1,065*,. 


58 Coronet (6) 4-dr., $525*. 
‘57 Coronet (6) 4-dr., $375*, $315* (ps). 
"56 Coronet (6) Suburban 2- dr., $390*; 
Coronet (8) 2-dr, hardtop, $305*, 
FORD—'61 Fairlane 500 (8) 2-dr., $1,825*. 
’60 Thunderbird (8) conv., $2, 550* (ps), 
$2,430* (ps), $2,400* " (ps), $2,345* 
(ps); 2-dr, hardtop, $2,285* (ps); Gal- 
axie (8) 4-dr, Victoria, $1,575* (ps), 
$1,485* (ps), $1,390* (ps); 4-dr., $1,- 
335*; Ranch Wagon (6) 4-dr., $1,325; 
Custoi 300 (8) 4-dr., $1,195; Fairlane 
500 (6) 4-dr., $1,150*, $1,025; 2-dr., 
$1,075*; Falcon (6) 4-dr., $1,150; Fair- 
é lane (6) 4-dr., $1,065*; 2-dr , $1,055*. 
59 Thunderbird (8) 2- dr. hardtop, $1,- 
690* (ps); Country Sedan (8) 4-dr., 
$1,290*; Galaxie (8) 4-dr., $1,130*; 
2-dr. $1, 125*; Ranch Wagon (8) 4-dr., 
$1, 020; Custom 300 (8) 4-dr., $830, 
$655; 2-dr., $700*; Custom 300 (6) 
4-dr., $760*: Fairlane (6) 4-dr., $625*. 


CHEVROLET — 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


60 61 "60 +61 60 61 % = 
DP 


Jan. Feb. March 


’58 Thunderbird (8) conv., $1,740* (ps); 
Castom 300 (8) 4-dr., $710*; Fairlane 
(6) 4-dr, Victoria, $455* (ps); Fair- 
lane 500 (6) conv., $400*. 

’57 Fairlane 500 (8) 4-dr. Victoria, $660* 
(ps); Country Sedan (8) 4-dr., $620*; 
Fairlane (6) 2-dr, Victoria, $305. 

’56 Fairlane (8) 2-dr, Victoria, 
(ps). 

’55 Thunderbird (8) conv., $700*. 

IMPERIAL — ’57 Imperial 2-dr. hardtop, 
$955* (ps), $910* (ps). 

LINCOLN—'59 Continental Mark IV 4-dr. 
hardtop, $2,275* (ps); 4-dr., $1,800* 
(ps). 

’57 Capri 4-dr. hardtop, $750* (ps). 


$450* 


MERCURY—’60 Comet 2-dr., $1,275*. 

’59 Park Lane 4-dr. hardtop, $1,525* 
(ps). 

’57 Colony 4-dr., $650*; Commuter 4-dr., 
$600*; Montclair 4-dr., $540* (ps), 
$535* (ps). 

OLDSMOBILE—’61 Starfire conv., $3,385* 


(ps); (98) 4-dr. Holiday, $2,690* (ps). 

’60 (88) Super 4-dr. Holiday, $2,285* 
(ps), $2,175* (ps); (98) 2-dr. Holiday, 
$2,170* (ps); (88) conv., $2,060* (ps); 
4-dr., $1,830* (ps). 

’59 (88) Super Fiesta 4-dr., $1,815* (ps); 
4-dr. Holiday, $1,560* (ps), $1,550* 
(ps); (98) 4-dr. Holiday, $1,730* (ps); 
conv., $1,530* (ps). 

’58 (88) Super 4-dr. $1,135* 
(ps). 

’57 (88) 4-dr. Holiday, $785* (ps). 

"56 (98) 4-dr., $540* (ps); (88) 4-dr. 
Holiday, $310* (ps). 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
335*; Suburban (6) Deluxe 4-dr., $1,- 
055*; Suburban (8) Deluxe 2-dr., $1,- 
050*. 

59 Suburban (8) Custom 4-dr., $1,000* 
(ps); Deluxe 4-dr., $925* (ps); 2-dr., 
$555* (ps); Fury (8) 2-dr. hardtop, 
$995*; Belvedere (6) 2-dr. hardtop, 
$735*; Savoy (6) 4-dr., $545*. 

’57 Belvedere (8) 4-dr, hardtop, $560* 
(ps); 2-dr. hardtop, $490*; Plaza (8) 
4-dr., $380*. 

PONTIAC—’61 Ventura 4-dr. Vista, $2,- 
435* (ps); Catalina 4-dr, Vista, $2,- 
250* (ps); Tempest (4) 4-dr., $1,600*. 

60 Bonneville conv., $1,995* (ps), $1,- 
950* (ps); Catalina 4-dr, Vista, $1,- 
900* (ps); 4-dr., $1,860* (ps), $1,760* 
(ps); sport coupe, $1,635* (ps). 

’59 Bonneville 4-dr. Vista, $1,730* (ps), 
$1,480* (ps); conv., $1,550* (ps), $1,- 


Holiday, 


450* (ps), $1,435* (ps); Star Chief 
4-dr, Vista, $1,420* (ps); Catalina 4- 
dr., $1,300*, $590*; sport coupe, $1,- 
125. 

’58 Chieftain 4-dr., $700*; 2-dr., $665*; 
4-dr. Catalina, $590* (ps). 

"57 Star Chief 4-dr., $670*; 2-dr. Cata- 
lina, $580*; Chieftain 4-dr, Catalina, 
$650* (ps). 

RAMBLER—’60 Deluxe (6) station wagon, 
$1,170* (ps). 

’59 American (6) Super station wagon, 
$885; 2-dr., $800. 

STUDEBAKER-~’59 Lark (6) station wag- 
on, $770*. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday. Prices are for 
sale of Oct. 17. 

BUICK—’61 LeSabre 4-dr. $2,- 
790* (ps). 

"60 LeSabre 4-dr. hardtop, $2,385* (ps). 

°59 LeSabre Estate Wagon, $1,900* (ps), 

$1,890* (ps); 2-dr. hardtop, $1,660* 
(ps), $1,625* (ps); 4-dr. hardtop, $1,- 


600*; Invicta Estate Wagon, $1,850* 
Electra 2-dr. hardtop, $1,765* 


hardtop, 


58 RM conv., $965* (ps); 
Wagon, $855". 

’57 Century Estate Wagon, $775* (ps); 
Special 2-dr. Riviera, $700* (ps). 
56 Super 2-dr. Riviera, $570* (ps); 
cial 4-dr. Riviera, $525* (ps); 

Riviera, $510*. 

’55 Century 2-dr. Riviera, $435* (ps), 
$370* (ps); Special 2-dr. Riviera, 
$355* (ps); 4-dr. Riviera, $310* (ps). 

’54 RM 2-dr. Riviera, $205* (ps). 

’41 Super 2-dr., $300. 

CADILLAC—’60 (62) conv., $4,135* 
de Ville 4-dr. hardtop, $3,700* (ps). 

’59 Eldorado Seville, $3,300* (ps); (62) 
conv., $3,300* (ps); 2-dr. hardtop, 
$3,200* (ps); 4-dr. hardtop, $2,850* 
(ps). 

"58 (62) Sedan de Ville, $2,335* (ps); 
Coupe de Ville, $2,200* (ps); (60) Spe- 
cial 4-dr. hardtop, $2,275* (ps). 

"57 (60) Special 4-dr. hardtop, $1,650* 
(ps); (62) 2-dr. hardtop, $1,635* (ps), 
$1,575* (ps); Coupe de Ville, $1,350* 
(ps). 

'56 (62) Coupe de Ville, $1,035* (ps); 
2-dr. hardtop, $1,020* (ps); (60) Spe- 
cial 4-dr., $685* (ps). 

"55 (62) 4-dr., $750* 
Ville, $650* (ps). 

’54 (62) 4-dr., $405* (ps). 

’53 (62) 2-dr., $295*. 

61 Impala (8) 

(ps), $2,320*, 

sport sedan, 


Special Estate 


Spe- 
2-dr. 


(ps); 


(ps); Coupe de 


sport 
$2,275* 


$2,520* 
$2,250*; 


$2,225; 


coupe, 
(ps), 


George A. Lamb 
° 


"61 "60 =+’61 "60 «—’61 
June duly 


"61 "60 
May 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Corvair Monza (6) 2-dr., $2,025%; 
Corvair 700 (6) station wagon, $1,750; 
Corvair 500 (6) 4-dr., $1,650*. 


’60 Impala (8) sport coupe, $2,150* (ps), 
$2,140* (ps), $2,100* (ps), $2,085, 
$2,000* (ps), $1,935; 4-dr., $1,870* 

$2,100*; Cor- 

$1,670*; Corvair 
4-dr., $1,375*; 


(ps); Nomad (8) 4-dr., 
vair Monza (6) 2-dr., 
700 (6) 2-dr., 


$1,405*; 
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Huntsville, Ala.—Friday 
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Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 

Phone: SU 1-782i 
SALE EVERY TUESDAY 
11:00 A.M. 

Norman Early 

wners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our [5th Year of 
ntinuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 


A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
big, quality auction. Thursdays. 
W. Palm Beach Fairgrounds. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars a 
ed. Thur., 12 noon. Established 1947 


MICHIGAN 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
“DUAL RING" 2 lines running simultane- 
ously. 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 

Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management, 

MICHIGAN'S FINEST SALE 

SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice- Pramtent and Manage: 
3711 Western Road Phone CEdar 2-318! 
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Biscayne (8) 2-dr. 


,$1,400*; Biscayne 
(6) 2-dr., $1,300. 

*59 Corvette (8) conv., 
(8) sport coupe, $1,740* (ps), $1,620* 
(ps); Parkwood (8) 4-dr., $1,625* 
(ps), $1,500* (ps); Bel Rir (8) 2-dr., 
$1,350* (ps); Biscayne (6) 2-dr., $1,- 
110, $1,035*, $955, $900*. 

’58 Impala (8) sport coupe, 


$2,460; Impala 


$1,390* 


MICHIGAN : 


JOHNSON AUTO Aptco 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 1/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 








Minutes from New York City 


Shylimess 


AUTO ge ae 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 -Auctioneers 
Insured By 


AUCTION INSURANCE AGENCY, 
Birminghem, Alabama 
EVERY TUESDAY AT NOONI! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 





LUCA D, the Dealers’ Directory 


to Leading Auto Auctions. 


(ps), $1,280* (ps), $950* (ps); Bis- 
cayne (8) 4-dr., $765*; Biscayne (6) 
2-dr., $725°. 

’57 Bel Air (8) sport coupe, $1,205* 
(ps), $1,070*, $1,020, $975; sport se- 
dan, $955* (ps); Two-ten (8) station 
wagon, $870*, $825*, $635*; sport 
coupe, $855*; 2-dr., §780*; 4-dr., 
$750*; Two- ten (6) 4- dr., $585*. 


’56 Bel Air (8) station wagon 4-dr. (9 
pass.), $850*; conv., $735*, $585; sport 
coupe, $680*; 4-dr.,” $640* (ps), '$585*; 
2-dr., $565*; Two-ten (8) station wag- 
on, $640*, $625, $460* (ps); One-fifty 
(8) 2-dr., $525*; station wagon, $475; 
One-fifty (6) 2-dr., $525*; station 

$475; One-fifty (6) 2-dr., 

‘55 Bel Air (8) station wagon 4-dr., 

$635* (ps), $625*; 2-dr., $585*, $485*; 

conv., $575*; 4-dr., $520*, $485* (ps); 

Two-ten (8) station wagon, $600*, 

$425; 4-dr., $500*, $410, $385; Delray, 

$335*; Two-ten (6) station wagon, 


$475*; 2-dr., $325. 
$250* (ps); 4-dr., 


’54 Bel Air conv., 
$235*; One-fifty 2-dr., $200; Two-ten 
2-dr., $180*. 

’53 Bel Air 4-dr., $255*; 
Two-ten 4-dr., $240. 

CHRYSLER—’57 NY 2-dr. hardtop, 
100* (ps); Windsor 2-dr, 
$705* (ps). ; 

’56 Windsor 2-dr, hardtop, $645* (ps). 

55 NY 4-dr., $560* (ps), $400* (ps); 
(300) 2-dr. hardtop, $535* (ps). 

’53 Windsor 4-dr., $185*. 

DeSOTO—’55 Firedome 4-dr., $325* (ps). 
DODGE—’59 Coronet (8) 4-dr. hardtop, 
$1,300* (ps); Coronet (6) 2-dr., $950. 

’58 Coronet (8) 2-dr., $610*. 

’57 Sierra (8) 4-d. (9 pass.), $1,010* 
(ps); Coronet (8) 2-dr. hardtop, 
$635*; 4-dr., $420*. 

EDSEL—’59 Ranger (6) 4-dr., $850*. 
’58 Citation (8) 4-dr. hardtop, $675*. 
FORD—’61 Thunderbird (8) 2-dr, hardtop, 
$3,985* (ps), $3,500* (ps); Galaxie (8) 
2-dr. Victoria, $2,175* (ps); Falcon 
(6) station wagon, $1,765*. 

"60 Galaxie (8) Starliner, $1,885* (ps); 
2-dr., $1,485* (ps); Country Sedan 
(8) 4-dr. (9 pass.), $1,750* (ps); (6 


(Continued on Page 58, Col, 4) 


2-dr., $145°*; 


$1,- 
hardtop, 





NEW JERSEY 


Every WEDNESDAY 11 A.M. 
OVER 


TYG. CR 


EVERY WEEK LANES 


Insured Checks and Titles 
EVERY WEDNESDAY at NOON 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 
TIM ANSPACH INC. 
Deeler Aute Auction 
Albany 5, N. Y. 


Ev Menday — !1 O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





AKRON—A-1 Auto Auction, U.S. 224, 


PL 3-6643, Titles, Checks guaran: 


teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 


ALLENTOWN, PA. (In Kuhnsville) 
EVERY MONDAY AT NOON 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. | 














By Martin L, Whitmyer 
Staff Writer 


Dodge is introducing its 1962 line 
of trucks with a different type of 
in newspa- 
pers, magazines and outdoor media. 


advertising campaign 


The newspaper ads, which 
began running in 199 papers in 
172 markets on Oct. 16, are of a 
testimonial nature, said D. R. 
Crandall, director of truck mar- 
keting, because “we consider it 
advantageous to have a third 
party support our story of tra- 
ditional Dodge dependability and 
trouble-free operation. 


“However, our new campaign dif- 
fers sharply from customary testi- 
monial-type truck advertising, 
which usually features a smiling 


owner standing beside his vehicle. 
Neither truck owner nor vehicle 


appear in our ads. Our reason for 


this is that we wish to emphasize 
benefits for the truck owner rather 
than product details,” Crandall said. 


The magazine schedule includes 


black and white spreads in Nation’s 
Business, Farm Journal, Commer- 


cial Car Journal, Fleet Owner, 


Transport Topics, Western Truck- 
ing, Go-Transport Times of the 
West and Southern Motor Cargo. 
State trucking association publica- 
tions had single-page, black and 
white insertions in October. 

Vocational publications on the 
schedule include Construction 
Methods, Contractors & Engineers, 
Engineering News Record, West- 
ern Construction, Building Supply 
News, National Petroleum News, 
Oil & Gas Journal, Milk Dealer, 
Domestic Engineering, Plumbing & 
Heating Business, Baker's Weekly, 
Bottling Industry, Chain Store Age, 
Beer Distributor, Cleaning & Laun- 
dry Age, National Cleaner, Elec- 
trical World, Lumberman, Southern 
Lumberman, National Provisioner, 
Pit & Quarry, School Management 
and Rock Products. 

A November outdoor showing is 
scheduled in 137 markets, The 
boards also are of a testimonial 
nature, emphasizing economy and 
capacity features of Dodge trucks. 

Reprints of a single-page, black 
and white Dodge truck ad, which 
appeared recently in AUTOMOTIVE 
News, have been sent to more than 
44,000 fleet owners. The institutional 
ad details Dodge’s policies for ex- 
pediting vehicle deliveries, parts 
ordering, service, sales training and 


expanded sales engineering. 
* * * 


Boost for Simca 

The new Simca ‘5’ economy im- 
port is being introduced to the 
American public with the largest 
advertising budget since 1959, ac- 
cording to Peter Nunez, general 
manager, United States Simca 
Sales, Export-Import Division, 
Chrysler Corp. 
In addition to a national cam- 
paign in such magazines as The 
New Yorker, Sports Illustrated and 
Time, Simca is utilizing its enlarg- 
ed advertising budget in local level 
and dealer cooperative ad pro- 


Coming Events 


(Continued from Page 12) 


General 
Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 


Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 

Dec. 9-I1—8th Annual Auto Trim Show- 
Convention, Hotel Ambassador, Los An- 


geles. 
1962 

Jan. 8-12—Society of Automotive 
neers, Cobo Hall, Detroit. 

Jan. |1-12—Maintenance committee, Reg- 
ular Common Carrier Conference, Hotel 
Tuller, Detroit. 

%& Jan. 25-26—National Forum on Auto- 
motive Air Conditioning, Statler Hotel, 
Dallas. 

Jan. 29-3I—Automotive Accessories Manu- 
facturers of America, McCormick Place, 
Chicago. 

Feb. 1-2—Private Truck Council of Amer- 
ica, Statler Hilton, Detroit. , 
Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 


Engi- 


cago. 

March 12-16—Society of Automotive Enai- 
neers, Passenger Car and Body, Shera- 
ton-Cadillac Hotel, Detroit. 

March 21-25 — Pacific Automotive Show, 
Memorial Coliseum, Portland. 

April 11-13—Canadian Automotive Service 
Show, Canadian National Exhibition 
Grounds, Toronto. 

May 21-23—Automotive Engine Rebuilders 
Assn., Sheraton Cadillac Hotel, Detroit. 


Dodge Truck ‘Testimonials’... 


Auto Advertising 


AUTOMOTIVE NEWS, OCTOBER 30, 1961 


while the Chronicle promotion 
will revolve around the theme of 
“Start the New Year Right... 
Buy a 1962 Car.” 

Included in the features in the 
rotogravure sections of the news- 
papers, will be 1962 models in re- 
view, car buying tips, stories on 
compact cars, automotive financing 
information and safety tips. 

* * * 


Naegele Blankets Nevada 


Naegele Advertising Co., Inc., has 
announced the acquisition of Hey- 





















grams directed from Detroit. These 
include newspaper, radio, television 
and outdoor advertising. 

Other magazines which will be 
used in the Simca ‘5’ introduction 
include Sunset, Car & Driver, Har- 





a 


NEW ‘62 CHEVY TRUCKS ! BUILT TO KEEP RUNNING 


AND RUNNING 
AND RUNNING 
AND RUNNING 
AND RUNNING 
AND RUNNING 
AND RUNNING 


pers Magazine, Atlantic, Playboy, fot ; 
and Road & Track, Nunez said. Ads pe “Neer “The alae ee ta —— an cn eeticadiai ee 










will be spreads, full and fractional 
pages. 


Naegele complete coverage of 
Nevada outdoor advertising. 
Heywood will assume the name 


New for '62— 


* * * 


Tribune Tips Hat to Autos 


Approximately 20 pages of the 
64-page rotogravure section of 
the Oct. 29 issue of the Chicago 
Tribune Magazine was devoted to 









Chevrolet is using 34,000 outdoor posters to introduce its 1962 cars and trucks 
in Chevrolet's biggest advertising campaign in history, according to Edward N. Cole. 
Chevrolet general manager. Chevrolet trucks are featured on 16,000 panels, and cors 
on 18,000. Newspapers, radio, television and magazines round out the media schedule 
Campbell-Ewald Co., Detroit, is the agency. : 


of Naegele Outdoor Advertising Co. 


of Nevada, Inc. 
* + * 


Perkins Adds PR Unit 


The Perkins Group of Companies, 





automotive features and adver- 
tisements. 

An article by Hal Foust, Trib- 
une auto editor, traced automo- 
tive progress during the past 15 
years. Other stories covered styl- 
ing trends, compact cars and ex- 
pressway driving. 

Fall announcements of auto- 
mobile manufacturers were pre- 
sented in nine pages of advertis- 
ing, including two facing Ford 
pages and full-page units on 
Buick, Cadillac, Chevrolet, Chrys- 
ler, Pontiac, Rambler and Stude- 
baker. 


* * * 
Bishop Opens PR Firm 

Marden R. Bishop, former direc- 
tor of public relations for Willys 
Motors, Inc., has established a pub- 
lic relations counselling service in 
the Ottawa Hills Center, 4334 W. 
Central Ave., Toledo, O. 

The firm, known as Marden R. 
Bishop Associates, will specialize in 
public relations services involving 
product and institutional publicity; 
community and government rela- 
tions on the local and state levels; 
employe, stockholder, and trade re- 
lations and internal and external 


publications. 
* * * 


producer of diesel engines with 
headquarters in Peterborough, 
England, has established an inter- 
national public relations organiza- 
tion. 

Heading the organization is John 
Bowman, who was with Austin 
Motor Co. prior to joining Perkins 
earlier this year. Others in the de- 
partment are F. G. Hooper, group 
press and United Kingdom public 
relations manager; K. W. Reed, 
employe publications manager; 
R. H. Thompstone, press Officer, 
and H. Henson, factory visits co- 
ordinator. 











* * * 


Chemstrand Compares 


A sales training film that spells 
out the difference between nylon 
and rayon tire cord has been pro- 
duced by Chemstrand Corp., mak- 
ers of Chemstrand nylon. 

Titled “What’s the Difference?” 
the 10-minute film compared nylon 
and rayon in cord strength, impact 
strength, wet strength and during 
high speed driving. 

The 16-mm sales training film and 
a special booklet on the comparison 
between nylon and rayon tire cords 
are available to the tire trade and 
related industries through Chem- 
strand Corp.’s Tire Merchandising 
Office, 3% Overwood Rd., Akron 
13, O. 


New Name for Fleet Magazine 


Transportation Supply News, 
with the November issue, is 
changing its name to Fleet Man- 
agement News. The publication, 
founded in 1945, is published by 
Stanley Publishing Co., Chicago. 

Emil G. Stanley, publisher, said 
the same product news formula 
will be retained, but the company 
considered the new name to be 
“more descriptive of the editorial 
contents, the market served, and 
the readers, as well as more de- 


finitive of the reader response.” 
* * * 


* * * 
Personnel Changes 

Richard J. Muller from news di- 
rector of KDKA-TV, Pittsburgh, to 
manager of radio and television 
services on Chrysler Corp.’s public 
relations staff, succeeding Robert 
J. Shafer, who resigned to take a 
news executive post with the Na- 
tional Broadcasting Co, in Phila- 
delphia .. . James E. Browne from 
leasing broker with Ryder Auto- 
mobile Leasing Co. to director of 
dealer services and advertising for 
CARS Rental System. 

George E. Bennett from Univer- 
sity of Iowa’s news and information 
service to press relations section 
of Libbey-Owens-Ford Glass Co., 
Toledo . . . Edward F. Kiefer, for- 
merly employed in newspaper ad- 


Auto Promotions Scheduled 


The Houston Chronicle and the 
Louisville Courier-Journal both will 
carry 1962 auto features in the 
magazine sections of their Dec. 31 
issues. Both are represented by 





Branham Co., national advertising 
representatives. 

“Autos ’62” is the theme being 
presented by the Courier-Journal, 


vertising sales, to staff of Ullman, 
Richard & Associates, Toledo, pub- 
lic relations and advertising firm. 





Business Leaders at Marketing Seminar— 


Shopping center executives and business leaders from throughout the country 
attend the first annual Management Seminar on Shopping Center Marketing Potentials, 
held in New York. Shown above, at the seminar, which was jointly sponsored by the 
International Council of Shopping Centers, Inc., and Saturday Evening Post, are, from 
left, Jesse Ballew, Eastern division sales manager, Saturday Evening Post; Harry 
Phillips, sales promotion department, Ford Motor Co.; Jay S. Riddle, marketing manager 
of the Post, and J. H. Pearlstone jr., ICSC president. The seminar explored specific 
marketing techniques and potentials of the nation’s shopping centers, now estimated 
to account for over 25 percent of total United States retail sales. 


LINCOLN —’58 Premiere 4-dr., 


MERCURY — ’58 Monterey 4-dr., $600*, 
$535*. 
’57 Monterey 4-dr. hardtop, $580* (ps), 
$525* (ps). 
’56 Monterey 2-dr. hardtop, $335*; sta- 
tion wagon, $310*; Medalist 2-dr., 
$330*. 


NASH—’55 Statesman 


PLYMOUTH—’60 Fury 


MISCELLANEOUS—’61 Ford 





pass.), $1,670* (ps); Falcon (6) sta- 
tion wagon, $1,550*, $1,425; 4-dr., 
$1,350*; Fairlane 500 (8) 4-dr., $1,- 
500*, $1,485* (ps), $1,300°*. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
350* (ps); Country Sedan (8) 4-dr., 
$1,480* (ps), $1,285*; Galaxie (8) 2- 
dr. Victoria, $1,435* (ps), $1,260* 
(ps); Fairlane 500 (8) 2-dr., $1,280* 
(ps); 4-dr, Victoria, $1,095; Custom 
300 (8) 2-dr., $1,070*, $1,050* (ps), 
$985*, $965; Custom 300 (6) business 
coupe, $835; Ranch Wagon (6) 2-dr., 


$985. 
’58 Thunderbird (8) 2-dr. hardtop, $1,- 


895* (ps); Country Sedan (8) 4-dr., 
$935* (ps); Fairlane (6) 4-dr., $735; 
Custom 300 (8) 2-dr., $710*, $460*; 
4-dr., $700*. 

’57 Fairlane 500 (8) 2-dr. Victoria, $735* 
(ps), $685* (ps); conv., $660* (ps); 
4-dr., $635* (ps); 2-dr., $630*; Coun- 


try Sedan (8) 4-dr., $665*; DelRio (8) 
2-dr., $635*, $510* (ps); Fairlane (8) 


2-dr. Victoria, $600* (ps); Ranch 
Wagon (8) 2-dr., $580*; Custom (6) 
2-dr., $470, $460; 2-dr., $460. 


’56 Fairlane (8) Crown Victoria, $560*; 
2-dr. Victoria, $535; 2-dr., $410* (ps), 
$385*; Country Squire (8) 4-dr., $540* 
(ps); Parklane (8) 2-dr., $535* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 
$500; (6 pass.), $435*, $355*;, Custom 
2-dr. Victoria, $485*; 4-dr., $450*; 
Main (8) 2-dr., $370. 

’55 Fairlane (8) 2-dr. Victoria, $430, 
$385*, $335*; conv., $405*; 2-dr., $360; 
Ranch Wagon (8) 2-dr., $355; Main 
(8) 2-dr., $215*. 

’54 Main (8) 2-dr., $200. 

’53 Main (8) 2-dr., $135*. 


IMPERIAL—’58 Crown 4-dr. hardtop, $1,- 


485*. 

$1,130* 

(ps). 

’56 Premiere 2-dr. hardtop, $960* (ps), 
$610* (ps), $600*. 

’55 Capri 4-dr., $255* (ps). 


’55 Monterey 2-dr. hardtop, $570, $385* 
(ps), $355*; Montclair 2-dr, hardtop, 
$375*, $330* (ps), $285*, $235*; conv., 
$285* (ps), $185*. 

’54 Monterey 4-dr., $175*. 

(6) Super 4-dr., 


$165. 


OLDSMOBILE—’61 (88) Super 4-dr, Holi- 


day, $3,300* (ps); (88) 4-dr., $2,935* 
(ps). 
760 (88) Super conv., $2,235* (ps).. 


’59 (88) Super 2-dr, Holiday, $1,985* 


(ps). 
’58 (88) 2-dr, Holiday, $1,050*; 4-dr., 
$800* (ps). 
’57 (98) 4-dr. Holiday, $815*; 
$685* (ps); (88) 4-dr., $615*. 
’56 (88) 4-dr. Holiday, $625*, $485*; 
(88) Super 2-dr. Holiday, $610* (ps), 
$585* (ps); 4-dr. Holiday, $525*; (98) 
2-dr. Holiday, $535* (ps), $470* (ps). 


conv., 


’55 (88) 2-dr. Holiday, $495* (ps), 
$335*; 4-dr. Holiday, $450*; (88) Super 
2-dr. Holiday, $465* (ps); 4-dr, Holi- 
day, $435* (ps); (98) 2-dr. Holiday, 
2 at $385* (ps). 

’54 (88) 2-dr., $215* (ps). 


(8) conv., $1,635* 
(ps); Belvedere (8) 2-dr, hardtop, $1,- 
585* (ps); Valiant 100 (6) 4-dr., $1,- 


160*. 

’59 Suburban (8) Custom 4-dr. (9 
pass.), $1,480* (ps); (6 pass.), $1,- 
400* (ps); Sport 4-dr., $1,430* (ps); 
Fury (8) conv., $1,300* (ps); Belve- 
dere (8) 4-dr., $945*, $930*, $920*. 

"58 Suburban (6) sport 4-dr., $770*; 


Savoy (8) 2-dr., $495*. 


’57 Suburban (6) Custom 4-dr., $570*; 
Suburban (8) Custom 2-dr., $565*; 
Belvedere (6) 2-dr., $485*; Savoy (8) 


4-dr., $385*; Plaza (8) 4-dr., $380*. 
56 Savoy (8) 4-dr., $285*. 
’55 Belvedere (8) 2-dr. hardtop, $450*; 
Plaza (8) 4-dr., $150*. 


PONTIAC — ’59 Bonneville sport coupe, 
$2,215* (ps); conv., $1,960*; Star 
Chief sport coupe, $1,000* (ps). 


’58 Chieftain 2-dr. Catalina, $905*; Super 
Chief 4-dr., $500*. 
’57 Star Chief 2-dr. Catalina, $860* 
(ps), $715*; Chieftain 2-dr., $635*. 
’56 Star Chief 2-dr. Catalina, $475* (ps); 
4-dr. Catalina, $440* (ps). 

’55 Star Chief 2-dr, Catalina, $415* (ps), 
$385*; 4-dr., $340*; Chieftain 4-dr., 
$270* (ps). 


RAMBLER—’59 Rebel (8) Super 4-dr., $1,- 


100*. 
’58 Ambassador (8) Super 4-dr., $990* 
(ps); Super (6) Cross Country, $920. 
’57 Super (6) Cross Country, $550. 
"56 Super (6) Cross Country, $485*. 
’55 Custom Cross Country, $340; Deluxe 
2-dr., $295. 


STUDEBAKER—’59 Lark (6) 4-dr., $435*. 


$190. 
(6) 


’53 Commander (8) 2-dr., 
Falcon 


Ranchero, $1,415*. 


Used-Car Auction Prices 


(Continued from Page 57) 









DODGE—'61 Pioneer (6) 


LINCOLN —’60 Premiere 4-dr. 



















































’60 Ford (6) %-ton pickup, $1,150 

’59 Ford (6) %-ton pickup, $1,025, §o35. 
(6) Courier, $700; Chevrolet (6) %. 
or or $900. 

"i ‘ord (8) %-ton pickup, +. 

. pickup, $780*, + 

‘i evrolet (8) Camino %-ton pj 
$865*; (6) %-ton pickup, $685; Dodee 
(8) %-ton pickup, $715; (8) %-ton 
pickup, $585; Ford (8) %-ton Pickup, 
$575, $545*; (6) Ranchero, $390*, ’ 

’56 Ford (6) %-ton pickup, $510; (8) 
%-ton pickup, $500; Chevrolet (6) \- 
on pickup, $475. 

*55 Chevrolet (6) tow truck, $800: Fo; 
(8) %-ton pickup, $550; (8) %-tou 
of ee: $395. 

m ‘ord (8) %-ton pickup, *. 
Chevrolet %-ton panel, $225, —— 

’52 Chevrolet 1-ton panel, $320, 


DETROIT 


Aptco Auto Auction. Sale every W . 
day. Prices are for sale of Oct. is, = 
BUICK—’'60 LeSabre conv., $2,180* (ps) 
’58 Century 4-dr, Riviera, $1,000* (ps): 
Special 4-dr, Riviera, $850* (ps) F 

57 RM 4-dr, Riviera, $710* (ps); Super 
4-dr. Riviera, §615* (ps); Century 2. 
dr. Riviera, $650* (ps). 

’55 Special 4-dr., $170* (ps), 
CHEVROLET—’61 Nomad (8) 4-dr, (9 

pass.), $2,180* (ps); Brookwood (8) 
4-dr. (9 pass.), $2,110*; Impala (8) 
sport coupe, $2,090* (ps), $2,040* (ps); 
sport sedan, $1,970*; Bel Air (8) sport 
coupe, $1,875*; Bel Air (6) 2-dr., $1,- 
730; Corvair (6) 2-dr., $1,620*, $1,425. 

’60 Bel Air (6) 4-dr., $1,380; Bel Air (8) 
2-dr., $1,380*; Biscayne (6) 2-dr. $1,- 
305; Corvair (6) 2-dr., $1,110. " 

’59 Impala (8) conv., $1,305* (ps); Im- 
pala (6) conv., $1,250*; Biscayne (6) 
2-dr., $900, $840*; 4-dr., $895. 


’*58 Biscayne (8) 4-dr., $825*, $695*; 
Biscayne (6) 2-dr., $620; Delray (6) 
2-dr., $780; Brookwood (8) 4-dr., 
$740*. 


’57 Bel Air (8) sport sedan, $975; Two- 
ten (8) station wagon 4-dr., $775*, 
$740, $700*; Two-ten (6) 4-dr., $650*. 

’56 Two-ten (6) 4-dr., $615*; Bel Air (8) 
4-dr., $310*. 

755 Two-ten (6) 2-dr., $200. 


CHRYSLER—’60 NY 4-dr., $2,300* (ps). 


‘o6 Windsor 2-dr. hardtop, $405* (ps). 


COMET—’60 Deluxe Comet station wagon 


2-dr., $1,475. 


DeSOTO—’59 Firedome 4-dr., $1,140* (ps). 


’56 Firedome 2-dr, hardtop, $520* (ps), 
2-dr., $1,735*; 
Lancer (6) 2-dr, hardtop, $1,590*. 

60 Phoenix (8) 2-dr. hardtop, $1,575*; 
Seneca (6) station wagon 4-dr., $1,- 

310*; Seneca (6) 2-dr., $1,280* . 

’59 Sierra (8) 4-dr., $1,185* (ps), 

’57 Coronet (8) 2-dr., $430* 


FORD—’61 Galaxie (8) starliner, $2,000*. 


’60 Thunderbird (8) 2-dr. hardtop, §2,- 
450* (ps); Galaxie (8) starliner, $1,- 
455*, $1,455* (ps), $1,400*; 4-dr. Vic- 
toria, $1,440*; Fairlane 500 (8) 4-dr., 
$1,350*, $1,235*; 2-dr., $1,150*, 

’59 Galaxie (8) 4-dr, Victoria, $1,325* 
(ps); conv., $1,215* (ps), $1,170*; 
Fairlane (8) 2-dr., $905*; Custom 300 
(6) 2-dr., $810*, 

’58 Fairlane 500 (8) 2-dr. Victoria, $780* 
(ps); 4-dr. Victoria, $625* (ps); Cus- 
tom 300 (8) 2-dr., $680*; Custom 300 
(6) 2-dr., $515, 

’57 Fairlane 500 (8) 4-dr, Victoria, 
$675*; Custom 300 (8) 4-dr., $490*, 

’56 Custom (8) 2-dr., $325*. 

hardtop, 
$2,550* (ps), 

’57 Premiere 4-dr., $900* (ps), 


MERCURY—’58 Monterey 4-dr., $750*. 


’55 Montclair 2-dr, hardtop, $200* (ps). 


OLDSMOBILE—’60 Super (88) 2-dr. Holi- 


day, $2,100* (ps); 4-dr, Holiday, §$2,- 
050* (ps), $2,025* (ps), 
’59 (98) 4-dr., $1,830* (ps); (88) 2-dr. 


(Continued on Page 59, Col. 1) 





Manheim Offers Film 


On Auction Operation 


MANHEIM, Pa.—Fritz Cassel, 
general manager of Manheim 
Auto Auction, Inc., has announc- 
ed the release of a 16-millimeter 
color sound film which shows the 
operation of the auto auction. 

The film runs 19 minutes and 
covers every step of the auction 
operation from registering cars 
through the final transfer of 
titles. Prints are available for 
showing at meetings of auto 
dealers or civic groups and can 
be obtained by writing General 
Manager, Manheim Auto Auction, 
Manheim, Pa. 
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(Continued from Page 58) 


Holida $1,525* (ps). 
58 (88) 2-dr., $730*. 
pLYMOUTH ’61 Fury (8) 4-dr. hardtop, 


$1,835* (ps); Belvedere (8) 2-dr., $1,- 
* 


sap Vailant (6) 4-dr., $1,110*. 

59 Savoy (8) 2-dr., $675. 

#58 Suburban (8) Sport 4-dr., $705* (ps); 
Custom 2-dr., $650*; Savoy (8) 2-dr. 
hardtop, $365*. 

57 Suburban (8) Custom 4-dr., $550*; 
sport 4-dr., $425*; Belvedere (8) 4-dr., 
$410* (ps); 2-dr, hardtop, $385"; 
conv., 290* (ps); Savoy (8) 2-dr. 
hardtop, $405* (ps). 

56 Savoy (8) 2-dr., $305*; Belvedere (8) 
4-dr, hardtop, $265*. 

155 Savoy (8) 2-dr., $160. 


poNTIAC 


‘a ater Chief 4-dr, Vista, $2,175* (ps); 
Bonneville conv., $2,110* (ps); Cata- 
lina 4-dr, Vista, $1,950* (ps); 4-dr., 
$1,700*; 2-dr., $1,530. 

58 Chieftain 4-dr, Catalina, $815*, 
57 Star Chief 4-dr, Catalina, $750*. 
54 Star Chief 2-dr, Catalina, $200*; 
Chieftain 4-dr., $175*, 
BLER—’60 Ambassador (8) Custom 
station wagon 4-dr., $1,560* (ps); Su- 
per (6) 4-dr., $1,015; American De- 
juxe (8) 4-dr., $850. 

59 American Deluxe (8) 2-dr., $720. 

58 Super (6) station wagon 4-dr,, $650*; 
4-dr., $610*, 

sTUDEBAKER—’58 Scotsman (6) station 
wagon 2-dr., $305. ; 
MISCELLANEOUS—’60 Ford F-100 pick- 


up, $1, 125. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day, Prices are for sale of Oct, 17, Market 
still slipping as it seeks to find its level. 
Real sharp merchandise still bringing ex- 
traordinary money, More action anticipated 
as trade on '62s start rolling in. Sold 213 
cars from 276 consignments. 

BUICK—’ 59 LeSabre 2-dr. hardtop, $1,445* 
(ps), $1,270* (ps); Estate Wagon 4- 
dr., $1,025* (ps); Invicta 2-dr, hard- 
top, $1,255* (ps). 

58 Century 4-dr., $980* (ps); conv., 
850* (ps). 
tot Super 4-dr, Riviera, $685* (ps); 
conv., $360* (ps); Special 2-dr. Rivi- 
era, $425* (ps); RM 4-dr. Riviera, 
$415* (ps). 

56 Special 2-dr., $220*. 

55 RM 4-dr., $140* (ps). 

CADILLAC—’61 (62) conv., $4,575* (ps); 
4-dr. hardtop, $2,950* (ps). 

69 (62) 2-dr, hardtop, $3,475* (ps). 

59 (60) Special 4-dr. hardtop, $2,775* 
(ps); (62) 2-dr. hardtop, $2,750* (ps), 
$2,450* (ps). 

‘58 (62) 4-dr, hardtop, $1,880* (ps). 

56 (60) Special 4-dr,, $660* (ps), 

154 (60) Special 4-dr., $375* (ps). 
CHEVROLET—’61 Impala (8) sport sedan, 

$2,200* (ps); Impala (6) sport coupe, 
$2,010. 

60 Impala (8) sport sedan, $1,730* (ps); 
sport coupe, $1,675*; Parkwood (6) 4- 
dr., $1,625*, $1,550; Parkwood (8) 4- 
dr., $1,570*; Bel Air (8) sport sedan, 
$1,475* (ps); 4-dr., $1,475* (ps), $1,- 
420*, $1,410*, $1,400*, $1,390* (ps), 
$1,380*, $1,360*; Bel Air (6) 4-dr., 
$1,420*, $1,410*, $1,410* (ps), $1,380*, 
$1,375*, $1,340*, $1,330* (ps), $1,- 
330*, $1,285, $1,255* (ps), 2 at §$1,- 
245* (ps); 2-dr., $1,340; Kingswood 
(8) 4-dr., $1,365* (ps); Brookwood 
(6) 4-dr., $1,350, $1,260; Corvair (6) 
4-dr., $1,230*, $1,215*; 2-dr., $975. 

59 Impala (8) sport coupe, $1,400*; 
conv., $1,310* (ps), $1,265* (ps), $1,- 
250*; sport sedan, $1,215* (ps), $1,- 
150* (ps); Bel Air (6) sport sedan, 
$1,170*; 4-dr., $1,055, $1,040, $970* 
(ps), $925; Bel Air (8) 4-dr., $1,090*, 
$1,045* (ps), $995*; 2-dr., $1,075*, 
$1,020*, $870, $860; Parkwood (8) 4- 
dr., $1,145* (ps). 

‘58 Impala (8) sport coupe, $1,100* (ps); 
conv., $800*, $750* (ps); Bel Air (8) 
sport coupe, $850* (ps); Biscayne (6) 
2-dr., $760* (ps); Biscayne (8) 4-dr., 
$500; Brookwood (6) 4-dr., $675*; Del- 
ray (6) 4-dr., $650. 

’57 Bel Air (8) sport sedan, $635*; Two- 
ten (6) 4-dr., $250. 

’56 Bel Air (8) sport coupe, $405; 4-dr., 
$190*; Two-ten (8) station wagon 2 
dr., $330*, 

"55 Bel Air (6) 4-dr., $350; sport coupe, 
$175*; Two-ten (6) 4-dr., $260*. 

'54 Two-ten (6) 4-dr., $105, $100*, 2 at 
$100; 2-dr., 2 at $100*, 

CHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,510* (ps); 4-dr., $1,105* (ps); NY 
4-dr., $1,500* (ps), $1,085* (ps); 

Windsor 4-dr., $1,075* (ps), 2 at $1,- 
000* (ps), 

*58 Windsor 2-dr., $750* (ps). 

*57 NY 4-dr., $825* (ps). 

DeSOTO—’58 Fireflite 2-dr. hardtop, $700* 

(ps), $570* (ps). 

56 Fireflite 4-dr., $155* (ps) 

DODGE—’'60 Seneca (6) 4-dr., $830*. 

’59 Sierra (8) 4-dr., $800* (ps). 

*58 Coronet (8) 2-dr, hardtop, $595*; 
4-dr., $580* (ps). 






’57 Custom Royal (8) 2-dr, hardtop, 
$6: (ps); Coronet (8) 4-dr., $450* 
(ps), $425*; 2-dr. hardtop, $420* 

FORD—'61 Galaxie (8) 4-dr, Victoria, $1,- 
835* (ps) 

’60 Country Sedan (8) 4-dr., $1,215, $1,- 
160* (ps); Fairlane (8) 4-dr., $1,135* 
Fairlane (6) 4-dr., $940*; Fairlane 500 
(8) 4-dr., $1,130*, $1,125*, 

"59 Thunderbird (8) 2-dr, hardtop, $1,- 
800* (ps); Country Sedan (8) 4-dr., 
$1,150*; Fairlane 500 (8) 4-dr., $1,- 
015* (ps); Fairlane (8) 4-dr., $970*; 
2-dr., $860*. 

58 Fairlane 500 (8) 4-dr. Victoria, $640* 
(ps), $575* (ps); Fairlane (8) 4-dr., 
$500 

‘57 Fairlane 500 (8) 2-dr, Victoria, 
$850*; conv., $490* (ps); Custom 300 
(6) 4-dr., $545; Fairlane (8) conv., 
$460 4-dr., $325*. 

56 Fairlane (8) -dr., $565* (ps). 

‘55 Country Sedan (8) 4-dr., $250*; 
Fairlane 500 (8) 4-dr., $235*, $230*; 
Fairlane (8) 4-dr., $225*; Country 

_ Squire (8) 4-dr., $160*, 

HU DSON-—'55 Hornet (6) 4-dr., $135*. 
LINCOLN ’59 Premiere 4-dr., $1,915* 
. (ps) ‘apri 4-dr., $1,755* (ps), 
55 C: 4-dr., $210* (ps). 


MERCURY —'53 Monterey 2-dr, hardtop, 


'61 Bonneville 4-dr, Vista, $2,- 
560* (ps); Ventura sport coupe, $2,- 


241 consignments. 


$1,275* (ps); 4-dr, hardtop, $1,100* 
(ps); 2-dr., $975*. 

’57 Commuter 4-dr., $700*; Montclair 4- 
dr., $555* (ps); Monterey 4-dr., $425*. 

’56 Monterey 4-dr., $165*. 

’55 Montclair conv., $200* (ps); 2-dr. 
hardtop, $160*; Monterey station wag- 
on 4-dr., $160*, 

’54 Monterey 2-dr. hardtop, $100*; 2-dr., 














































$100. 
“ee (98) conv., $2,775* 
ps). 
"60 (98) conv., $2,180* (ps), $1,835* 
(ps). 


’59 (88) Super 2-dr. Holiday, $1,545* 
(ps); (98) 4-dr, Holiday, $1,515* (ps). 

’58 (88) 4-dr, Holiday, $1,055*; (98) 4- 
dr. Holiday, $990* (ps), 

"57 (98) 4-dr., $765* (ps); (88) 4-dr., 
$625* (ps), $610* (ps); Fiesta 4-dr., 
$370* (ps). 

*56 (88) Super 4-dr., $580* (ps); 4-dr. 
Holiday, $365* (ps); 2-dr., $265* (ps); 
(88) 4-dr. Holiday, $360* (ps); 4-dr., 
$250*. 

’55 (88) 2-dr, Holiday, $150* (ps). 

"54 (98) 4-dr., 2 at $100* (ps). 

PLYMOUTH—’60 Fury (8) 4-dr. hardtop, 
$1,485* (ps), 

’59 Belvedere (8) 4-dr., $1,010*; Fury 
(8) conv., $760* (ps); Savoy (8) 2- 
dr., $550*. 

"57 Belvedere (8) conv., $475*; 4-dr., 
$185* (ps), $140* (ps), 

’56 Belvedere (8) conv., $165*, $145*; 
4-dr., $140* (ps), 

PONTIAC—’58 Chieftain 2-dr. 
$885*; 4-dr., $740* (ps). 
’57 Super Chief 2-dr, Catalina, $735* 

(ps); Chieftain 2-dr, Catalina, $560*. 
RAMBLER—’59 Rebel (8) 4-dr., $1,080*; 
Super (6) 4-dr., $900. 

"58 Rebel (8) 4-dr., $940*. 

‘57 Super (6) 4-dr., $280, $100*; Cross 
Country 4-dr., $650*. 

STUDEBAKER—’59 Lark (6) 4-dr., $980. 

’57 Silver Hawk (6) 2-dr., $430*. 

’56 Power Hawk (8) 2-dr., $275. 

MISCELLANEOUS—’54 Chevrolet pickup, 
$100. 


Catalina, 


ALBANY 


Tim Anspach Auto Auction, Sale every 
Monday, Prices are for sale of Oct, 16. 
The car market here today reflected a 
moderate decline on most 1957 models; 
other year models and extra clean units 
held steady, Trading was extremely brisk 
and a good number of the buyers were 
filling their orders in the yard at private 
barter. About 90 percent of the offerings 
came from new-car dealer stocks, Sold 82 
ears from 112 consignments. 

BUICK—’60 Electra 4-dr., $2,150* (ps). 

’58 Special 2-dr. Riviera, $835* (ps); 4- 
dr. Riviera, $800* (ps), 

’56 Century 4-dr. Riviera, $370* (ps); 2- 
dr, Riviera, $210*; Special 2-dr., $340*. 

CADILLAC—’59 (62) 4-dr. hardtop, $2,- 
560* (ps). 

"58 (62) 4-dr., $1,325* (ps). 

56 (62) Coupe de Ville, 2 at $600* (ps). 

55 (60) Special 4-dr., $480* (ps), 

"52 (62) 4-dr., $133* (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 

$2,200*; sport sedan, $2,170* (ps); 4- 
dr., $2,135* (ps); Corvair (6) 4-dr., 
$1,900*. 

"60 Parkwood (6) 4-dr., $1,600*; Bel 
Air (8) 4-dr., $1,525*, $1,475*, $1,- 
450*; Bel Air (6) 4-dr., $1,450*, $1,- 
300. 

’59 Impala (8) 4-dr., $1,200*; Parkwood 
(6) 4-dr., $1,180; Bel Air (6) 2-dr., 
$900*. 

’58 Impala (8) sport coupe, $975*; Bel 
Air (8) sport coupe, $915*; sport se- 
dan, $785*. 

’57 Bel Air (8) sport coupe, $880* (ps); 
4-dr., $700*; conv., $620* (ps); 2-dr., 
$500* (ps); Two-ten (8) 4-dr., $760*; 
Two-ten (6) 4-dr., $610*, $610; One- 
fifty (6) 2-dr., $530, 

56 Bel Air (8) station wagon 4-dr., 
$510* (ps); Two-ten (6) station wagon 
4-dr., $490; 4-dr., $450. 

55 Bel Air (6) sport coupe, $545*; 2- 
dr., $265; Two-ten (6) 2-dr., $325*; 
4-dr., $265. 

CHRYSLER—’57 Windsor 4-dr. hardtop, 
$690* (ps), 

55 Windsor 4-dr., $160* (ps). 
DeSOTO—’56 Fireflite 4-dr., $400* (ps). 
DODGE—’59 Coronet (8) 4-dr. hardtop, 

$890* (ps), 

’57 Coronet (6) 4-dr., $480* (ps). 
FORD—’61 Galaxie (8) starliner, $2,110* 

(ps). 

"60 Falcon (6) 2-dr., $1,325*, $1,050; 
Fairlane (8) 4-dr., $1,150*; Ranch 
Wapon (8) 4-dr., $1,050*; Custom 300 
(6) 4-dr., $960; 2-dr., $780; Custom 
300 (8) 2-dr., $900*. 

’5S Fairlane (8) 4-dr., $550*, $525*. 

’57 Fairlane 500 (8) conv., $510* (ps); 
Custom 300 (8) 4-dr., $485*, $430*. 

’56 Country Sedan (8) 4-dr., $350*; 
Ranch Wagon (8) 2-dr., $275. 

HUDSON—’56 Hornet (6) 4-dr., $180*, 
MERCURY—’59 Montclair 2-dr. hardtop, 
$1,040*. 

’57 Turnpike Cruiser 2-dr. hardtop, 
$740* (ps); Commuter 4-dr., $275* 
(ps). 

OLDSMOBILE—’59 (88) 4-dr., $1,300*. 
PLYMOUTH—’59 Fury (8) 4-dr., $875* 
(ps); Plaza (8) 4-dr., $610*, 

5S Belvedere (6) 2-dr., $570, 

’57 Suburban (8) Custom 4-dr., $640*; 
Belvedere (6) 2-dr. hardtop, $520*; 2- 
dr., $390*, 

’54 Belvedere (6) 4-dr., $120*, 

PONTIAC—’55 Star Chief 2-dr. Catalina, 
$260*. 

STUDEBAKER—’59 Lark (6) 2-dr., $640. 

MISCELLANEOUS—’56 Chevrolet %-ton 

pickup, $500, 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 
day, Prices are for sale of Oct, 19, Prices 
on ’58 through ’61 modsls unsteady. Older 
models selling good. Sold 141 cars from 
BUICK—’60 LeSabre 2-dr. hardtop, $2,250* 

(ps). 

’59 LeSabre 2-dr., $1,350*. 
’58 RM 4-dr. Riviera, $1,100* (ps); Spe- 

cial 4-dr., $900* (ps). * 

’57 RM 4-dr. Riviera, $540* (ps); Spe- 
cial 2-dr., $430*. 
’56 Century 4-dr, Riviera, $410* (ps); 

Special 2-dr., $375*. 

’55 Super 2-dr., $545*; 2-dr, Riviera, 
$500*. 


















CADILLAC—’59 de Ville 2-dr. hardtop, 
$2,790* (ps). 

’57 (60) Special 4-dr, hardtop, $1,400* 
(ps). 

’56 (62) Coupe de Ville, $1,175* (ps). 

’55 (62) 2-dr. hardtop, $660* (ps). 

’53 (62) 4-dr., $350*. 

CHEVROLET—’61 Corvette (8) conv., $3,- 
100;. Corvair Monza (6) 4-dr., $1,910; 
Bel Air (6) 4-dr., $1,890* (ps). 

60 Impala (8) sport sedan, $1,850* (ps), 
$1,700*; Brookwood (6) 4-dr., $1,550; 
Corvair 700 (6) 4-dr., $1,200*. 

’59 Bel Air (8) 4-dr., $1,460* (ps); Bel 
Air (6) 2-dr., $1,170*; Impala (8) 
sport coupe, $1,400*; conv., $1,365* 
(ps); Parkwood (6) 4-dr., $1,195*; 
Biscayne (6) 2-dr., $550. 

58 Bel Air (8) sport sedan, $980* (ps); 
Bel Air (6) 4-dr., $595*; Brookwood 
(8) 4-dr., $980*, $795* (ps); Biscayne 
(8) 4-dr., $855, $830; Delray (6) 2- 
dr., $840, $750*. 

’57 Bel Air (8) sport coupe, $760*; 
sport sedan, $725*; 4-dr., $725*, $500; 
Two-ten (6) 2-dr., $575*, $455*. 

’56 Two-ten (6) station wagon, $520; 
2-dr., $410; Two-ten (8) 2-dr., $285*; 
Bel Air (8) sport sedan, $435*. 

'55 Two-ten (6) station wagon, $455*; 
2-dr., $345; 4-dr., $285*; Bel Air (8) 
2-dr., $435*; 4-dr., $380*. 

’54 Bel Air 4-dr., $305*, $280; One-fifty 
4-dr., $210*. 

’53 Two-ten 4-dr., $245* (ps). 

CHRYSLER—’59 Windsor 4-dr. hardtop, 
$1,400* (ps). 

’58 Windsor 4-dr., $840* (ps). 

DODGE—’59 Coronet (8) conv., $1,040* 
(ps). 

’58 Royal (8) 4-dr., $650*. 

’55 Royal (8) 4-dr, hardtop, $225*. 

EDSEL—’58 Pacer 4-dr. hardtop, $550*; 
2-dr, hardtop, $440*. 


FORD—’ 61 Galaxie (6) 4-dr., $1,970* (ps); 
2-dr., $1,405*; Galaxie (8) 2-dr., $1,- 
850*. 

(Continued on Page 64, Col, 1) 





Model Breakdown 
Of Auction Averages 





Oct., Sept., Aug., 

Model 1961 1961 1961 
SOG1. iccecdc $2,384 $2,291 $2,378 
BOOB... sessicoee 1,704 1,829 1,797 
nr 1,374 1,417 1,423 
1958 904 956 984 
1957... 609 612 641 
1956... 400 432 421 
1955. 327 310 320 
1954 203 220 205 

Overall 








Average $ 988 $1,008 $1,021 


QUALITY- 
CONTROLLED 
ga LU 
NSA 18 


© UNIFORM QUALITY 


Low-cost PALNUT Fasteners are 
precision-produced in huge volume, 
under strict quality control, on 
modern, high-production equipment. 
Absolute uniformity of dimensions, 
form, temper and assembly charac- 
teristics, plus specially designed 
PALNUT magnetized tools, assure 
uniform, high-speed assembly and 
reduced rejects. 


@ RELIABLE PERFORMANCE 


Each lot of PALNUT' Fasteners is 
performance-tested—assures predict- 
able torque and tensile performance. 
Unfailing spring locking action keeps 





ANU LOCK NUTS 


Quantity 


PRODUCTION 


of 


GREY IRON CASTINGS 


RP 
ONE OF THE NATION'S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


*k 


ESTABLISHED 1866 


ee 8 


DIVISION OF GORDON STREET, INC 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 





Aft) 
a 
tee 
eee 


parts tight. Plating and finishing 
strictly meet specifications. 


@ DEPENDABLE DELIVERIES 


High-capacity production facilties, 
huge stocks and systematic follow-up 
assure on-schedule deliveries from 
our home plant, plus shipments from 
our Detroit warehouse to meet emer- 
gency needs. 


Write for detailed catalogs on many types 
of PALNUT Lock Nuts, Fasteners and Tools. 
Describe application for free samples. 


THE PALNUT COMPANY 
47 Glen Road, Mountainside, N. J. 
DIVISION OF UNITED-CARR FASTENER CORPORATION 
District Office: 
730 W. Eight Mile Rd., Detroit 20, Mich. 


\ 
\ 


Reduce Costs * Reduce Parts * Speed Assembly * Hold Securely * Save Space * Save Weight 
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Mancuso’s 3-Point Service Program: 








‘Car, Customer and Community’ 


By William V. Humphrey 


Staff Correspondent 


CHICAGO.—An unusual concept 
is paying big 


of “total” service 
dividends for Mancuso Chevrolet in 

suburban Skokie. 
James V. Mancuso, president and 
owner, 


“total” 


their cars and 


community. 

“We must com- 
pete against 62 
Chevrolet dealers 
in this area,” 
Mancuso said, 
“and the only way we can do it is 
through our service department. It 
is the strongest selling tool we 
have.” 

The Mancuso organization be- 
lieves firmly in giving allout service 
to the customer, taking expert care 
of his automobile and being good 
neighbors in the community. They 
have scored well in all three areas. 

“People are motivated by their 
emotions,” Mancuso said, “and we 
make sure that none of our em- 
ployes rubs a customer the wrong 
way. 

“We train our people to be 
courteous and considerate to 
every customer and to keep his 
own emotions under control. Dur- 
ing the last nine years, we have 
had only two complaints of dis- 
courtesy on the part of Mancuso 
personnel.” 

Cleanliness is stressed at all 
times. Mancuso says the exterior 
and interior of his place of busi- 
ness is of the utmost importance. 

“If a customer sees a sloppy ex- 
terior, he may pass us up,” Man- 
cuso explained. “When he does 
come into the shop and sees a 
hodge-podge, he may figure that he 
is going to get a poor job on his 
car. 

“We keep our shop and tools 
clean. Once a week, we scrub the 
area with soap and water. To main- 
tain a clean shop, we even offer 
prizes to our men for the cleanest 
maintenance of their stalls.” 

That this philosophy is paying 
dividends is shown by the listings 
issued by the Chevrolet zone office 
on the service business done by 
local dealers. Mancuso has always 
been in the top 20. During the last 
year, the service department in- 
creased its overall income by 15 
percent. 

To build up traffic, Mancuso 
offers coupon books for six lubri- 
cation jobs at $6. One lube job 
alone would cost $1.75. Although 
he loses money on this deal, Man- 
cuso says “it brings in traffic. 
And once we get them in, we 
usually sell additional] jobs.” 

Mancuso never writes up a serv- 
ice job for anything less than a 
dollar. “If a light bulb has to be 
replaced,” he said, “we do it free 
of charge. This creates goodwill.” 
Mancuso does not, supply cars 





James V. Mancuso 
















Personal Touch— 


The name of the mechanic and his years 
of service appear above each stall at 
Mancuso Chevrolet, Inc., Skokie, Ill. Owner 
James V. Mancuso has a three-point policy 
for his dealership: ‘Service to the custom- 
ers, service to their cars and service to 
the community.” 


describes 
his three-point 
service 
philosophy as 
service to cus- 
tomers, service to 


service to the 


for customers while their cars are 
in the shop. He has no pickup or 
delivery service. He has no credit 
arrangements, except for a few 
commercial accounts. All customers 
pay cash. 

“If a customer is treated with 
courtesy, given a job at a fair price 
and to his satisfaction, he is glad 
to pay for it,’ Mancuso said. 
“Moreover, he respects us as a 
sound business organization, oper- 
ating at a profit.” 

All Mancuso employes are on an 
incentive plan which enables them 
to boost their income through in- 
creased volume. 

In addition, a special monthly 
bonus is shared by any depart- 
ment which goes beyond its fore- 
cast. “We make them strive for 
volume,” Mancuso said. 

In addition to the showroom and 
main service department, housed 
in one building, Mancuso has two 
other buildings nearby. One is for 
new-car make-ready, and the other 
is the body shop. All are well- 
lighted and modern looking. But 

as * * 




































neighborhood. 

With a brick exterior, scalloped 
woodwork over the main entrance 
and over a paned-glass window, the 
building has a Colonial effect—more 
like a home than a body shop. '‘ 

Behind the body shop, as well as 
the other two Mancuso buildings, is 
a parking lot surrounded by high 
shrubbery which hides the cyclone 
fence. A well-trimmed lawn bor- 
dering the street fits in with the 
residential neighborhood. 

All completed cars are driven 
to the rear of the buildings, 
avoiding the traffic on Lincoln 
Ave. Thus, Mancuso never has 
complaints regarding traffic tie- 
ups, and his customers can drive 
away with no delay. 

Even the tow truck comes in for 
special attention. It is well painted, 
kept clean and waxed at all times. 
“When we send our tow truck out,” 





























Neat and Clean— 


The interior of the body shop at Man- 
cuso Chevrolet, Skokie, Ill., is clean and 
neat. “If a customer sees a sloppy ex- 
terior, he may pass us up,” says Dealer 
James V. Mancuso. “If the interior of the 
shop is cluttered, he may figure he’s going 
to get a poor job on his car.” 


Mancuso said, “it must reflect our 
organization and we do not allow 
it to create a bad impression.” 

Mancuso says he does a lot of 
business with women, and that they 
are “most aware of cleanliness and 
appearance.” 

All members of the Mancuso or- 
ganization—and there are 31 per- 
sons in the service department—ex- 
tend their philosophy to civic and 
community affairs. They never 
turn down a request to serve worth- 
while causes and committees. Last 
year, the Skokie Chamber of Com- 
merce voted Mancuso “Man of the 
Year.” 

In a report by the Research and 
Marketing Division of the Chicago 
Tribune was this summary: 

“Any business expresses the per- 
sonality of the man who runs it. 
The Mancuso plant is no excep- 
tion. Jim Mancuso is a professional 
among automobile dealers. This has 
been his career, It has also been 
his heritage, since he was ‘born 
into an automobile family.’ 

“We find, in talking to people 
who have had actual physical con- 
tact with the Mancuso operation, 
or who have friends who have had 
such contact, that Mancuso Chevro- 
let, Inc., has an almost impeccable 
image of quality, service and hon- 
esty.” 


Warranty Filing Problems 
Lead to a New Business 


CLEVELAND.—A Cleveland firm 
which claims to lift the red tape of 
filing warranty claims from the 
shoulders of auto dealers is making 
plans to go nationwide after what 
the company terms a_ successful 
start in the Cleveland area. 

The company, National Auto 
Dealers Service, Inc., is headed 
by J. E. Williams. Williams said 

he was with Chrysler for nine 
years and Ford for three years, 
primarily in work related to serv- 
ice. 

He said that he started his opera- 
tion here in May, 1959, and is now 
serving about 60 percent of the 
dealers in Cuyahoga County (Cleve- 
land and suburbs). His company 
handles both warranty and policy 
claims. 

Williams said NADS works this 
way: 

1. Dealers mail in repair orders 
on warranty and policy work, list- 
ing the parts used and the labor 
operations performed, 

2. NADS prepares the claims in 
the proper manner and submits 
them to the appropriate factory 
field office, The dealer is sent a 
register which shows all key in- 
formation on each month’s 
claims. 

3. The factory credits the dealer 
with the amount of all approved 
claims and the dealer pays NADS 
a fee based on the dollar volume of 
claims filed each month. 

4. In cases where the factory no- 





Ball Buys Michigan Plant 


ST. JOSEPH, Mich. — Land, 
building and equipment of Indus- 
trial Rubber Goods Co. here have 
been purchased by Ball Brothers, 
Inc., Muncie, Ind. 


tifies the dealer that a given claim 
is being rejected, NADS makes ad- 
ditional efforts to have it approved. 
Williams said that less than one- 
half of one percent of the dollar 
volume of all claims turned over to 
NADS go uncollected. 

Williams said that his company’s 
service aids a dealer in at least 
two ways: First, claims are filed 
properly and on time, insuring that 
the dealer will collect what he 
should. Second, the dealer is spared 
the expense and trouble of having 
his service manager and office staff 
prepare warranty claims. 

NADS is now preparing to 
franchise outlets in cities outside 
Cleveland. The first new offices 
will be in other midwestern cities 
and plans call for a nationwide 
network. 


Other companies have engaged in 
warranty filing in other cities. 
These operations have been on a 
more-or-less local basis and, to 


| the body shop is the pride of the § 


"A Good Neighbor’ — 








With its brick exterior and Colonial-type doorway and window, the body shop at 
Mancuso Chevrolet, Skokie, Ill., fits in with the residential neighborhood. The dealer. 
ship has three buildings—the body shop, a new-car-make-ready building and the 


showroom and general service department. 


Precision a Must in Their Cars... 





Swiss Insist 


DETROIT.—America’s mass-pro- 
duced cars would never make the 
grade with the quality-conscious 
Swiss auto buyer, according to 
Hans Stanek, general manager of 
Automobil Und Motoren, a firm 
franchised to assemble and distrib- 
ute Chrysler Corp. vehicles in 
Switzerland. 

Stanek said his firm assembles 
only the Valiant and the Lancer, 
and the finished product, with the 
stress on workmanship, is “prac- 
tically a custom car.” 

Parts for the cars are shipped in 
boxes from Detroit and are assem- 
bled in a Zurich factory which 
Stanek said is similar to American 
assembly plants. 

American cars currently account 
for a little more than 10 percent of 
total Swiss sales, and Chrysler 
products take 45 percent of the 
American car market, Stanek con- 
tinued. 

“We assemble only compacts be- 
cause there is practically no market 
for the bigger cars because of their 
higher initial costs, the narrow 
roads in our country and the high 
cost of gasoline,” he said. 

People who want standard 
American cars must take vehicles 
assembled in the United States 
and exported to Switzerland, he 
said. 

The auto business in his country 
is booming and there is a big mar- 
ket for expansion since only about 
one person in 10 owns a car in most 
parts of Switzerland, Stanek said. 

Stanek was with a group of 130 
Swiss auto executives and their 
wives on a brief tour of the U. S. 
which included stops in New York, 
Detroit and Miami. 

During their three-day stay here, 
the group visited Chrysler’s prov- 
ing grounds at Chelsea, the Plym- 
outh assembly plant and the com- 
pany’s central engineering facilities. 

Stanek said his firm expects to 
assemble about 1,800 units this 

a * ok 


date, there has been no national | #3 


filing service. 





Minnesota Convention 


To Sift Warranty Plan 

ST. PAUL. — Frank Pickard, 
Pickard Motor Co. (Chrysler-Plym- 
outh-Imperial), St. Cloud, Minn., 
immediate past president of the 


Minnesota Automobile Dealers|& 


Assn., was named chairman of the 
Nominating Committee for the 
MADA convention Dec. 4-5 at the 
Leamington hotel, Minneapolis. 

A convention- highlight will be a 
report on the guaranteed warranty 
plan for used cars by Al Kahl, 
manager of the Towa Automobile 
Dealers Assn, 





Swiss Visitor— 


Looking over a new Plymouth are Hans 
Stanek, left, general manager of Auto- 
mobil Und Motoren, Swiss firm franchised 
to assemble and distribute Chrysler prod- 
ucts, and Kenneth S. Crawford, manager 
of the Plymouth assembly plant in Detroit. 






on Quality 


year and from 2,000 to 2,400 in 
1962. The count in 1960 was ap- 
proximately 1,250, he added. 

Explaining the operation of his 
firm, Stanek said he has 34 main 
dealers throughout the country and 
about 135 sub-dealers whose chief 
function is service. All are fran- 
chised by the parent company, he 
added, although the main dealer 
lines up the sub-dealer. 

All of his dealers also handle the 
Volkswagen line, Stanek said, 

All cars assembled by the parent 
firm are shipped to the main dealer 
who maintains an inventory for the 
sub-dealer. The latter has no cars 
in stock and when an order is 
taken, Stanek said, the main dealer 
supplies the vehicle. 

—JoHN E. WALSH 


Mileage Better, 
Fumes Cut, Say 


Engine Inventors 


ROCHESTER, N. Y.—A _ univer- 
sity professor and an industrialist 
have developed a new auto engine 
they say will yield, without loss of 
power, an average of one-third 
more gasoline mileage than the 
conventional engine, and will elimi- 
nate nearly all noxious fumes. In 
addition, the engine does not re- 
quire a carburetor. 

Neil O. Broderson, president, 
Rochester Button Co. and Dr. 
Lewis D. Conta, University of Ro- 
chester mechanical engineering 
professor, have pioneered a “strati- 
fied-charge” engine, which they say 
employs a special process allowing 
a much leaner fuel-air mixture to 
be burned than in present day en- 
gines. 

This is achieved, they added, by 
maintaining an ignitible fuel mix- 
ture in the vicinity of the spark 
plug regardless of the overall fuel- 
air content in the cylinder. This en- 
gine successfully can use up to 100 
parts of air to one of fuel, as Op- 
posed to the 15-to-1 ratio of the 
conventional engine, they said. 

The new engine differs from the 
diesel, too, in that it must retain 
the spark plug, which the latter 
does without, to ignite the lean air- 
fuel mixture. 

A very lean mixture is too thin to 
be ignited by a spark plug in the 
normal way employed by the con- 
ventional engine, they continued, 80 
the stratified engine solves this 
problem by thickening the mixture 
at ignition point and thinning it 
out in the rest of the combustion 
chamber. 

Variance of the fuel-air mixture 
in the combustion chamber itself is 
achieved by using a divided com- 
bustion chamber, said the pair. 

Dr. Conta pointed out that the 
growing problem of air pollution 
makes the development of cleaner 
burning engines of major import- 
ance. His engine is able to eliminate 
nearly all noxious fumes because it 
operates with a large amount of eX- 
cess air under all normal operating 
conditions, he said. 
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Sell a farmer on limited slip differential and you’ve got a 
multiple sale coming up. He not only needs it on his pas- 
senger car—he needs it on his pick-up trucks as well, for 
ik he can’t afford to get stuck! He drives his car over dirt 
I and gravel roads—to town, to market . . . on countless 
00 errands. And as for his pick-up trucks—he keeps them busy 





FARMER IS TWO PROSPECTS 
LIMITED SLIP DIFFERENTIAL! 
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from morning to night. He’s got to keep rolling to stay 
on schedule. Yes, he’s two prospects for limited slip differ- 
ential, the safety and convenience option that keeps a 
vehicle at top efficiency by automatically directing power 
to the rear wheel with the greater traction. Demonstrate 
and you'll sell both! 


. ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR '62 DEMONSTRATORS 
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" Here’s how to demonstrate limited slip differential... 

0 

ie 

" 

0 

e 

it 

n 

€ 

s 

- Stop your right rear wheel on a pile of wet leaves which Use your gravel drive or a grassy strip where you can Dirt reaily flies when a car with a conventional diffe- In the winter, if you’re where the temperature goes 
you can place at the curb yourself, then demonstrate run one rear wheel off into soft soil. You can put on a rential starts with one wheel in the mud. You can below freezing, put one rear wheel on a patch of ice or 

. how limited slip differential lets you start up smoothly powerful demonstration of how easy it is to get going make a mud puddle in your used car lot or in a field— packed down snow and show your customer how 
and with no wheel spin—because the power goes to instantly—with limited slip differential. and show how limited slip differential insures a quick, limited slip differential lets you start up instantly. 
the wheel with the traction. clean take-off. 


Spicer 


CORPORATION TOLEDO 1, OHIO 


Spicer products available in Canada through Hayes Steel Products Ltd., Merritton, Ontario 








Safety and Convenience— 

A nonglare instrument panel is an added interior appointment on the new ‘62 
Renault Dauphine Deluxe. The company said it eliminates hazardous road glare. 
A pair of dome-shaped lights, right, are one of the convenience items found in the 
‘62 Renault line. 





Wondering how new-car and truck production and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story every week throughout the year. 
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Highlight of ’62 Renault Line... 


Luxury Dauphine Unveiled 


NEW YORK. — Renault’s 1962 
model introduction was highlighted 
by the unveiling of a luxury Dau- 
phine plus a number of engineering 
advances for its entire line. , 

A new three-speed, fully syn- 
chronized transmission, advanced 
carburetion for top economy, and 
an improved suspension system 
are among engineering-design 
improvements for the new 
models. 

: Vincent Grob, president of 

Renault, Inc., said the new model 
increases the company's 1962 line to 
four models. To be marketed in 
the United States are the Dauphine, 
Dauphine Deluxe, Dauphine Gor- 
dini and Caravelle. 

Renault, Inc. is the American 
importer and marketer of the 
French-built cars. 

Featuring major engineering ad- 
vances and interior and exterior 
styling improvements, the Dau- 
phine Deluxe is expected to play a 







major role in Renault’s objectives 
of capturing 15 percent of the U.S. 
import market next year, Grob 
said. 

Introduced on the Dauphine De- 
luxe is a fully synchronized three- 
speed transmission that enables the 
driver to shift down into low gear 
before the car comes to a complete 
stop, assuring him of low-speed 
power for quick acceleration. 

With its 32 horsepower water- 
cooled, rear-mounted engine de- 
livering up to 40 miles per gal- 
lon, the Dauphine Deluxe gives 
the driver top performance and 
economy, Grob said. 

The new model, like Renault’s 
other 1962 models, features a Solex 
downdraft, one-barrel carburetor 
with an automatic choke, he added, 
and the carburetion system pro- 
vides top-economy fuel-air mixture. 

The four-door Deluxe has a fully 
unitized body and is independently 
suspended on all four wheels. The 
Aerostable system automatically 
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IT'S EASY TO MOVE THIS 2-TON 
MODEL INTO POSITION AND 
IT GOES TO WORK FAST. 
THE HANDLE OPERATES IN 
ANY POSITION. 

















THERES AN . 
(Wy AUSCO SERVICE JACK 
IN A LIFTING CAPACITY 
TO FIT EVERY 
SERVICE NEED. 
SEE THEM AT YOUR 
AUSCO JOBBER. 

















AUTO SPECIALTIES MFG. CO. 


ST. JOSEPH, MICHIGAN 
WINDSOR, ONTARIO, CANADA 
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varies the stiffness of the Suspen- 
sion to meet varying load and road 
conditions through coil Springs 
shock absorbers and a cushion of 
air, Grob said. 

The interiors have such features 
as improved foam-rubber, bucket- 
type seats with backs that have 
a four-position control for reelin. 
ing; two glove compartments: 
front door panel pockets, and im. 
proved seating comfort with flat 
floors resulting from elimination of 
the driveshaft tunnel. 

The heating and defrosting 
system is standard equipment on 
all models. Improved windshielg 
washers and full-sweep, 60-cycles- 
per-minute windshield wiper s 
also are standard on all the 1962 
models. 

The Dauphine Deluxe, like ajj 
other Renault models, carries a 
12-month / 12,000-mile warranty — 
whichever comes first. The war- 
ranty includes parts and labor, 

The Dauphine, like the Deluxe, jg 
powered by the 32 HP rear-mount- 
ed engine with the new fully syn- 
chronized three-speed transmission, 

The luxury Gordini, first intro- 
duced in the U. S. last April, is 
powered by the 40 HP engine with 
a four-speed transmission. Itg in- 
terior and exterior styling ig the 
same as the Deluxe. 

The Caravelle — winner of the 
latest Fashion Academy Award 

* * * 





Luxury Styling— 

From its full-sweep bumper guards, top, 
to stainless steel side trim, the new Renault 
Dauphine Deluxe is luxurious in appear- 
ance. Rear Bumper guards, bottom, have 
rubber insets, while getting in and out of 
the Deluxe is made easy by wide open- 
ings of the four doors. 


for automobile styling beauty — 
has incorporated engineering im- 
provements offered on other Re- 
nault models, and is powered by 
the 40 horsepower engine with a 
four-speed gearbox. 

Optional equipment for the De- 
luxe and Gordini includes the slide- 
back sunroof and whitewall tires. 
Dealers also can provide a selection 
of transistor and battery-operated 
radios. 

The forward luggage compart- 
ments offer seven cubic feet of 
space in the Dauphine, Deluxe and 
Gordini, and 8% cubic feet in the 
Caravelle. 

Servicing aids have been built 
into the 1962 models, Grob said. A 
more accessible, easier-to-read oil 
dipstick is handy. An easy timing 
check can be performed with the 
aid of a 12-volt test lamp, a turn 
of the ignition key, and one or two 
turns of the handcrank. When the 
timing mark lines up and the light 
goes on, the engine’s timing is per- 
fect, he said. 


Air Conditioning Forum 


Scheduled for Dallas 

DALLAS.—The eighth annual na- 
tional forum on automotive air con- 
ditioning will be held Jan. 25-26 at 
the Statler-Hilton here. 

The national forum will be spon- 
sored by manufacturing members 
of the Automotive Air Conditioning 
Assn., Inc. Program topics include 
distribution methods, sales _tech- 
niques, servicing, dealer training, 
warranty, component and _ system 
design. 


Willys for Keech 


BALTIMORE.—Rea Keech Me | 


tor Co., Inc., 3333 Frederick Ave 
has been franchised by Willys. 
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Beauty that can take hard knocks... 
Nickel-Chrome Plating Over Steel 


Strength and beauty are combined 
in bumpers of Nickel-Chrome Plat- 
ing over Steel—steel for strength 
to withstand impact, and Nickel- 
Chrome Plating for brilliant beauty 
that highlights styling. 


It’s lasting beauty, too. A thick 
layer of semi-bright Nickel guards 
against corrosion. A layer of bright 
Nickel gives additional corrosion 


protection and forms a _ lustrous, 
durable base for the finish coat of 
chromium. The result is an un- 
equaled combination of strength and 
beauty that resists impact, scratch- 
ing and corrosion, and meets the 
high standards of today’s quality- 
conscious Customers. 


For information about the per- 
formance of Nickel-Chrome Plating 
over Steel, write for the free book- 
let, “Decorative Plated Coatings of 
Improved Durability.” 


THE INTERNATIONAL NICKEL COMPANY, INC. 
4s 

6 fall Stre New York 5, N. Y. 

7 Wall Street INCO k5,N.Y 
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Used-Car Auction Prices 


(Continued from Page 59) 





60 Galaxie (8) conv., $1,580*%, $1,440* 
(ps); 4-dr, Victoria, $1,470* (ps); Cus- 
tom 300 (6) 2-dr., $1,275*; Fairlane 
(8) 4-dr., $1,200*; Fairlane (6) 2-dr., 
$1,200*; Falcon (6) 2-dr., $1,190, $1,- 
055 


’59 Country Squire (8) 4-dr., $1,140* 
(ps); Galaxie (8) 2-dr, Victoria, $1,- 
425*; 4-dr., $1,300* (ps); conv., $1,- 
100* (ps); Country Sedan (8) 4-dr., 
$1,100; Fairlane (8) 2-dr., $950*; Fair- 
lane (6) 2-dr., $700. 

’58 Thunderbird (8) eonv., $1,850*; 2-dr. 
hardtop, $1,635* (ps); Country Sedan 
(8) 4-dr., -$800*; Ranch Wagon (6) 
4-dr., $780, $740*; Fairlane (8) 4-dr., 
$710*, $685*; 2-dr, Victoria, $620* 
(ps). 

’57 Fairlane (8) 2-dr., $565*; Fairlane 
500 (8) conv., $515*; Fairlane 500 (6) 
conv., $440*; Custom (8) 4-dr., $190*. 

56 Fairlane (8) 4-dr., $375*; conv., 
$340* (ps), $295* (ps); Custom (8) 
-2-dr., $200*. 

LINCOLN—’58 Premiere 4-dr. hardtop, $1,- 
340* (ps). 

MERCURY—’58 Monterey 4-dr. hardtop, 
$625* (ps); 2-dr., $555*. 

’57 Montelair conv., $580* (ps). 
’56 Monterey station wagon, $600*; Cus- 


tom 2-dr., $395*. 
OLDSMOBILE —’61 (88) 4-dr. Holiday, 
$2,750* (ps). 
’59 (88) Super 4-dr, Holiday, $1,765* 
(ps), $1,710* (ps). 
’58 (88) Super 4-dr., $1,000* (ps). 
’57 (88) 4-dr., $750*; 4-dr. Holiday, 


BLACK 
VELVET 


THE CLINGING LUBRICANT 


A NEW AND POSITIVE ANSWER 


to the problems of ball joint and torsion bar 


SQUEAKS + RATTLES -. CHATTER + WEAR 
DEPT. FIOI9 
AMALIE DIVISION 


Sonneborn Chemical and 
Refining Corporation 


Franklin, Pennsylvania 


PONTIAC—’61 Catalina sport coupe, 


$725* (ps), $510* (ps); Fiesta 4-dr., 
$715*; (88) Super conv., $700* (ps). 

’56 (88) 4-dr., $560* (ps); 4-dr. Holiday, 
485* 


’55 (88) 2-dr, Holiday., $325*. 
"53 (98) 4-dr., $255*. 
PLYMOUTH—’ 60 Belvedere (8) 4-dr. hard- 

top, $1,500* (ps). 

’59 Belvedere (8) 4-dr., $900*%; Savoy 
(6) 4-dr., $810*. 

‘58 Suburban (8) Custom 2-dr., $715*; 
Belvedere (8) 4-dr. hardtop, $705*. 

’57 Belvedere (8) 4-dr. hardtop, $530*; 


Savoy (8) 4-dr., $370*; Plaza (6) 4- 
dr., $270*. 

PONTIAC—’61 Catalina Safari 4-dr., $2,- 
400* (ps). 


‘60 Bonneville 4-dr, Vista, $2,325* (ps); 
Catalina 4-dr, Vista, $2,200* (ps). 

’59 Bonneville sport coupe, $1,580*. 

’58 Chieftain 4-dr., $850*. 

’57 Chieftain 2-dr., $470*; Star Chief 
4-dr., $470* (ps). 

’56 Star Chief 2-dr, Catalina, $400*; 4- 
dr., $400*. 

RAMBLER—’60 Super (6) station wagon, 
$1,600*; Rebel (8) Super station wag- 
on, $1,500* (ps). 

’59 Custom (6) Cross Country, $890*, 
$840*; 4-dr., $780*; American (6) 2- 
dr., $670*, $660. 

’58 Custom (8) 4-dr., $795* (ps). 

’57 Custom (6) Cross Country, $725*. 

STUDEBAKER—’58 Scotsman (6) 4-dr., 


$335. 
MISCELLANEOUS—’60 ‘Chevrolet (6) %- 
ton pickup, $1,050. 
’56 Studebaker (6) %-ton, $275. 


DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 17. 
BUICK—’58 Special 4-dr., $675* (ps). 

’57 Super 4-dr. Riviera, $625* (ps). 
CADILLAC—’61 (60) Special 4-dr. hard- 

top, $4,800* (ps). 

"60 (60) Special 4-dr, hardtop, $3,780* 
(ps); de Vile 4-dr. hardtop, $3,125* 
(ps). 

’59 (62) 2-dr. hardtop, $2,900* (ps); 4- 
dr. hardtop, $2,855* (ps), 

’58 (62) 2-dr. hardtop, $1,840* (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 
$2,365* (ps); sport sedan, $1,800. 
°60 Impala (8) conv., $1,775* (ps); Bis- 
cayne (8) 4-dr., $1,385*; Biscayne (6) 
2-dr., $1,065*; Corvair (6) 4-dr., $1,- 


215*. 

"59 Impala (8) sport sedan, $1,350* 
(ps); Brookwood (8) 2-dr., $1,090*; 
Bel Air (8) 4-dr., $975. 

’58 Delray (6) 2-dr., $520. 

’56 Bel Air (8) conv., $490*; Two-ten 


(6) station wagon, $410*. 
CHRYSLER—’60 (300) conv., $2,525* (ps). 
’57 Windsor 2-dr. hardtop, $700* (ps). 
DeSOTO—’ 57 Fireflite 2-dr. hardtop, $590* 


(ps). 
DODGE—’59 Coronet (8) 4-dr., $1,025*. 
FORD—’61 Thunderbird (8) 2-dr, hardtop, 
$3,500* (ps). 
60 Thunderbird (8) 2-dr, hardtop, $2,- 


500* (ps); Galaxie (8) 4-dr., $1,590* 
(ps), $1,540* (ps); Falcon (6) 4-dr., 
$1,335*, $1,140*; 2-dr., $1,190*, $1,- 
100, $1,085; Fairlane 500 (8) 4-dr., 
$1,250* (ps); Fairlane (8) 2-dr., $1,- 
110. 

’59 Galaxie (8) 4-dr., $1,365* (ps); 


Country Sedan (8) 4-dr., $1,120*; Fair- 
lane (8) 4-dr., $950*; Fairlane (6) 2- 
dr., $765. 
’58 Fairlane 500 (6) 4-dr., $665*; Ranch 
Wagon (6) 2-dr., $565*. 
’57 Custom (8) 4-dr., $400*. 
’56 Fairlane (6) 4-dr., $325* (ps). 
IMPERIAL—’60 Crown 4-dr. hardtop, $2,- 
800* (ps). 
’57 Imperial 2-dr. hardtop, $800* (ps). 
LINCOLN—’59 Continental Mark IV 2-dr. 
hardtop, $2,325* (ps); 4-dr. hardtop, 
$2,100* (ps); Premiere 4-dr. hardtop, 
$1,820* (ps). 
’58 Continental Mark III 4-dr., $1,565* 


(ps). 
MERCURY — ’58 Montclair 4-dr., $700* 
(ps). 
’57 Colony 4-dr., $910* (ps). 
’56 Custom station wagon, $350*. 
OLDSMOBILE — ’61 (98) 4-dr. Holiday, 
$2,750* (ps); (88) 4-dr. Holiday, $2,- 
625* (ps); conv., $2,535* (ps); 2-dr. 


Holiday, $2,250*, 
’57 (88) Fiesta 4-dr., $725* (ps). 
PLYMOUTH—’59 Savoy (8) 4-dr., $790. 
’57 Fury (8) 2-dr, hardtop, $655* (ps); 
Belvedere (8) 4-dr., $450*. 
’56 Plaza (8) 4-dr., $280. 


$2,- 
475** (ps). 

’60 Bonneville cenv., $2,300* (ps); Ven- 
tura sport coupe, $1,800* (ps); Cata- 
lina 2-dr., $1,600*, 

’59 Bonneville 4-dr. Vista, $1,850* (ps); 
Catalina 4-dr, Vista, $1,325* (ps). 

RAMBLER—’60 American (6) Deluxe 4- 
dr., $865*. 

"59 American (6) Deluxe 2-dr., $635. 

’57 Super (8) Cross Country, $565*, 

STUDEBAKER—’60 Lark (8) 4-dr., 
015. 

’59 Lark (8) 4-dr., $785. 

MISCELLANEOUS—’59 Dodge pickup, 

$595. 


SALT LAKE CITY 


Salt Lake City Auto Auction. Sale every 
Thursday. Prices are for sale of Oct, 19. 
BUICK—’59 LeSabre 4-dr. hardtop, $1,- 

500* (ps), $1,220* (ps); 4-dr., $1,065* 


$1,- 


(ps). 
’57 Special 2-dr., $600* (ps); Super 2- 
dr., $380* (ps). 
CADILLAC—’60 de Ville 4-dr. hardtop, 
$3,825* (ps); (62) 4-dr, hardtop, $3,- 
650* (ps). 


’59 de Ville 2-dr. hardtop, $3,075* (ps). 
’57 (60) Special 4-dr., $1,550* (ps). 
’56 Eldorado Seville, $1.000* (ps); (62) 
conv., $850* (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 


$2,255* (ps), $2,225* (ps), $2,000* 
(ps); Corvair (6) Monza 2-dr., $1,- 
970* (ps); Corvair (6) 500 4-dr., $1,- 
600; 2-dr., $1,550. 


"60 Impala (8) sport coupe, $2,000* (ps); 
4-dr., $1,690* (ps); conv., $1,980* (ps), 


-$1,600* (ps); Breokwood (8) 4-dr., 
$1,600* (ps); Bel Air (8) 4-dr., $1,- 
350*. 


59 Impala (8) sport coupe, $1,430* (ps); 
Bel Air (8) 4-dr., $1,170. 
*58 Bel Air (8) 4-dr., $1,025* (ps), $900*. 
’57 Two-ten (8) station wagon 4-dr., 
$805* (ps). 
CHRYSLER—’60 NY conv., $2,550* (ps). 


"59 NY 4-dr., $1,775* (ps). 
DODGE—’ 57 Coronet (8) 4-dr., $575*. 
FORD-—’61 Thunderbird (8) conv., $3,800* 

(ps), $3,500* (ps); Galaxie (8) 4-dr., 
$2,285*; Falcon (6) Deluxe 2-dr., $1,- 
650*. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
800* (ps); Galaxie (8) starliner, $1,- 
925* (ps); 4-dr., $1,590*; Country Se- 
dan (8) 4-dr. (9 pass.), $1,775* (ps); 


Falcon (6) station wagon 4-dr., $1,- 
500, $1,495, $1,240; 4-dr., $1,200. 

59 Galaxie (8) 4-dr., $1,300* (ps); 
Ranch Wagon (8) 4-dr., $1,200*, 

’58 Custom 300 (8) 2-dr., $800* (ps), 
$530. 

’57 Country Sedan (8) 4-dr. (9 pass.), 


$925* (ps); Fairlane 500 (8) conv., 
$750*; 2-dr. Victoria, $735*. 
LINCOLN—'61 Continental 4-dr., $4,900* 


(ps). 
’58 Continental Mark III 2-dr, hardtop, 
$2,000* (ps). 


’56 Premiere 4-dr., $630* (ps); 2-dr. 
hardtop, $620* (ps). . 
MERCURY—’61 Meteor (800) 4-dr., $1,800. 


60 Monterey 4-dr., $1,725* (ps); conv., 
$1,650* (ps); Commuter 2-dr., $1,- 
600*. 

’58 Monterey conv., $600* (ps). 

OLDSMOBILE—’59 (88) Fiesta 4-dr., $1,- 
855*; 2-dr., $1,350*; 4-dr., $1,180* 
(ps); (98) 2-dr. Holiday, $1,500* (ps). 

’57 (88) Super 4-dr., $700* (ps), $670*. 

PLYMOUTH—’58 Suburban (8) Custom 4- 
dr., $750* (ps); Plaza (6) 4-dr., $450. 

’B7 Savoy (6) 4-dr., $340. 

PONTIAC—’60 Starfire Safari 4-dr., $2,- 
285* (ps); Ventura sport coupe, $2,- 
135* (ps), $2,000* (ps), 

‘58 Chieftain 2-dr., $830. 

'57 Super Chief 4-dr., $940* (ps), $925* 
(ps); Star Chief 4-dr, Catalina, $795. 

RAMBLER—’58 Commander 4-dr., $545. 

MISCELLANEOUS—’61 Ford %-ton pick- 
up, $2,150; Chevrolet Greenbrier, $2,- 


000. 

60 International pickup, $1,710; Chevro- 
let pickup, $1,250; Ford pickup, $1,- 
050. 

’59 Chevrolet %-ton pickup, $1,110; Ford 
pickup, $985; %-ton pickup, $850. 

’58 Chevrolet pickup, $1,050, $755; %-ton 
pickup, $730; Dodge pickup, $660. 

’57 Ford Ranchero, $700; %-ton pickup, 


$660. 
56 Chevrolet 1%-ton pickup, $660 ;Ford 
1-ton, $540. 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Oct. 18. Prices 
are still strong on like-new late model cars. 
Sold 206 cars from 324 consignments. 
BUICK—’61 LeSabre Estate Wagon 4-dr., 

$2,735* (ps); conv., $2,560* (ps); 4-dr. 
hardtop, $2,525* (ps), $2,500* (ps); 
Special station wagon 4-dr., $1,975*, 
$1,890; 4-dr., $1,950. 

'60 LeSabre 4-dr. hardtop, $1,995* (ps), 
$1,900*; 4-dr., $1,805* (ps); 2-dr. 
hardtop, $1,855*; 2-dr., $1,665*. 

’59 LeSabre Estate Wagon 4-dr., $1,650* 
(ps); 4-dr., $1,450* (ps), $1,415* (ps); 
2-dr., $1,450* (ps), $1,425* (ps); In- 
victa 4-dr. hardtop, $1,370* (ps); 
conv., $1,370* (ps). 

58 Super 2-dr. Riviera, $1,170* 
Special 2-dr., $935*. 

’57 Super 2-dr. Riviera, $825* (ps). 

’56 Century 2-dr. Riviera, $520*; Special 
2-dr., $300*. 

CADILLAC—’61 (62) 4-dr. $4,- 
075* (ps), $3,725* (ps). 

’60 (62) 2-dr. hardtop, $3,205* (ps). 

59 de Ville 4-dr. hardtop, $2,750* (ps). 
CHEVROLET—’61 Impala (8) conv., $2,- 

365* (ps), $2,255*; Corvair (6) Monza 
2-dr., $1,950*; Corvair (6) 700 4-dr., 
$1,850*, $1,650*; Bel Air (6) 4-dr., $1,- 
790*. 

760 Nomad (8) 4-dr., $1,950* (ps); Im- 
pala (8) sport coupe, $1,855*, $1,835; 
conv., $1,820* (ps), $1,705; Bel Air 
(8) 2-dr., $1,440, $1,370; Bel Air (6) 
2-dr., $1,380; Biscayne (6) 4-dr., $1,- 
400*, $1,390, $1,275; 2-dr., $1,350*. 

59 Impala (8) sport coupe, $1,430* (ps); 
conv., $1,375* (ps), $1,300* (ps), $1,- 
220*; Bel Air (6) 4-dr., $1,300*, $1,- 
145*, $1,060*; Bel Air (8) 4-dr., $1,- 
210* (ps), $1,120*, $1,115*; Kingswood 
(6) 4-dr., $1,265*; Brookwood (6) 4- 
dr., $1,240; Parkwood (6) 4-dr., $1,- 
050; Biscayne (6) 2-dr., $950*, $950. 

"58 Impala (8) sport coupe, $1,015*; 
conv., $1,005*, $840*; Biscayne (6) 2- 


(ps); 


hardtop, 


dr., $830*; Bel Air (8) 4-dr., $840*; 
Nomad (8) 2-dr., $775*; Biscayne (8) 
4-dr., $700; Delray (6) 2-dr., $650, 
$620. 

’57 Two-ten (6) 2-dr., $775, $560; sta- 
tion wagon 4-dr., $725*; 4-dr., $675, 


$625*; Bel Air (8) sport coupe, $725*; 
conv., $715*. 
’56 Bel Air (8) 4-dr. hardtop, $370*. 


DODGE—’60 Dart (8) Pioneer 4-dr., $1,- 
385*; Seneca (6) 4-dr., $1,115. 
"58 Coronet (8) 2-dr., $560*. 
EDSEL—’58 Pacer 2-dr., $530*; conv., 


$530. 

FORD—’61 Thunderbird (8) conv., $3,290* 
(ps); 2-dr. hardtop, $3,280* (ps); Gal- 
axie (8) Starliner, $1,815. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
425* (ps), $2,385* (ps), $2,330* (ps); 
conv., $2,390* (ps); Galaxie (8) star- 
liner, $1,480* (ps); Country Sedan (8) 
4-dr., $1,435* (ps); Falcon (6) station 
wagon 4-dr., $1,255, $1,075; 2-dr., $1,- 
160, $1,095; 4-dr., -$1,150*, $1,100; 
Fairlane 500 (8) 4-dr., $1,165*, $1,- 
030*; Ranch Wagon (8) 4-dr., $1,070; 
Custom 300 (8) 2-dr., $800. 

’59 Thunderbird (8) 2-dr. hardtop, $1,- 
775* (ps); Galaxie (8) 4-dr., $1,200*; 
Custom 300 (8) 2-dr., $980, $900, $885; 
Ranch Wagon (8) 4-dr., $975, $950. 

’'57 Ranch Wagon (6) 2-dr., $610*, $210*; 
Fairlane 500 (8) 2-dr. Victoria, $520* 
(ps), $435*; Custom (6) 4-dr., $500. 

*56 Custom (8) 2-dr., $210; 4-dr., $210*; 
Fairlane (8) 2-dr. Victoria, $185*. 


MERCURY—’60 Monterey conv., $1,655* 
(ps). 

59 Park Lane 2-dr. hardtop, $1,335* 
(ps). 


’57 Monterey 2-dr. hardtop, $915* (ps). 


OLDSMOBILE—’60 (88) Super conv., $2,- 
275* (ps); 4-dr., $2,030* (ps); (88) 
2-dr., $2,250*, $1,600. 

’59 (88) 2-dr. Holiday, $1,560*; 2-dr., 


$1,315*; 4-dr., $1,480* (ps), $1,315*. 
’58 (88) 4-dr. Holiday, $950* (ps), $870* 


(ps), $810*; 4-dr., $775* (ps); 2-dr. 
Holiday, $865* (ps). 

’57 (98) conv., $750* (ps); (88) 2-dr., 
$635*, $445*; 4-dr., $580*. 


56 (88) 4-dr., $445* (ps). 
PLYMOUTH—’60 Belvedere (8) 2-dr. hard- 
top, $1,050; Fury (8) 4-dr., $950*. 

59 Fury (8) 4-dr., $950*; Belvedere (8) 
4-dr., $870*; Savoy (6) 2-dr., $565; 
4-dr., $590*, 

’56 Plaza (6) 2-dr., $295. 

PONTIAC—’61 Tempest (4) station wagon 
4-dr., $1,550. 

’60 Bonneville sport coupe, $2,300* (ps), 


Austin-Healey—’60 2-dr., 
Renault—’60 4-dr., $635. 
Volkswagen—’61 2-dr., $1,580, $1,500, $1,- 





S55 
“These lift trucks save a lot of 
time on the compacts.” 





$2,130* (ps); 4-dr., $2,200* (ps); 
conv., $2,100* (ps); Catalina .4-dr., 
$1,915* (ps), $1,610*. 

’59 Catalina Safari 4-dr., $1,615* (ps), 
$1,570* (ps); 4-dr., $1,360* (ps), $1,- 
135*; 4-dr. Vista, $1,285* (ps); Bonne- 
ville 4-dr. Vista, $1,525* (ps). 

’58 Star Chief Safari 4-dr., $1,150* (ps). 

’57 Super Chief 2-dr., $685* (ps); Chief- 
tain conv., $560*; 4-dr., $505*. 

’56 Chieftain 2-dr., $310. 

RAMBLER—’60 American (6) Super sta- 
tion wagon 4-dr., $1,485; Deluxe 2-dr., 
$955*. 

’59 Ambassador (8) Custom 4-dr, hard- 
top, $1,150* (ps); American (6) Super 
station wagon 4-dr., $1,055*; 4-dr., 
$980*, $780. 

’58 American (6) 4-dr., $705. 

STUDEBAKER —’58 Silver Hawk (6) 2-dr., 
$625. 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct, 18. 
Market continues ‘very firm, Shortage of 
new cars supports used car prices strongly. 
Sold 83 percent of 439 consignments. 
BUICK—’61 LeSabre 4-dr. hardtop, $2,- 

460* (ps); Special 4-dr., $1,750. 

60 LeSabre Estate Wagon 4-dr., $2,155* 
(ps); 4-dr., $1,750 (ps). 

’59 LeSabre 2-dr. Riviera, $1,500* (ps). 

’58 Super 4-dr, Riviera, $805* (ps). 

’57 Special 4-dr. Riviera, $640*; 4-dr., 
$520*; 2-dr. Riviera, $605* (ps). 
CADILLAC—’61 de Ville 4-dr. hardtop, 

$4,300* (ps). 

60 (62) 4-dr, hardtop, $3,530* 

’59 (62) 4-dr., $2,785* (ps). 
CHEVROLET—’61 Impala (8) conv., $2,- 

330* (ps); Bel Air (8) 4-dr., $1,950* 
(ps); Corvair (6) Monza 2-dr., $1,870. 

"60 Impala (8) conv., $2,010* (ps); 
sport sedan, $1,860* (ps); 4-dr., $1,- 
850* (ps); $1,605; Impala (6) sport 
coupe, $1,630 (ps); Parkwood (8) 4- 
dr., $1,625* (ps); Bel Air (8) 4-dr., 
$1,550*; Bel Air (6) 4-dr., $1,440*, 
$1,440, $1,380*; Corvair (6) 700 4-dr., 
$1,210*; Corvair (6) 500 2-dr., $1,080, 
$1,120. 

"59 Impala (8) 4-dr., $1,350* (ps); sport 
coupe, $1,400; Bel Air (8) 4-dr., $1,- 
300* (ps); Bel Air (6) 2-dr., $900; 
Biscayne (8) 4-dr., $1,000*; Biscayne 
(6) 4-dr., $695*. 

’58 Impala (8) sport coupe, $1,200* (ps); 
Bel Air (8) 4-dr., $940* (ps), $845; 
Delray (6) 4-dr., $925; Biscayne (8) 
2-dr., $850*; Biscayne (6) 4-dr., 
$745*. 

’57 Bel Air (8) 


(ps). 


sport coupe, $975*; 
conv., $920* (ps); 4-dr., $880*; Two- 
ten (8) station wagon 4-dr., $840*; 
2-dr., $705, $590; Two-ten (6) 4-dr., 
$670. 

’56 Two-ten (8) station wagon 4-dr., 
$610*; (9 pass.), $575*. 

$1,600* 


CHRYSLER—’59 NY 4-dr., (ps). 


’57 NY 4-dr, hardtop, $730* (ps). 
DODGE—’61 Lancer (6) 170 2-dr., $1,400*. 
’60 Dart (8) Phoenix 4-dr., $1,600* (ps); 


Albany 


Lloyd—’ 59 2-dr., $250. 


Bordentown, N. J. 


Fiat—’60 4-dr., $675. 


Ford (English)—’57 Anglia 2-dr., $185. 


Gollath—’60 2-dr., $500. 
Jaguar—’57 4-dr., $700. 


Mercedes-Benz—’59 4-dr., $1,450. 


Opel—’58 Rekord 2-dr., $390. 
Volkswagen—’60 2-dr., $1,125. 


’59 conv., station wagon 2-dr., 


$285. 


$1,040; 


Caldwell, N. J. 
Ford (English)—’55 conv., $125. 


dJaguar—’59 4-dr., $1,525. 
Mercedes-Benz—’58 conv., $1,250. 
Renault—’61 Dauphine 4-dr., $570. 


’59 Dauphine 4-dr., $305. 


Triumph—’56 TR-3 conv., $390. 
Vauxhall—’58 Victor station wagon 4-dr., 


$370. 


Volkswagen—’60 station wagon, $610. 


’59 Microbus 4-dr., $585, 

’58 Microbus 4-dr., $400. 
Chicago 

$1,690. 


270. 

60 2-dr., $1,210, $1,150. 

’59 sunroof 2-dr., $1,005; 2-dr., 
$980. 

’58 2-dr., $780. 


Danville, Va. 


$1,000, 


Vauxhall—’60 Super 4-dr., $660. 
Volkswagen—’61 2-dr., $1,400, $1,340. 


Daytona Beach, Fla. 


Fiat—’'62 2-dr., $775. 


’60 2-dr., $580. 
*58 2-dr., $400. 


Hillman—’57 conv., $235. 
Mercedes-Benz—’ 57 4-dr., $1.550. 
Opel—’59 2-dr., $545. 


Detroit 


Metropolitan—’61 2-dr. hardtop, $1,090. 


Fargo, N. D. 


Volkswagen—’61 2-dr., $1,210. 


Flint 


Volkswagen—’60 2-dr., $1,100. 


Used Imported Cars 


a 
4-dr. hardtop, $1,590* (ps): 
(8) 4-dr, hardtop, $1,590 (oa), ae 
eca (6) 2-dr., $1,090. : a 
59 Custom Sierra (8) 4-r 
eel nen ag 4-dr., $1,050¢ 
ustom Royal (8) 2-dr, j 
$1,005* (ps). "+ Raratop, 
EDSEL—’58 Ranger 2-dr., $575, 
FORD—’61 Galaxie (8) 4-dr., $2,100": pF 
con (6) station wagon 4-dr, $i 725, 
2-dr., $1,490. etees 


+» $1,405 


60 Galaxie (8) conv., £1,650¢ 
Starliner, $1,595*; 4-dr, Vietoria Ss 
470* (ps); 2-dr.,’ $1,460* (ps); pet 
lane 500 (8) 4-dr., $1,300*; ‘Ra ir. 
(8) t-dr., $1,276; 2-dr., | $1,200: eon 
ane ) 4-dr., $1,260*; F z 
4-dr., $1,190. airlane (6) 

’59 Thunderbird (8) 2-dr. harg 
095* (ps); Galaxie (8) 2-dr. oe 
$1,500° (ps), $1,290; 2-dr., $1 1990" 


4-dr., $1,280* (ps); Fairlane’ 
$1,030*; ‘Custom 300 (8) 2dr. git 
58 Fairlane 500 (8) 4-dr. Victoria $870: 
Fairlane (8) 4-dr., $755: 2-dr.’ eee 
pe); aie ear ae (6) 4-dr.." 
ustom ) 4-dr., $6909: . 
Wagon (8) 4-dr., $530*, $690°; Raneh 
’57 Fairlane 500 (8) Skyline, $795¢ 


4-dr, Victoria, $720* (ps oe: 

IMPERIAL—"59 on ote sétbe on, 

Fe rown 4-dr. h, , 

LI COL: (ps). _— 
NCOLN—’59 Premiere 4-dr. h 

750° (ps). ardtop, $1,- 


—. Monterey 4-dr., $1,570* 


Ps). 
*59 Monterey 2-dr. hardtop, $1,070* 
’57 Monterey 2-dr, hardtop, $550+." 
’56 Monterey 4-dr, hardtop, $450* (ps) 
| OLDSMOBILE — ’61 (98) Starfire cony 
$3,250* (ps); (88) Super 2-dr, Holi. 
+60. (38) Super 2a in site 
) Super 2-dr, Holiday. . 
5 (88) 2-ar., $1,910* — 
. ) conv., $1,770* (ps): 
4-dr., $1,750* (ps). 98) Super 
K ee! ~ at (ps). 
* ) -dr, oliday, 1,715* ° 
(88) Super 4-dr., $750", * (0); 
PLYMOUTH—’61 Fury (8) 4-dr., $2,010* 
(ps); Suburban (8) Custom 4-dr,,’ g1,. 
650°. ‘es 
’60 Belvedere (6) 4-dr., $1,200*, 
’59 Fury (8) 2-dr, hardtop, $970 (ps); 
Belvedere (6) 2-dr., $800*. . 
’58 Savoy (8) 4-dr., $620* (ps), 
’57 Belvedere (8) 2-dr. hardtop, $615+: 
Savoy (8) 2-dr, hardtop, $505*. ; 
PONTIAC—’61 Ventura sport caupe, $2. 
560* (ps); Catalina conv., $2,249, ' 
’60 Bonneville sport coupe, $2,260* (ps); 
Star Chief 4-dr, Vista, $2,065* (ps) : 
Catalina 4-dr., $1,735*. . 
"RAMBLER—’61 Classic (6) Deluxe station 
wagon 4-dr., $1,990. 

’60 American (6) Deluxe 2-dr., $905 
"59 American (6) Deluxe 2-dr., $725. 
aa Lark (8) Regal cony. 

,040. ; 

*59 Lark (8) Regal 2-dr, hardtop, $830; 

Lark (6) Deluxe 4-dr., $690. , 

MISCELLANEOUS — ’60 Chevrolet 2-ton 

152 eee ‘ ‘ 
GMC 2-ton, $900; Ford F-100 

$845 Panel, 


’57 Ford 2-ton, $1,100; 1%-ton, $575, 
’56 Chevrolet 1-ton panel, $510. 
* * * 


— Auctions in Brief — 


BORDENTOWN, N. J. 

National Auto Dealers Exchange, Sale 
every Wednesday (Oct. 18), Clean sharp 
cars in the earlier models still bringing top 
dollar. 1961 cars taking slight dip but the 
remaining later models are holding firm. 
Sold 74 percent of 524 consignments, 

* * * 
DANVILLE, VA. 

Danville Auto Auction, Sale every 
Wednesday (Oct. 18). Extreme shortage of 
cars in this area. 

* os 
MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Oct. 20). Weather: Clear, Sold 71 
percent of 794 consignments, 

* - * 


MINNEAPOLIS 
Minnesota Auto Auction, Sale every 
Wednesday (Oct. 18), Supply is getting 
very short. Prices little soft. Sold 44 cars 
from 81 consignments. 





Fontana, Wis. 
MG—’57 conv., $550. 
Mercedes-Benz—’57 4-dr., $1,000*. 


Triumph—’58 TR-3 conv., $950; station 
wagon, $315, 
Kansas City 
Triumph—’59 TR-3, $1,090. 
Los Angeles 


Opel—’59 Rekord 2-dr., $595. 
Simca—’59 4-dr., $315. 

’58 Elysee 4-dr., $290. 
Triumph—’58 TR-3 roadster, $750. 
Volvo—’60 1228S 4-dr., $1,450. 

’56 2-dr., $375. 


Manheim, Pa. 
Austin-Healey—’57 roadster, $840. 
Borgward—’57 station wagon, $420, 
Fiat—’59 4-dr., $635, $370. 

’58 4-dr., $475. 

Ford (English)—’59 4-dr., $290. 
Humber—’53 Super 4-dr., $270. 
MG—’60 roadster, $1,170. 

’59 MGA roadster, $1,120. 
Mercedes-Benz—’59 4-dr., 

’58 conv., $2,200. 

’57 190 4-dr., $960, 
Metropolitan—’58 conv., $375. 
Opel—’59 station wagon, $825, $520. 

’58 station wagon, $600, 
Peugeot—’60 4-dr., $915. 

Simea—’59 4-dr., $275. 
Triumph—’ 61 roadster, $1,450. 

60 TR-3 conv., $1,325. 

Vauxhall—’60 station wagon 4-dr., $860. 

’58 4-dr., $350, 

Volkswagen—’61 2-dr., $1,360. 

’59 conv., $950. 

’57 conv., $580. 

Volvo—’61 Deluxe 544 2-dr., $1,320. 


Mason City, Ia. 
MG-—’60 conv., $1,190. 
Volkswagen—’59 sunroof 2-dr., $915. 


Minneapolis 
Renault—’58 4-dr., $355. 


Salt Lake City 
Jaguar—’55 Mark VII 4-dr., $200°. 
Opel—’61 2-dr., $1,200. 
Volkswagen—’59 2-dr., $1,030. 


$1,390. 
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Many Hopeful of Pickup After Labor Picture Clears . . . 


_- 


New York Sales Outlook Is Mixe 


By Ed Brown 
Staff Correspondent 


NEW YORK.— Following the 
initial announcement excitement, 
dealers find themselves in a pecu- 
liarly suspended state of activity 
between very busy and very slow. 
Business is neither good nor really 
pad, but it certainly doesn’t meas- 
yre up to the expectations of most, 
nor does it fall to the level pre- 
dicted by a few. 

A few dealers complain of 
shortages, but behind the com- 

nt is a kind of silent prayer 
of thanks for the shortage, be- 
cause they feel that things would 
be particularly bad if the fac- 
tories were in top production at 
this time. : 

The exact causes are difficult to 
in down. Dealer views vary ac- 
wording to their conversation with 
the last prospect. 

However, there appears to be a 
general feeling that business is not 
as good throughout the economy 
as we are led to believe. Said one 
dealer: 

“Things might be pretty good 
dsewhere, but I don’t mind tell- 
ing you I hear about an awful lot 
of tightening up being done in all 
kinds of organizations. Men being 
let go in good executive positions, 
factories slowing down, unseason- 
ally, and in all I find a hesitation 
on the part of the public due to 
the uncertainty of the economic 
climate. 

“‘’m not as convinced as are the 
prognosticators that this will be 
the great year we have had pre- 
licted. My business certainly 
joesn’t indicate that it will be right 
nw. And you know as well as I 
do, the first six to eight weeks of 
this business generally forecasts 
what the year will be like. I don’t 
like what I see.” 

On the other side is the view 
of a Dodge dealer who also is 
unhappy about his present activ- 
ity, but who says: “Well, we have 
a brand new car. New style, new 
point of view, and I think that 
we are going to do quite well. 

“Right now, we are experiencing 
a slowdown, but I honestly think 
that our business will be like the 
1957 introduction, when we had a 
slow start, but gathered steam that 
soon put us over the top. I’m not 
too pessimistic right now, even 
though I have every right to be.” 
“Listen,” said another dealer, 
‘the public is too smart to come 
ot and shop right now. Sure, 
they're watching Reuther like a 
hwk, They know that just as long 
as he slows things down in Detroit, 
the factories are going to be experi- 
mcing shortages of cars, which 
means distribution problems to us 
dealers. 

“In turn this means fewer cars 
for him to choose from, fewer cars 
in our stocks and less pressure on 
ls to move them, which in turn 
means higher prices to him. So 
he's just not out to buy. He’s going 
to wait until Reuther stops play- 
ing around with the big boys and 
the stocks begin to build up. Sure 
its slow, but I predict it will pick 
up substantially as soon as the 
labor situation is signed, sealed and 
delivered to everyone in Detroit.” 

Other dealers declare that be- 
cause of the labor struggles in 
Detroit, the factories have cut 
back on their ad schedules, which 
means that the public is just not 
being cajoled into new cars as 
frequently nor as readily as dur- 
ing the usual introduction period. 
Said one dealer: “Look, as long 
as General Motors doesn’t have a 
full complement of stock in the 
hands of dealers, they are keeping 










Coast Buyers Borrow 


For Shorter Periods 
SACRAMENTO, Calif. — Sacra- 
mento orders for new cars are 50 
to 60 percent above last fall’s vol- 
ume, Don Reid, representing the 
Sacramento Automobile Dealers 
Assn., reported to the Sacramento 
Economic Council. 

He also reported a trend to more 
short-term contracts—from 36 
;t0 24 months this year. He told 
the council: 
_ We're seeing a great upsurge 
‘n demand. The situation is ab- 
normally zood.” 





their ad money tied up and aren’t 
being seen as often in newspapers. 
This means that the public just 
isn’t going out as much. 

“Even though it’s a different 
manufacturer, the fact that GM ad- 
vertises as much as it does helps 
us over here. It just keeps people 
thinking about new cars. We can’t 
afford to take up the slack when 
GM pulls back its ad horns, so it 





Murray Motor Sold 


To Curries in Butte 

BUTTE, Mont.— Murray Motor 
Co. (Chevrolet) has been sold to 
Hugh S., Myron A., and David J. 
Currie jr., owners and operators of 
Currie Buick and Currie Tire Serv- 
ice. 

Roy S. Murray jr., president and 
manager of Murray Motor, said the 
purchase includes operations at the 
sales and service headquarters at 
46 W. Galena and the Chevrolet 
used car lot at Colorado and Ga- 
lena. 


just doesn’t get people out the 
same way.” 

A few dealers have let it be 
known that they will hang around 
only about four more weeks. If 
things haven’t changed drastically 
within that time, they say they will 
be closing up shop. Not even look- 
ing for another franchise, but just 
leaving the business entirely. 

Although by and large dealers 
are happier today with factory- 
dealer relations than they were 
eight to 10 years ago, some abuses, 
they say, still exist, which become 
particularly evident during periods 
such as these. 

One dealer spoke about trying 
to give the factory an order for 
one of their newer models. He is 

interested in fairly substantial 
quantities of these vehicles, yet 
was told by his factory represen- 
tatives that they won’t be avail- 
able to him unless he is willing 
to take other less-desirable mod- 
els as well. 





Raymond to Celebrate 


50 Years with Ford 
ADRIAN, Mich. — Raymond 
Auto Sales (Ford-Lincoln-Mer- 
cury), believed to be the oldest 
Ford dealer in Michigan, will 
celebrate its 50th anniversary 
Nov. 11 with a civic parade and 
open house. The dealership has 
handled every Ford Motor Co, 
make since its inception. 
Samuel W. Raymond, founder 
of the dealership, died in 1950. 
His sons, Harold F. and Russell 
B. operate the business today. 


LL Sc 


fairly stands on end, They attempt 
to convince the dealer that his 
stock is unbalanced without the 
vehicles he doesn’t want. Yet the 
dealer, from his own experience, 
he claims, knows that the vehicles 
the factory wants him to take are 
virtually unsalable in his area at 
the present moment. Yet the pres- 
sure is there to order the two 
groups of vehicles at once, To date, 
no solution has been worked out. 
This is not an isolated case, since 
the present model shortages make 


The dealer calls these “tie-in”| Such deals tempting. 
sales and the factory rep’s hair 


WY 7 from Rohm & Haas! 


at 


Used cars have suffered a real 





softening in the past few weeks, 
which means that new-car sales 
of anything less than high-quality 
deals are not given too much con- 
sideration at the moment, another 
contributing factor to the present 
soft retail picture. 

However, one dealer character- 
ized this as typical of this time of 
year, and said in his experience it 
would straighten out shortly. 

“We always have to expect 
some softening as the 1960s and 
’6ls arrive on the used-car mar- 
ket in rather large quantity. Sud- 
denly we have a momentary glut, 
which sends prices plummeting. 
But it will straighten itself out 
as dealers begin to find the floor 

and ceiling on their trades of 
these models. 

“Secondarily, we are now experi- 
encing the return of the first com- 
pacts to the used-car market in 
quantity, and this will definitely 
have a momentary effect on the 
market. After all, it’s a new item 
for most of us, and it has to seek 
its level. There is some hesitancy 
and a great deal of speculation 
about what this will do to the mar- 
ket, but it too will straighten it- 
self out without causing a great 
deal of dislocation, I feel.” 


the NEW, SUPER HIGH IMPACT, formulation in 
the IMPLEX® family of tough, rigid acrylic molding powders 





@ MAXIMUM IMPACT STRENGTH—Double 
the highest impact strength previously avail- 
able in IMPLEX acrylic molding powders. 


@ LIGHT TRANSMITTANCE—High degree of 


transparency 


in natural color, resulting in 


increased range of colors ... more color brilliance 


. more color 


depth. 


@ GOOD MOLDABILITY 


m EXCELLENT 


STABILITY— Dimensionally 


stable—no plasticizer . . . low water absorp- 
tion ...resistant to chemicals and staining 
... free of odor or taste. 


m@ HIGH SURFACE GLOSS—Lustrous, smooth 
surfaces in a complete range of rich, deep 


colors. 


Write today for color samples, technical data and table 
of physical properties on IMPLEX R—for SUPER 
HIGH IMPACT in quality molded parts. 


RO Ls ivi 
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PHILADELPHIA S,PA,. 
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New from Ken, 
sep peape ree 
SELF-LEVELING 


UNS a eet 


e@ FLOW AUTOMATICALLY! 
@ SHUT OFF AUTOMATICALLY! 
e FILL TO CORRECT LEVEL! 
© BIG 2%-QUART CAPACITY 


Ken’s New B-70 Automatic 
Battery Filler quickly fills to 
correct level — shuts off auto- 
matically. No spills . . . No 
dripping. Ideal for dry charge 
batteries. Both valve and con- 
tainer are made of high-impact 
styrene and polyethylene to 
withstand long, hard use with 
either water or battery acids. 
Also features the only auto- 
matic valve for which all parts 
are replaceable! 









Dual- Automatic 


FILLER and TESTER 


Another “first” by Ken, this B-71 
Automatic Filler and Tester is 
combined in a single unit to 
make battery service a one-stop 
operation. Fills batteries to cor- 
rect level automatically. 

Tests either 6 or 12 volt systems 
with visual trouble indicator. 
Extra wire, with simple clip, 
makes it easy to locate many 
other car shorts. 








Find trouble 

fast and easy 

© Sell more 
charges 

@ Sell more 
batteries 

© Sell more 
service 


CALL YOUR JOBBER 
Put one of these sales 
builders to work for 
you now! 

Get your pocket-size 
copy of Ken’s all-new, 
complete-line catalog. 
Ask your jobber or 
write Ken direct. 


tHe KEN-TOOL mre. co. 





AKRON 5, OHIO 





MASTER 


DEFIANCE: OHIO le 





"The Automobile Dealer" 
By Martin H. Bury 
Acclaimed the 
most valuable 
guide book in the 
industry. It con- 
tains methods, 
procedures and 
profit formulas 
for every depart- 
ment of the deal- 
er's business. Con- 
tains answers to most dealer 

problems. 

Revised Third Edition has been 
updated and enlarged to cover 
current conditions. 320 pages, 
$6.30 postpaid; discount of 25% 
in lots of ten or more. 


Order Your Copy Now! 


PHILPENN PUBLISHING CO. 


1750 NORTH BROAD ST. 
PHILADELPHIA 21, PA. 
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UAW Shifts Tactics... 





Seniority at Chrysler 
Gets an Overhauling 


(Continued from Page 6) 


line Thursday night, the union was 
attempting to get concessions equal 


to those gained at GM and Ford. 


* * * 


HIS included a three-year con- 
tract with a wage increase of 
six cents an hour or 2.5 percent of 


hourly pay, whichever is greater; 


continuation of the cost-of-living 


pay bonus; company-paid medical 
benefits; substantial increases in 


supplemental unemployment bene- 


fits, and a new short work week 
benefit that would give workers 
partial pay for hours not worked 
in a week when they work fewer 
than 40 hours. 

The company, on the other 
hand, was anxious to win as 
many money-saving concessions 
as possible from the union. 
Chrysler had a $20.5 million loss 
in the first nine months of this 
past year, and its car production 
is running some 46.5 percent be- 
hind a year ago. 

Actually, there are five national 
contracts up for negotiation~ be- 
tween the UAW and Chrysler. They 
cover production workers, parts 
plants workers, white collar work- 
ers, some engineering and _ tech- 
nical personnel and cafeteria work- 
ers. 

It, therefore, would be possible 
for the UAW and management to 
reach agreement on four of five 
contracts and then be forced into 
closing plants because workers 
under the fifth contract decided to 
strike. This happened in 1958 when 
unionized white collar workers 
struck. Chrysler is the only auto 
maker with unionized white collar 
workers. 

ob * * 

gree ha hememagers at Kenosha, the 

UAW was still having its prob- 
lems “educating” members of Local 
72, who are not so sure they want 
to vote again on ratification of the 
American Motors profit-sharing 
plan. The local, largest of five in 
the AMC setup, turned down the 
proposal Oct. 8 by a vote of 1,507 
to 1,444. 

Members of the local say they 
are against the pact for these 
reasons: 

1. They don’t want to give up a 
five-minute, pre-luncheon, com- 
pany-paid washup time. 

2. They aren’t so sure they would 
benefit under the program. 

3. They are strongly opposed to 
another ratification vote ordered by 
the International Union’s executive 
board. Some feel the executive 
board is starting a practice of vot- 
ing until it gets what it wants. 

* * * 


or officials from the local, the 
international union and man- 
agement were meeting last week 
in Kenosha as an “education pro- 
gram” by both management and 
the union got under way. 

In attendance were Jack Beni, 
president of Local 72; Edward L. 
Cushman, AMC vice-president; 
George G. Gullen, AMC labor re- 
lations director; Leonard Wood- 
cock, UAW vice-president and di- 
rector of the union’s General Mo- 
tors department, and Brenden 
Sexton, administrative assistant 
to Reuther. 

But trouble was brewing else- 
where, While union and manage- 
ment were trying to get matters 
straightened out with Local 72, an- 
other local, 75, was petitioning for 
a new vote. Although the local had 





Concord, N. H., to Keep 


Sunday Auto-Sales Ban 


CONCORD, N. H.—The Concord 
Board of Aldermen has killed a 
proposed ordinance which would 
have liberalized the city’s ban 
against “non-essential” Sunday 
sales, including the sale of automo- 
biles. 

City Solicitor Daniel E. Donovan 
jr., announced that the existing 
“blue laws,” dating back 30 years, 
would be enforced. He said there 
had been complaints about Sunday 
sales but that he had waited until 
the United States Supreme Court 
sustained the Sunday sales laws in 


cases involving other states. 





approved the new contract by a 
vote of 1,607 to 1,309 on Oct. 1, ad- 
vocates of a new vote claimed more 
than 300 members were disenfran- 
chised in the election. The petition 
had not, however, been sent to the 
union’s Detroit headquarters. 

Meanwhile, workers at AMC’s au- 
tomotive parts division in Milwau- 
kee were to vote Saturday (Oct. 28) 
on ratification of the pact. 

Roy Speth, president of Local 75, 
said the parts workers did not vote 
with the main bargaining unit be- 
cause the terms of the local agree- 
ment had not been settled. 

* * Es 


N THE commercial-car field, 6,000 

workers at three Mack Truck 
plants went out on strike Wednes- 
day midnight after the UAW and 
management had failed to come to 
an agreement on a new contract. 

Plants at Allentown, Pa.; Som- 
erville, N. J., and Cortland, N. Y., 
were affected by the strike. The 
Plainfield (N. J.) unit, which is 
being closed Oct. 31 for transfer 
to a new plant at Hagerstown, 
Md., was not affected. 

Company officials said they had 
made “major concessions” but the 
union was reported to be holding 
out for an unrestricted right of 
transfer clause in the contract. The 
contract originally expired Oct. 20, 

but was extended until Wednesday. 
* * * 
LSEWHERE on the automotive 
scene, negotiations between 
the UAW and Dana Corp. opened 
last Thursday (Oct. 26) in Cleve- 
land. 

The present three-year con- 
tract, expiring Nov, 15, covers 
6,000 factory and office workers 
in 16 bargaining units. Dana’s 
headquarters are in Toledo, while 
plants and offices are located in 
Toledo, Pottstown, Pa.; Auburn, 
Ind.; Detroit, Lansing, and Chel- 
sea, Mich. 

Agreement in each of the bar- 
gaining units will be up for negoti- 
ations as Well as the master con- 
tract, according to Richard Gosser, 
director of the union’s Dana de- 
partment. The company manufac- 
tures transmissions and other com- 
ponents for trucks. 

Among other suppliers involved 
in contract negotiations with the 
UAW are Eaton Mfg. and Bendix 
Corp. Operating on expired con- 
tracts, both returned to the bar- 
gaining table last week after hav- 
ing been in recess. 

Budd Co., Philadelphia, is sched- 
uled to resume negotiations today 
(Oct. 30). Bendix, whose contract 
expired Sept. 15, and Budd, whose 
contract expired Oct. 1, are work- 
ing on extended contracts with five- 
day expiration clauses. Eaton’s 
contract expired yesterday (Oct. 
29). 

Ea * * . 
| OTHER developments on the 
labor front, members of 45 bar- 
gaining units at Internationa] Har- 
vester Co., Chicago, ratified a new 
three-year contract between that 
company and the UAW. 

The main provisions of the 
contract are retroactive to Oct. 1. 
An annual improvement factor of 
2.5 percent or six cents an hour, 
whichever is greater, is retro- 
active to Oct. 2 and will also be 
added to wages on the first Mon- 
day of October next year and in 
1963. The agreement expires Oct. 
1, 1964. 

Scheduled to go into effect Jan. 1 
are improvements in health and 
life insurance, pension and supple- 
mental unemployment benefits, va- 
cation rights and certain other im- 
provements. 

Special wage increases for work- 
ers in Harvester’s parts depots and 
transfer houses are retroactive to 
Oct. 2, with these workers also 
winning for the first time a master 
contract embracing their 11 bar- 
gaining units, the UAW said. 

* ok of 
ORKERS at Kelsey-Hayes 
plants in the Detroit area went 
on strike Wednesday despite pleas 
from officers of Local 78 to stay on 
the job. The workers reportedly 








Polk's Car Counter— 


This display by R. L. Polk & Co. keeps 
an up-to-the-second estimate of America’s 
car and truck population. Vera Rempel, 
Polk receptionist, points out a new total to 
H. H. Blohm, left, vice-president and man- 
ager of the Motor Statistical Division, and 
Ralph L. Polk, president. The figure of 
70,660,661 was the estimate as of noon 
Thursday, Oct. 19. The total takes into 
account the rate of new-car registrations 
as well as the estimated scrappage rate. 
Currently, the vehicle population is in- 
creasing at the rate of one every five 
seconds on the basis of a 40-hour week. 
The light panel and tape reels at the left 
of the display symbolize Polk's use of 
electronic computers in its compilation of 
automotive statistics. The counter, now in 
the lobby of the Polk Bldg., Detroit, will 
be displayed in various cities across the 
country. 


were striking to protest lack of 
progress at the bargaining table. 

The contract has been extend- 
ed several times since it expired 
Sept. 30. Wage rates, non-econom- 
ic issues and interplant seniority 
are to be settled, an official said. 

The plants in Detroit and Romu- 
lus, Mich., produce wheels, hubs 
and drums for GM and Ford. 

No immediate effect is expected 
to be felt by either maker, both of 
which report a substantial parts 


backlog. ; 
* * 


)N THE dealer front, the Nation- 

al Labor Relations Board ruled 
last week that Thad Felton, Inc., 
doing business as Hemphill Ford, 
Inc., Houston, shouldn’t attempt to 
discourage employes from union 
membership and should offer to re- 
hire two discharged salesmen. The 
decision affirmed a recommenda- 
tion to the board by an NLRB ex- 
aminer, Owsley Vose, 

The two men, who were fired 
Dec. 28, 1960, had attended meet- 
ings that led to the organization 
of Retail Automobile Salesmen 
Local 501 of the Retail Clerks 
International Assn., AFL-CIO, 

Vose, in a report accompanying 
his recommendation, said the two 
employes were discharged “because 
the company wanted to combat an 
attempt at organizing a union for 
Houston car salesmen.” The com- 
pany contended the two men were 
discharged as part of a reduction 
in force and because they had low 
sales production in December. 

The NLRB ruled that the sales- 
men should be offered reinstate- 
ment “without prejudice to their 
seniority or other rights and priv- 
ileges,” and with allowance for their 
loss of pay. 

In Detroit, shop employes at Hi 
Dawson, Inc. (Ford), elected Team- 
sters Local 376 as their bargaining 
unit in an election conducted by 
the NLRB. The vote was 16 to 11 


in favor of the union. 
* * * 


Trailmobile Reaches 


Accord with Unions 

FREMONT, Calif.—Pay and pen- 
sion increases over the next two 
years totalling 29 cents an hour 
have ended a five-week strike of 
211 machinists and painters at 
Trailmobile, Inc. 

Striking locals, 1176 of the Auto 
and Shipyard Painters Union, and 
1546 of the Automotive Machinists 
Union, rejected a 9-cent pay offer 
a week before agreement was 
reached. Pay before the Sept. 11 
walkout ranged from $2.25 to $3.05 
hourly. 

The new pact provides 15%-cent 
hourly increase immediately with 
an additional 13% cents to be 
granted next Sept. 1, including 7% 
cents in increased pension benefits, 
L. K. Moore, Painters Union rep- 
resentative, said. 





$$$ 


Hertz Will Buy 
Car from Owner, 
Pay in Rentals 


NEW YORK.—Hertz Corp has 
introduced a program under which 
it will buy cars from owners at 
above-market prices and pay them 
in car rentals from its worldwide 
fleet. 

R, A, Petersen, Rent-A-Car Diyj. 
sion general manager, said the plan 
was designed essentially for own. 
ers in congested areas who have 
found that the infrequent use of 
their cars does not justify such 
costs as depreciation, garaging in. 
surance and maintenance. : 

The person who sells a car to 
Hertz under the “Auto Bank” plan 
will receive about 15 percent more 
than if he were to sell to a useq- 
car dealer, Petersen said. 

The amount of the purchase price 
is placed in an account established 
for the seller and there is no time 
limit on the car-rental credit, he 
continued. 

The seller receives a checkbook 
which he can use to authorize car 
rentals anywhere against hig ac- 
count, Petersen said, and charges 
for use of the cars are deducted 
from his credit. 

The plan is in operation in Chi- 
cago, New York and Philadelphia 
and will be expanded later to Los 
Angeles, San Francisco and Wash- 
ington, Petersen said. Hertz is con- 
sidering other cities, 

Cars purchased will be sold to 
used-car dealers in line with Hertz’ 
usual vehicle disposal practice. 


Chevrolet Opens 
2-W eek Class for 


Service Managers 


DETROIT. — Chevrolet’s top 57 
field service executives will begin 
a two-week training program here 
today (Oct. 30) as a part of the 
division’s efforts to improve cus- 
tomer service, 

The program is a part of an ef- 
fort begun last spring to strengthen 
service. Ten regional service man- 
agers and 47 zone service managers 
will take the two-week course, 
which will emphasize the manage- 
ment aspects of service. 

In other action on service train- 
ing, Chevrolet is conducting in 
classes on the 1962 products at the 
30 General Motors training centers 
for dealer and Chevrolet field per- 
sonnel. 

Chevrolet said that response to 
the 1962 product classes has been 
so great that some of the training 
centers will not complete the round 
of classes until December, 


Ex-Dealers Sue 


Commercial Credit 


MIAMI.—A $1.5 million suit has 
been filed against Commercial 
Credit Corp by Zelig and Marvin 
Bass, who formerly operated the 
Bass Chrysler dealership in Miami 
Beach. 

Each brother asks $750,000, 
charging “malicious prosecution.” 

Their complaint states the broth- 
ers were charged with grand lar- 
ceny of $13,500 by Commercial 
Credit in a transaction involving 
the sale of autos bought by the 
American Red Cross. ae 

The case, recently tried in Crimi- 
nal Court, resulted in a directed 
verdict of acquittal. 

The new suit charges that the 
Bass brothers’ reputation was dam- 
aged severely and, as a result, 
neither can obtain employment. 





Suppliers Named 
In Antitrust Suit 


DETROIT. — The two principal 
makers of lockbolts—metal fasten 
ers extensively used in manufacture 
of truck and house trailers—havé 
been indicted on antitrust charge 
by a grand jury here. 

Charged with conspiring to & 
pand legal patent privileges into am 
illegal monopoly were Huck Mfé. 
Co., Detroit, and A. Watson Ar 
mour, its president, and Townsen 
Co., Beaver Falls, Pa., which makes 
lockbolts under license from Hutk 
and Fred R. Dickenson, its pres 
dent. 
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| Townsend Airs Dealer Views... 
—-—~-~-~- 
New Yorkers Praise Task F. 
(Continued from Page 3) tory on a industry develop- | of an automobile dealer as a man 
has day. instead of giving it | Mets affecting his business.” who makes sharp deals . . . they 
| ae onsale — He added, “These are not all of | Will play the haggling game for all 
at away i » fer feel tm weemetting |e obligations of an automobile | it’s worth. 
em Calling = fae associations, | CO™Pany to its dealers, but they The answer, he said, is for 
ide members oe ‘that ‘a came per- certainly are the most important.”| more dealers to work harder at 
he declaré Discussing his own compan cultivating customers. He said he 
. tage of dealers are freeloaders & His Pp y, i J 5 
vi. | con’éf'styled rugged individualists| Townsend said, “Our aim is to get| did not want to oversimplify the 
lan or self-s vail the rewards and who| TePresentation where we are un-| Situation, “but the heart of the 
m- | who ro ‘tly willing to let us pay|TePresented. It is not our aim to| Problem is the deteriorating rela- 
we | are perfectly | : ‘stimulate’ our present dealers by| tionship between some dealers 
the cost. Let’s get them into our! . , Pp alers by ‘ ra 
of Setions.” introducing new competition in| #nd their customers. 
ich ass! se ® their territory. “In the last few years,” Town- 
in- Pe, SOR d id, “I have visited ood 
1961 auto contract ee, a Bited & & 
Faaetiatione as examples, Sec-| “JN RECENT weeks,” he contin-| many dealerships, All the success- 
to tary Reynolds said that bargain- ued, “Chrysler management has | ful dealers—all the quality dealers 
an | Te today is entering a “more so- allocated very substantial amounts|—I have seen had the following 
re siisticated area” in which the|0f money to build up its dealer rep-| four things in common: 
od- Paphasis is greater on such things resentation over the next few years. “1. They had adequate service 
. as seniority rights, loss of jobs Here are some of the things we are | facilities and personnel to handle 
ce | through automation, retraining of doing with that money: , their sales volume and to absorb 
ed displaced workers and profit-shar- 1. We are recruiting aggressive, | all or a major share of their over- 
me ing programs. sound dealers who can help us get! head. 
he | ““«q think we will have to come | iP market penetration we need,| «2 They had adequate financial 
ok to tripartite agreements by labor, qenitation ts re od ae Regard resources, long-range financial ob- 
= management and the Fede ral | oon do this roacultinn effectively 0 ectives and rigorous controls over| Chevy Grads Hold Convention— 
> 7 ‘ : ' : 
AC- — none Sean “2. We are greatly increasing our —— to achieve those The fourth convention of Southwest region alumni of Chevrolet's postyraduate school 
res see m oats carsales.” he Dealer Enterprise program. Ag They had sales managers who of modern merchandising and management was held recently in New Orleans, Talking 
ed oeaee co e ’ at ~ are building our own knew how to train and Tassieaie over details are, seated left to right, T. O. Mclaughlin. dean of the school; Charles D. 
° ' fe er facilities in some parts of : Clark, McAllen, Tex., new president; U, J. Guillory, Hammond, La., executive vice- 
hi- However, he said that govern-| the country for leasing to quali- ~— nme * « president; Nelson Hall, Meridian, Miss., vice-president, New Orleans zone; standing, 
ia, § ment intervention doesn’t necessar-| fied dealers. “ : __| Jimmy Shieldknight, Spearman, Tex., retiring vice-president, Oklahoma City zone; 
OUR. Most important of all 
AS ily mean compulsion. “4. We are increasing our pro- F they had cacaaan in onus Harry L. Roberts, Edinburg, Tex., retiring vice-president, Houston zone; W. L. Rudd jr., 
sh- Reynolds said he believes that the gram of training and retraining the a solid reputation as a good, fri z Waskom, Tex., retiring president; Jack Krueger, New Brunsfels, Tex., vice-president, 
m- | future of bargaining will require/men in our field force so as to|) efficient and t a th os Houston zone; Clarence Aubrey, Lawton, Tex., vice-president, Oklahoma City zone. 
greater understanding a pil make them more helpful to our - do anion ane they vill pro oe 
to | ance by management, labor and in-| dealers.” i . : . 
tz’ | dividual citizens, Townsend emphasized, “We are eaten anil aeaineine aie: Tuning In to Market... 
aieiee - oa Wiehe going out into the market for deal-| 7.4, of S heir communities as 
DDRE the New Yorkers,|er talent, and we are making our “ - ; 
Townsend mentioned five things} opportunities as widely known and wien aa ~— a, Wh D Lift d \ il 
which the dealer needs from the/ as attractive as possible. combination Sor & eunbiaeatay hn y Oo e e € 
manufacturer if the auto industry| “We are very definitely not rely-| itable operation over the pe d oa e 
is to progress. ing upon the initiative of interested * 28. 4% ; LOS ANGELES—G w f fusi — 
Later, he mentioned a four- | parties to approach us for fran-| rE new i ; ; ; Saree courses SS Caen 1S 
point program which Chrysler | chises. And we are doing everything T York ak cea ae oe. Gibson jr., chief engineer and di-| derstanding about the product. It 
Corp. has instituted to bolster its | we can to help our present dealers|jey Van Benschoten (Dodge) rector of product planning for| provided a source of new ideas 
51 | dealer representation, and he list- | improve their performance — and| Poughkeepsie. He succeeds James| °48® told the Society of Auto-| for advertising and sales promo- 
rin ed the attributes of a quality | their profits.” J. Clarkeson (Lincoln-Mercury) pai ge ee: —_ pecan a ean, Cae oe 
2 dealer. ee iste : ,'| Chapter, that auto manufacturers; u 
i Here is Townsend’s analysis of [/SCUsSING the profit squeeze — who becomes a life di-| win) better serve potential custom-/ “Jt retained the flavor of lan- 
1s- | what the dealer must have from in the retail auto business, Other new effters alec Games | ot" and themselves— by keeping| guage which car buyers use in 
the factory: Townsend noted that “too many| yp, Sayles (Pontiac-Cadillac), Suf- their design and engineering staffs} talking about the product. It devel- 
ef- It is the factory’s job to de-|C@" buyers are coming into too| fern first vice-president; Robert attuned to marketing trends and/ oped some insights into the motiva- 
1. It is the factory’s jo many dealershi redisposed to 2 president; the public’s product preferences. i f wh . 
in NA care that are right for the y ps predispose O. Barton (Oldsmobile), Lock- Hons of why people buy. It sug 
_ ceeket . haggle to the bitter end over price.”| port second vice-president aout He revealed that Dodge broke | gested some hypotheses for more 
- a e ; ; : The customer is not entirely to! RR fa, : P with traditional new-product se- | carefully controlled, quantitative 
ors “In thi connection,’ he said “one : - . rold Craig (Dodge), Al- ° ° 
$e, s , yo ‘ blame for this situation, Townsend bany, third vice-president. crecy in an unprecedented ex- | research. It provided a true topical 
re. = omen hong nh er dy? said, adding: “When people think} 41.3 Jonn J Hayes (Oldsmobile),| P0Sure of 62 Dodge autos before | platform for a more effective sales 
ra e Ss Ee eS ’ m ’ Laas i ” 
iead time between design decisions , e Rockville Centre, secretary; James ee ne aes. a a 20 by on eer: inf 
* and the date of public introduction ownsend H. ails rs Patrick ge esc ae bene tion of the new cars and was éuultae Css Gena: ay 
: so as to provide maximum speed reasurer, an arvey M. Stewar . + ’ : 
7 and flexibility in responding to Three ‘Successful’ (Lincoln-Mercury), Syracuse, as- — in 10 major cities, he Understandably, it would be less 
changes in public taste—and at the sistant treasurer. ee L " than prudent for me to reveal our 
*I- | same time deliver cars that have Ch l D 1 New directors are: Charles H. Gibson described the project aS/ complete findings.” 
been thoroughly proven out.” rys er weaters Meeker (Chrysler-Plymouth-Impe- | ® “Focus ee ee He added, however, “you'll see 
to * * * __| rial), Dansville; Harold W. Athoe used competitive Plymouths, Fords/ tiem in the months to come . 
en ; KIAMESHA LAKE, N., Y. (Ford). B wip and Chevrolets for uninhibited]. ‘. 
O. Once the new cars get into : ord), Batavia; Ray Benson : in future Dodge models, in our ad- 
ng , ; ~ | Chrysler Corp, President Lynn A. (Ch let). Utica: Mal E, | comparisons. Foi 
a production, the factory is obli-| townsend singled out three “suc-| < evrolet), Utica; alcolm E. aoe vertising approach, and in our 
Pierce (Pontiac), Bethpage; Frank| Pointing out that he felt very! sales-promotion campaigns. Obvi- 


it 


1as 
ial 
vin 


gated to deliver them to the dealer 
on time, in the right numbers and 
in the right mix, 

“As We all know,” Townsend ob- 
served, “this is easier said than 
done—and much easier some years 
than others.” 

3. To put the dealer in position 
to please the customer and keep 





cessful” dealerships in his talk on 
dealer problems before the annual 
meeting of the New York State 
Automobile Dealers Assn. here last 
week. 

Townsend didn’t identify the 
dealerships except in general terms, 
but names were supplied later by 
a company spokesman. They are 





J. Houlihan (Cadillac-Oldsmobile), 
Dansville, and Jack H. Leopold 
(Chrysler), Huntington. 
* * * 

Also. Wendell H. Miller (Dodge), 

Binghampton; M. H. Yager 
(Pontiac), Albany; Edward E. Tun- 
more (Oldsmobile), Buffalo; F. F. 
Curry jr. (Chevrolet), New York; 





strongly about the new “marriage 
of engineering and marketing” de- 
veloped in joint studies with Bat- 
ten, Barton, Durstine & Osborn, 
Inc., the company’s advertising 
agency, Gibson said: 

“It behooves all of us to take a 
longer, harder look at this seem- 
ingly peculiar relationship. Our de- 


ously, our survey can dictate few, 
if any, actual product changes for 
this model year. But we have ac- 
quired some mighty sturdy planks 
for future product planning.” 


Metal Congress 


his confidence, the factory must | Tony Metzner (Chrysler-Plymouth), : ; i 
he | do Soseviieg’ ee possible | Albany; Ralph Bollinger (Dodge), Harvey M. Stewart CLinoola-Mer- sire to learn as much as possible Draws Crowds 
ml GGeliver cars on built up |Lakeview, Mich, and Louis F. cury), te S. Raymond Lau-| about the needs and preferences of 
3 ; FE : fe ees 3 ricella (Ford), Bayside; Newton B.| today’s car buyer constituted the e 
00, _" highest standards of qual aoe (Chrysler-Plymouth),| parker (Pontiac-Buick), Homer,| very purpose of our project. The At Detroit Show 
be “a o knowledge, he said, Metzner, said Townsend, “runs * oom Oe ee ene mie rr DETROIT.— The 43rd National 
= ere has never been a time when| quality operation—at the ne During the three-day meeting, in cited didi tnd deine. Metal Congress and Exposition at- 
4 competition for quality was more|end as well as the sales end of the Willi . Webs? Ford & tracted throngs to its five-day show 
ial | intense among automobile manu-| business.” Metzner’s Plymouth pen- nn ebster (Ford), | pated response to the product . ’ 
ng | facturers than it is today.” etration in his market is the high- ee was named New | . . . got more viewpoint and hore test “ye 
he ~ It is the factory’s job to hold| est in the country, Townsend added. : by ol sl wa dealer | teason why’ It pointed up iain ar seinekeae, pe 
Ww 3 i i - cE 
nie ale ona ae aule as aor cee ee oe A dealer for 45 years, he has made ies: Steel, nonferrous, nonmetallic, 
ed | competitively and help to hold the|town and in the past year sold|it possible for several other men Salesman Leaves nuclear materials, too! materials, 
line against inflation. more Dodge trucks than all other to become dealers through his fi- industrial heating, cleaning and 
he Townsend noted that this is diffi-| Lakeview dealers sold cars, Town- nancial support. Webster automat- E st at e t Oo D e al ers finishing, welding and joining, test- 
e cult because of the “heavy upward| send said. Moreover, according to rate ae po "a ra ea ing, aeons eae = oo 
it, | pres - , ; ; candidate for e Saturday Eve- ae j]]| search, metals production and par 
by every company in the business. | cokiewed’ a°s0 porocne penetration | "ing Post’s Benjamin Franklin| usccar salesman who was kilied| @Md components, 
In spite of these pressures, the in-| for Dodge cars. The Bollinger deal- | @U@lity Dealer Award. Sept. 30 when his auto crashed into| In one of the numerous technical 
dustry has done a remarkably good | ership is a pioneer Dodge outlet. A special award was presented to! , bridge left his entire estate and| sessions held throughout the week, 
job in holding the price line in re- Goodman took over the Syracuse | Claire C. Bateman, Dansville, an| nearly $1 million in life insurance| J. C. Widman, a Ford Motor Co. 
cent years.” dealership three years ago and|#Ss0ciation past president with 50/+¢, hi, employers. executive engineer, explained why 
= a ae boosted volume from 200 units a = ae oe abies William Henry Taylor, 47, left|the company is using galvanized 
nal F hon winaty. it is the factory’s| year to about 1,000, at oa ‘ a for the late William A. Frame,| the money to Ernest Henry Ander- ene ne an aay rustproofing 
> gation to keep open the time changing a loss operation to Amityville, a past president and son and Clarence Cook, who oper- ow being done, 
i channels of communication with one showing a handsome net, NADA dine chow. ead tee tate abe ate Anderson and Cook Motors| John C. Moran of International 
ie = dealers—to make use of what it Townsend said. Overhead control 7 Matton: Gtmaviie else & here, it was learned when the will] Nickel Co. discussed antismog de- 
s earns from dealers through those| and special bonuses for salesmen aia eal Rent , was filed in Probate Court. Taylor’s| vices and noted that the most 
channels—and to keep the dealer were Goodman's solutions to the|P Pp F wife and two children are to re-| prominent devices now only elimi- 
se ormed on matters that will help} dealership problem, Townsend R Ber Deal C. ceive nothing from the estate but} nate 30 percent of the smog-produc- 
yo _ in the management of his| added. : MOIET SPOGE Ser eene Mrs. Taylor was beneficiary of|ing materials. He said that it will 
fg, usiness, “He (Goodman) is so tightfisted| ROCHESTER, Minn.— Suburban] some of Taylor’s insurarce which| be more difficult to achieve 100 per- 
7 ‘ Every company needs to take | he won’t even spend his own money | Rambler Co., 1900 Second St., S. W.,| totalled more than $1% million. cent elimination. 
nd ae advantage of its dealers’ first- to call Detroit,” Townsend said. has added 5,000 square feet of space Anderson said Taylor, a buyer Earlier, Dr. Harold K. Work, as- 
es I d knowledge of the public’s | “(But) he has built a solid reputa-/|to its service department. The deal-| as well as salesman for the used-| sociate dean of New York’s College 
. reaction to products and policies,” | tion among salesmen as a good|/ership is planning to add a car|car firm, was on a business trip to| of Engineering, made a plea for 


asi- 


Townsend said. “And every deal- 
er needs the counsel of the fac- 





dealer to work for, and in the proc- 
ess he had quintupled his volume.” 





leasing division, according to Don- 
ald Dickman, manager. 


Atlanta when he was killed. The 
death was listed ag accidental. 


the establishment of a _ national 
academy of engineering. 
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Car, Truck Output Estimates 


By Automotive News 
U. S. PRODUCTION—CARS 


Week 
Ended 
Oct. 28, 
1961 
AMERICAN MOTORS 
RE oss ssthtysvvcssiveeves 9,000 


CHRYSLER CORP.** .. 18,900 
Chrysler-Plymouth 
Division 
Chrysler 
Imperial 
Plymouth 
Valiant 
Dodge Division 
Dart-Polara 
Lancer 
FORD MOTOR 
Ford Division 
Falcon 


Ford Fairlane ........ 2,300 
Ford Galaxie .......... 18,533 
Thunderbird ............ 2,295 
L-M Division .............. 10,082 
IIR sas siosbsasctddseveseos 1,123 
Mercury Comet ...... 5,476 
Mercury Monterey.. 3,483 


GENERAL MOTORS .. 81,453 


Buick Division ............ 9,193 
Buick (Std.) ............ 5,882 
RIUM 2 Sivscousavsscesericsvs 3,311 

SIND." geceandevevasvencsttnene 3,780 

Chevrolet Division .... 47,700 
SOUS BE saisisibscrnsesions 4,850 
Chevrolet (Std.) ...... 35,250 
MME sisicecasssseviorsies2 7,600 

Oldsmobile Division .. 9,480 
SER ere 1,965 
Oldsmobile (Std.) .. 7,515 

Pontiac Division ........ 11,300 
Pontiac (Std.) ........ 8,100 


Tempest 
S-P CORP. 

Lark 

CHECKER 











AUTOMOTIVE NEWS, OCTOBER 30, 1961 


Week dan. 1 Jan. 1 
Same Ended Output, To To 

Week, Oct. 21, October, Oct. 29, Oct. 28, 

1960* 1961* To Date 1960* 1961 
11,450 8,991 34,810 399,920 283,255 
18,106 18,776 75,892 891,812 495,436 
9,363 12,078 48,618 507,211 329,715 
1,671 2,712 10,848 71,839 76,098 
480 508 1,880 13,734 7,548 
4,664 5,903 23,686 214,624 148,083 
2,548 2,955 12,204 207,014 97,986 
8,503 6,698 27,274 366,178 165,721 
5,035 20,196 328,152 123,734 
1,663 7,078 38,026 41,987 
36,860 93,049 1,570,144 1,297,835 
29,065 ‘73,086 1,258,402 1,039,650 
11,867 28,854 428,469 410,110 
wncoiveign 306 2,606 phat ais 2,606 
20,739 15,055 37,049 757,944 558,050 
1,237 1,837 4,577 71,989 68,884 
9,816 7,795 19,963 311,742 258,185 
427 868 2,208 14,034 24,180 
4,657 4,658 11,232 165,634 150,019 
4,732 2,269 6,523 132,074 83,986 
74,300 16,090 287,021 2,590,579 2,054,578 
10,431 8,273 32,084 234,962 208,711 
7,802 5,317 20,914 220,135 139,446 
2,629 2,956 11,170 14,827 69,265 
3,802 3,797 14,748 129,953 114,918 
39,794 44,071 165,638 1,538,884 1,226,039 
re 4,150 17,368 aides 22,558 
33,280 32,324 120,305 1,334,836 942,123 
6,514 6,997 27,965 204,048 261,358 
9,495 9,270 34,845 321,224 235,059 
2,515 1,923 71,283 17,874 50,295 
6,980 7,347 27,562 303,350 184,764 
10,778 10,679 39,706 365,556 269,851 
8,611 7,812 28,627 360,259 180,015 
2,167 2,867 11,079 5,297 89,836 
2,558 2,433 10,193 91,465 55,638 
87 152 599 6,113 4,886 








Total Cars, U. S.** ....159,660 150,106 143,302 
**Totals for 1960 include DeSoto production. 


U. S. PRODUCTION—TRUCKS 












Week 

Ended 

Oct. 28, 

1961 
BUTROORR. ........00s000s00s000e0000 25 
CHEVROLET 8,400 
DIAMOND T 36 
ES ata siinsacistévssaivoesy aiseshocet 
DODGE 1,600 
ae is cansisc¥sahenrs 9,132 
FREIGHTLINER ........ 30 
Neer clei ncayetoa iets 1,710 
INTERNATIONAL ....... 2,885 
105 
5 
105 
STUDEBAKER. ............... 125 
NT oS ane Gost oviadscdseestenes 240 
EID) ci scassiicsassesecccosvese 1,750 
MISCELLANEOUS ...... 100 
Total Trucks, U. S. .... 26,248 

Total Cars, Trucks, 

ME oS, snccaesetsnevrn cesta 185,908 





Week Jan, 1 Jan, 1 
Same Ended Output, To To 

Week, Oct. 21, October, Oct. 29, Oct. 28, 

1960* 1961* To Date 1960* 1961 
sca uvers:1 > Saveatelas 60 1,093 957 
7,957 8,037 31,381 332,649 266,054 
24 30 165 2,275 1,505 
MMe, Sgsansusan 16 2,958 1,783 
1,417 1,652 6,423 61,002 56,897 
2,303 7,559 18,569 277,374 275,018 
14 47 122 851 1,042 
1,755 1,701 6,739 89,970 56,127 
1,848 2,829 11,460 105,906 118,193 
281 188 137 12,555 8,379 
seteaeenay 5 21 Sénse backs 289 
74 125 455 3,863 4,084 
272 124 498 11,095 6,053 
159 240 774 7,541 7,881 
1,749 1,751 6,952 108,732 94,377 
90 100 403 3,891 4,306 
18,016 24,388 84,775 1,021,755 902,945 
168,122 167,690 586,339 6,571,788 5,094,643 


***PDQ production figures not reported in 1960. 


CANADIAN PRODUCTION—CARS 





Week 

Ended 

Oct. 28, 

1961 
CHRYSLER CORP. .... 1,200 
FORD MOTOR ............... 1,800 
GENERAL MOTORS .. 4,290 
AMERICAN MOTORS 320 
PE BEER GS ccssncsconsansevesiece 216 
Total Cars, Canada.... 7,826 














501,564 5,550,033 4,191,628 








CANADIAN PRODUCTION—TRUCKS 





Week 
Ended 
Oct. 28, 
1961 
CHRYSLER CORP. ..... 150 
FORD MOTOR ............... 230 
GENERAL MOTORS ... 575 
INTERNATIONAL. ....... .......... 
Total Trucks, Canada 955 
Total Cars, Trucks, 
NURI Sencacccthessecesosies 8,781 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....194,689 175,224 176,390 617,387 6,896,856 5,397,130 
OE Ee 


*Revised. 





Tex. Independents 


To Meet Nov. 5-6 


FORT WORTH.—The Texas 


dependent Automobile. Dealers 
Assn. will hold its 17th annual con- 
vention Nov. 5-6 at the Western 


Hills Hotel here. 





Week Jan. 1 Jan. 1 
Same Ended Output, To To 
Week, Oct. 21, October, Oct. 29, Oct. 28, 
1960* 1961* To Date 1960* 1 
1,143 1,190 4,431 41,299 36,093 
1,712 1,791 6,902 716,818 74,804 
3,311 4,058 13,706 142,225 128,579 
pasbensras 266 1,054 seodaanack 5,877 
160 215 761 4,489 4,620 
6,326 7,520 26,854 264,831 249,973 
Week dan. 1 Jan. 1 
Same Ended Output, To To 
Week, Oct. 21, October, Oct. 29, Oct. °28, 
1960* 1961* To Date 1960* 1961 
132 150 571 4,854 5,560 
16 273 908 16,483 14,115 
568 568 2,191 29,338 23,677 
Ggeseskaee 189 524 9,562 9,232 
7716 1,180 4,194 60,237 52,584 
7,102 8,700 31,048 325,068 302,557 



























to attend the convention as guests 
of the association. 


The meeting will include a 
“Workshop of New Ideas” in which 
all dealers are urged to participate. 
Tom Blundell will be among the 
convention hosts, and John Kin- 
naird will be toastmaster at the 


In- 





Dealers’ wives have been invited 


annual banquet. 





Costly Program, Elmaleh Says . . . 


Renault’s ’61 Reforms 
Lauded by Distributor 


By Ed Brown 


Staff Correspondent 


NEW YORK.—The 1961 program 
of price reductions, sales incentives, 
increased warranties, reduced parts 
prices and increased dealer dis- 
counts resulted in Renault pouring 
most of its profits made prior:to 
1960 back into this market, accord- 


Model Run Soars 
Past One Million 


Car Output Scales 
Another 1961 Peak 


(Continued from Page 1) 


Bloomfield (N, J.) plants worked 
five days. 

All of the truck plants were on 
five days except those in Flint, 
Janesville, Wis., and Kansas City, 
which worked an extra day. 

o * * 


OST Ford plants and the Buick 
and Pontiac assembly lines in 
Flint and Pontiac, respectively, 
were on a six-day schedule. For the 
second straight week AMC work- 
ers were on a six-day, two-shift 
schedule. 
Studebaker worked a five-day, 
nine-hour trick on car assembly, 
and the regular eight hours on 


trucks. The stamping division was 


on two shifts. 
All Chrysler plants were on a 
five-day schedule. 


The industry produced 57,049 
compact cars during the week, up 
9.6 percent over the previous 
week’s 52,060 and 13.9 percent 
higher than the 50,105 assembled in 


the comparable week last year. 


The 11 small cars accounted for 
35.7 percent of the week’s total car 
output, compared with 36.4 percent 


in the week ending Oct. 21. 


* *x * 


oR. MOTOR production soared 


to 47,292 cars, an increase of 


28.3 percent over the previous week 
when operations were resumed 
after a 10-day strike by the United 


Auto Workers. The company built 


36,860 cars 
Oct. 21. 
The Canadian makers turned 
out an estimated 7,826 cars and 
955 trucks during the week, com- 
pared with 7,520 and 1,180 the 
week earlier and 6,326 and 776 in 
the like week a year ago. 


in the period ending 


Domestic makers’ combined car 
and truck output for the calendar 
year rose to 5,094,643, with cars ac- 
counting for 4,191,628 and trucks 


taking 902,945. 


Through the comparable week a 
year ago, U. S. plants had turned 
out 5,550,033 cars and 1,021,755 
trucks for a combined total of 


6,571,788. 


Ford Will Show 
Fairlanes on Tour; 
Intro Set Nov. 16 


DEARBORN.—Ford Division will 
stage a “Preview Run, USA” to 
show the public the Fairlane, the 
division’s new car line whose in- 
troduction was. delayed by strikes. 


Six caravans which will include 


Galaxies and Falcons as well as 


Fairlanes will criss-cross the coun- 
try, visiting 188 cities and travelling 
a total of 99,000 miles. The preview 
run starts today (Oct. 30) and runs 
up to the Fairlane’s belated intro- 
duction date, Nov. 16. 


As the caravans pass through 57 


major cities, a typical family will 
take the Fairlanes on a test drive 
that will be part of the tour. 


Two caravans will leave each of 


three cities—Dearborn, Los Angeles 
and New York. The Dearborn cara- 
vans will go to Key West, Fla. The 
Los Angeles units will go to Bangor, 
Me., and the New York caravans] pany’s 


will go to San Francisco. 





ing to Victor Elmaleh, president of 
Magna Motors, Dolphin Motors and 
Exeter Motors, Renault and Peu- 
geot distributor here. 

Speaking to his dealers at the 
introduction of the ’62 ‘models, 
Elmaleh said: “What is import- 
ant to you and to me is that, hav- 
ing accepted the responsibility for 
some major errors, they unhesi- 
tatingly poured most of those 
profits back to rectify those er- 
rors and to keep the faith of their 
distributors, dealers and custom- 
ers. 

“But then, what major American 
or European producer hasn’t made 
some whopping mistake at one time 
or another? And you and I know 
that, in most cases, these mistakes 
have been borne by the dealers, not 
by the factories who made them. 

“For my part,” he continued, “I 
can tell you that this fundamental 
moral attitude, put into dramatic 
economic practice, is the root of 
my having remained a distributor 
when most of the others cashed in 
their chips. 

“It should also serve to reaffirm 
your confidence in remaining as- 
sociated with these fine factories 
which are, after all, two of the most 
important producers in the world. 
They have demonstrated with hard 
cash their intention to stay on in 
this market.” 

Elmaleh declared that the “dy- 


At the Factories... 








1 i 
namic policies and decisi ng” 

by Renault and Peugs in. tan 
have produced the desir: d results 
Practically all the old stocks have 
disappeared, he said. He «ddeq that 


he suspected the dealers mm: 
profits in “the disappearing aat'™ 
Turning to the ’62 models he 
said: “We have better quality 
cars at lower prices, hizher per- 
centage grosses and, more impor- 
tant, a dealer organization that 
has weathered some of the worst 
business conditions conceivable, 
“We still have,” he said, “the sec- 
ond strongest dealer organization in 
the import field. Obviously yoy 
know why I can’t say the first, As 
for that, I must pause here to give 
ee 
Dauphine Deluxe Unveiled. Page ¢ 
nnn 
grudging credit to a fellow distrib. 
utor. Do you know that Renault 
has been No. One in registrations 
in Virginia throughout the year?” 
He explained that the Virginia 
dealers are not from another plan- 
et, nor do they know the business 
better than his own dealers. 
“They simply don’t subscribe to 
the Valhalla legend of Volkswag- 
en,” he declared. “It is a car. The 
dealers are mostly human. And so 
VW is No. Two in Virginia.” 
Elmaleh said Renault could not 
be No. One in this area for some 
time because the cars required for 
this step are not available. 
“Let there be no mistake,” Elma- 
leh cautioned. “We can have as 
many Cars as you Can prove you 





can sell and service. Only, from 
now on, the cars must be wanted 
before they are produced, which is 
more sensible and less costly than 
the other way around.” 





Late Personnel News 


Pontiac 
Ray J. Longpre, production man- 


ager of Pontiac, will retire tomor- 
row (Oct. 31) after 34 years of 
service. 


Longpre joined Pontiac Oct. 17, 
1927, as material 
supervisor of the 
sheet metal plant 
and later became 
general material 
supervisor. In 
1946 he was nam- 
ed production 
manager and was 
appointed to the 
general manag- 
er’s staff in 1956. 

As production 
manager, Long- 


Ray J. Longpre 
pre hag been responsible for gen- 
eral material contro] at Pontiac 
and the six B-O-P assembly plants, 
parts warehouse operations nation- 
ally, central stores and traffic op- 
erations. 


* * * 


Lincoln-Mercury 


Appointment of Blaine Cooke as 
market research manager for the 
Lincoln-Mercury Division has been 
announced. He succeeds Herbert 
Fisher, who recently was named 
advertising and sales promotion 
manager. 

Cooke formerly was with Ameri- 
can Oil Co. in Chicago. 

* * * 


Chrysler Corp. 
Chrysler Corp. directors elected 


two new vice-presidents last week. 
They are Robert Anderson, 41, di- 
rector of product planning and cost 
estimating, and Alan G. Loofbur- 
row, 49, director of engineering. 


Anderson was named to the com- 





A. G. Loofburrow Robert Anderson 


administration committee 
and Loofburrow, who will continue 


to report to Engineering Vice- 
President Paul C. Ackerman, to the 
operations committee. 

Anderson, who joined Chrysler in 
1946, was named to his present post 
in 1958. He served as chief engi- 
neer of Plymouth from 1953 to 
1957, when he became executive en- 
gineer for chassis, electrical and 
truck design. 

Loofburrow joined Chrysler in 
1935. He has served as chief engi- 
neer of Chrysler Division and was 
appointed director of engineering 
in 1957. 

* * * 


Dodge 


The appointment of William R. 
Coley as warranty administration 
manager for Dodge was announced 
by Robert H. Kline, director of 

< service. 

’ Before his ap- 
pointment, Coley 
had been _assist- 
ant warranty ad- 
ministration man- 
ager. 

A native of De- 
troit, Coley join- 
ed Chrysler Corp. 
in 1952 and was 
assigned to the 
Dodge service de- 
partment as 4 





William R. Coley 


parts expediter in May, 1953. In 
the last eight years, he has been 
claims adjustor, customer contact 
man, service promotion man, and 


warranty claims supervisor. 
* * * 


Rambler 


James T. Moore has been ap 
pointed to the newly created pos! 
tion of product planning man 
ager — automo- 
tive operations 
for American Mo- 
tors Corp. 

Moore, formerly 
product manager 
for the automo- 
tive sales depart- 
ment, will be re- 
sponsible for 
advanced auto- 
motive planning 
programs, f 

He is a son of James 7. Moore | 
Meade F. Moore, retired engineer 
ing vice-president of American Mo 
tors. 
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Finance Ven Debate Impact... 


65 Pet. of Market for Compacts? 


By Ed Brown 
Staff Correspondent 
NEW YORK.—“Compacts are a 
of the times,” according to 
Vernon Hinkle, president, Bankers 
Investment Co., Hutchinson, Kans., 
speaking at a press conference 
prior to the opening of the Ameri- 
can Finance Conference 28th an- 
nual convention here. “The public 
wanted them, and the automobile 
manufacturers supplied them,” he 
Ee cking of their effect on fi- 
nancing, he stated: “They have re- 
duced the number of dollars we 
are required to put in the finance 
pusiness. They cost less than the 
standard automobile, so it follows 
that we have to invest less,” 

Hinkle said that in his view 
compacts will take about 65 per- 
cent of the market within the 
next 24 to 36 months. : 
On this prediction, however, Hin- 
kle stirred some controversy among 
his fellow panelists at the press 
conference. George A, Bigley, exec- 
utive vice-president of Pacific Fi- 
nance Corp., said that even today 
Detroit is asking itself just what 
a compact is. With the introduc- 
tion of the Chevy II and the Fair- 
jane, the definition of a compact 
has become confused, he said. 
“What is actually happening,” he 
said, “is that Detroit is upgrading 
the compact, and expects the com- 
pact market as such to go to about 
45 percent.” 

In answer to the question wheth- 
er consumer outstanding credit was 
badly over extended, Robert R. 
Snodgrass, president of the Amer- 
ican Finance Conference and Atlas 
Finance Co., Atlanta, stated that 
“when it requires 13 percent of 
consumer Or disposable income to 
pay off credit, we have the experi- 
ence of the consumer stopping his 
purchasing all by himself. Credit 
slows down when this happens, and 
automatic brakes are applied to the 
system. 

“We are considerably below 
that level right now. As a matter 
of fact, we are witnessing sub- 
stantial increases of money going 
into savings accounts, and conse- 
quently the consumer is not 
spending anywhere near the 13 
percent mentioned here.” 

According to Stuart H. Smith, 
president, Securities Investment Co. 
of St. Louis, it is expected that 
there will be about a 15 percent 
increase in automobile sales this 


Chevrolet Marks 
0th Birthday 
This Friday 


DETROIT. — Chevrolet, which 
conquered early forecasts of obliv- 
ion and an automobile legend to 
become the world’s best selling car, 
will celebrate its 50th anniversary 
Friday (Nov. 3). 

The early hardships stemmed 
from the company’s meager begin- 
nings in an old garage building in 
Detroit with shoe-string financing 
and an organization which pro- 
duced and sold less than 25,000 cars 
during its first five years. 

The legend was that of Henry 
Ford and his Model T, an automo- 
bile which aroused great public ap- 
peal as a car for the masses about 
the time Chevrolet was seeking a 
foothold in the automobile business. 

Several special programs are 
Planned to commemorate the an- 
hiversary. 


On Friday, an hour-long national 
TV spectacular will salute the divi- 
sion’s 50th birthday. 


Virginia Dealers 


Headed by Myers 


RICHMOND, Va. — Directors of 
the Automotive Trade Assn. of Vir- 
ginia have elected H. Carter Myers 
it, Petersburg, president of the as- 





| Sociation for 1961-62, 


Other new officers are C. B. Gif- 
ford, Norfolk, first vice-president; 

tle R, Kerby, Arlington, second 
vice-president; Stanley Nichols, 

Ovington, third vice-president, 
and W. B Leake, Richmond, secre- 
tary-treasurer, 


erator the way they used to. The 


crisis, war, Laos, all these things 


terrific effect on people. This kind 
of thing penetrates deeply over a 
wide circle of the draftees’ friends 
and relatives.” 


the reasons for the slowdown in 
business is the difficulty many deal- 
ers are having getting automobiles, 
because of recent strikes. 


that 
have little effect on the used-car 
market. Certainly no such drastic 
action is expected as attended the 
introduction of the compacts. 


car has spent itself, according to 
the panel, and there are enough 
compacts returning to the used-car 
market that these prices have ar- 
rived at fairly firm levels. 


Smith stated that if automobile 


year. Dealers have received a good 
reaction to their new models, and 
are getting good profits, Smith 
felt. Although there had been some 
apprehension on economic condi- 
tions previously, he sensed that this 
had passed. 

Bigley, however, said that in De- 
troit, not everyone is so optimistic 
as accounts might indicate. How- 
ever, he did say that there seems 
to be a good substantial demand 
for automobiles and that certainly 
things look brighter now, than they 
did last year at this time. 

Hinkle, on the other hand, said: 
“We seem to have all the makings 
of conditions that would make a 
good year, but so far we can see 
nothing to indicate thus far that 
the consumer will buy hard goods 
in large quantities.” 

There Séemed to be some general 
agreement among the panelists that 
these conditions have existed be- 
fore, and yet the public has not 
reacted with the pent up demand 
expected of him. 

According to Richard E. Meier, 
chairman of Interstate Finance 
Corp., Evansville, Ind., there is a 
new element in our economy today. 

“There is a kind of sophistica- 
tion, a wising up,” he stated. “To- 
day an automobile is good trans- 
portation, but there is more realism 
on the part of the consumer when 
he buys. Today, people do not show 
off the latest model car or refrig- 




























































broadened middle income market 
has made us far more sophisticated 
about these things than we ever 
were before.” 

Snodgrass added that the con- 
sumer is more frightened today 
than he ever was in the past. “Fac- 
ing atomic devastation, the Berlin 


in the international picture rob the 
consumer of his confidence. The 
calling up of service men has a 


It was pointed out that one of 


During this time, according to 
Snodgrass, the profit per car is 
at least one hundred dollars bet- 
ter than it was last year at this 
same period. 

It was also agreed by the panel 
the new “middle” car will 


The initial effect of the compact 


Auctions Handle 
Growing Number 


Of °62 Models 


DETROIT.—An increasing num- 
ber of ’62s were reported sold last 
week by a number of wholesale 
auctions. Among them were the 
following: 

Cadillac—62 four-door, power, $4,- 
855. 

Chevrolet — Corvair Monza two- 
door, automatic, $2,220; Corvair 
four-door, automatic, $2,155; Bel Air 
six two-door, automatic, $2,150; Bel 
Air six four-door, automatic, $2,350; 
Impala V-8 sport coupe, power, $3,- 
150; Impala V-8 sport coupe, auto- 
matic, $2,700. 

Ford—F our Thunderbird hard- 
tops, three with power, $3,850, $3,- 
825 and $3,800; one with automatic, 
$3,750. 

Lincoln — Continental four-door 
hardtop, power, $5,300; four-door, 
power, $4,925. 

Plymouth—Savoy six two-door, 
$1,925; Fury convertible, power, 
$2,760. 

Pontiac—Tempest four two-door, 
automatic, $2,310; Star Chief four- 
door, power, $3,040; Bonneville 
four-door hardtop, power, $3,322; 
Grand Prix, power, $3,580. 





purchasing begins to reflect con- 
sumer confidence, other related 
areas of the hard goods business 
can expect a similar upturn. 

As a result of the General Motors 
instigated plan for carrying dealer 
stocks on open paper for 15 days 
after dealer receipt of the mer- 
chandise, the panel agreed that 
there will be considerably less in- 
vestment on the part of the finance 
companies in floor planning. Since 
this was termed a “loss leader” on 
the part of finance companies any- 
how, it was termed an advantage- 
ous move in most cases, freeing 
certain monies for investment in 
more productive areas. 

Paul Jones, chairman of exec- 
utive committee, AFC, and presi- 
dent of American Security Divi- 
sion of ASC Corp., said that the 
chances of the Cellar Bill passing 
both houses of Congress is slim 
this next session. 

However, he did champion the 
bill because he felt it would bring 
about a free marketplace and thus 
award the efficient by eliminating 
the inefficient. “Monopoly,” he in- 
sisted, “maintains the inefficient 
and kills off the efficient. The Cel- 
lar bill would eliminate special 
privileges.” 





Sims and Swanson 


On NADA Board 


WASHINGTON.—John C. Swan- 
son, Danville, Va., and Elson G. 
Sims, Vincennes, Ind., has been 
elected to represent their states on 
the board of directors of the Na- 
tional Automobile Dealers Assn. 
Sims is a Ford dealer; Swanson 
handles Oldsmobile, Cadillac and 
GMC trucks. 


Swanson will complete the term 
of Paul R. Lauritzen, Richmond, 
who resigned from the board upon 
his retirement from the auto busi- 
ness. Swanson has been a dealer 
since 1936, is a past president of 





Elson G. Sims 


his state and local dealer associa- 
tions and has been a member of 
the Oldsmobile national dealer 
council. 

Sims has been a dealer since 1932 
and an NADA director since 1958. 
Like Swanson, he has headed his 
state and local associations. Sims 
also has lectured widely to dealer 


J. O. Swanson 


groups on the necessity of knowing 


the true cost of selling a single car. 


Business 


Automotive News Economic 


107.5 Percent of Last Week 
114.0 Percent of Like Week Last Year 


Auto Production ............ 
Truck Production .......... sone 
Auto Registrations—yYear to Date. . 
Truck Registrations—yYear to Date. 
Steel Production—Tons 
Lumber Production—Board feet ... 
Paperboard Production—Tons ... 
Soft Coal Output—tons 
Oil Refinery Output—Barrels ..... 
Electric Output—Kilowatt hours ... 
Barometer Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price Index ....... 
U. S. Government Spending 

Fiscal year to date 
Commercial and Industrial Loans 


Savings Deposits ................ 
Used-Car Prices—Average ....... 
Business Failures ................ 
Common 

Stocks Oct. 25 Oct. 18 1961 Range 
AMC....... 175% 18% 214%-16% 
Chrysler... 51% 52 57 54-37% 
Ford....... 103Y%, 105% 110 -63% 
OS cscs 483%, 50%, 51 -40% 
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Salesmen Tour Steel Plant— 


Nearly 40 automobile salesmen from 12 Baltimore dealerships were guests of 


Bethlehem Steel Co. for a tour of the company’s Sparrows Point (Md.) plant. The tour 
preceded the opening of the Fifth Annual Auto Show in Baltimore, which closed last 
Monday (Oct. 23). Twelve dealers took part in the show which was woven around a 
“We Sell Steel" theme. Merchants at the Eastpoint Shopping Center, site of the show, 
displayed the “Steelmark" in their windows during the promotion. Several featured 


displays of steel products. 





Wilkie Views... 





Something for Everybody 


By DAVID J. WILKIE 


SMALL, MEDIUM and large 
cars; hardtops, sports models, sta- 
tion wagons and convertibles; four, 
six and eight-cylinder engines — 
whatever the car 
buyer wants, the 
auto industry ap- 
pears to have it 
for 1962. 

For several 
weeks, auto in- 
dustry chroni- 
clers have been 
inspecting 1962 
models at pre- 
views or private 
showings. Most er rr 
of them agree David J. Wilkie 
the industry is presenting for 1962 
the greatest variety of design in 
many years. They agree, too, that 
the variety of sizes and power 
plants—many of the latter offered 
as extra-cost optional equipment— 
will compel dealers to carry heavy 
inventories through the year ahead. 


This was one of the burdens 
the advent of additional smaller 
cars was expected to bring to the 
dealers. Although some: makers 
have discontinued certain models 
the number of different vehicles 
offered by the makers has sub- 
stantially increased with the in- 
troduction of socalled “senior” 
compact or “in-between” models. 
They are somewhat larger than 
the initial small units, but still 
smaller than the standard size 
models. 

Some industry analysts say the 
“in-between” size vehicles will fig- 
ure prominently in the expanded 
demand for new cars generally 
expected in the year ahead. But 
the car makers do not agree their 
advent means further inroads into 





the normal market for their stand- 
ard size vehicles. 

To pay their way for the manu- 
facturers, many of these units will 
have to be produced and sold; all 
of them cannot furnish “plus” busi- 
ness for all the makers. 

* * * 

SPOKESMEN for some of the 
larger producers of smaller ve- 
hicles say the “senior’ compacts 
were designed to meet a demand 

for a car exactly in their class— 
from buyers who felt the smaller 
car was too small and the stand- 
ard size models too large for their 
garages. 

Whatever the merit of this 
viewpoint, the “in-betweens” 
were liked by most of the indus- 
try chroniclers who gave them a 
vigorous testing on company- 
owned tracks. With the numer- 
ous body styles and several en- 
gine options these new units 
seem certain to get a broad ac- 
ceptance at the retail level. 

It will take several months of 
dealer merchandising to determine 
whether the “not-so-small” models 

will sell at the expense of their 
standard size brothers. Probably 
this is not of very great importance 
since the standard size models in 
the “low” price bracket long have 
been cutting in on makers of low- 
medium price vehicles. 

Undoubtedly Chevrolet’s Impala, 
Ford’s Galaxie and Plymouth’s 
Fury have taken considerable busi- 
ness from the medium-price mak- 
ers since they first were introduced. 
They will probably continue to do 
that, just as the top models of the 
medium-price makers will go on 
seeking buyers in the top price 


bracket, 
se .* 


(Oct. 30, 1961) 


AT THIS MOMENT it does not 
appear that the manufacturers in 
any of ethe several price brackets 
necessarily have to lose unit vol- 
ume to any serious degree. A more 
reasonable guess would be that 
Chevrolet, Ford and Plymouth may 
have to readjust their production 
planning, producing more of the 


Barometer 
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Percent of || small and “in-between” models and 
Fereemt of Take Week || cutting back modestly in their 
standard size output. 
143,302 148.7 97.8 
24,388 150.1 147.8 It is a matter of record that 
3,885,489 857 U. S. auto makers turned to the 
612.728 oe ee 92.2 production of smaller cars follow- 
2,042,000 98.6 129.3 ing the upsurge in demand for 
218,636,000 99.6 97.6 small foreign-made vehicles. 
355,206 101.5 108.3 True, American Motors had sub- 
8,840,000 102.8 1017 stantial success with its smaller 
51,257,000 101.7 104.7 models after it discontinued the 
15,162,000,000 100.2 106.8 Nash and Hudson lines, but it 
"958,382 99.3 97.6 was the growing market for im- 
156 95.1 100.0 ported small cars that hastened 
136.6 99.3 126.8 the introduction of small, com- 
7 petitive models by Ford, General 
$32,885,842,000 aie 1139.9 || “Retees BRE Crater. 
$31,833,000,000 100.2 100.3 It was said in these columns as 
$29,466,000,000 100.2 aes the demand for imported, low- 
$988 99.6 115.4 priced cars began to take on siz- 
398 116.7 147.4 able proportions, that it reflected 
Common a rebellion by American auto buy- 
Stocks Oct. 25 Oct. 18 1961 Range || ers against steadily mounting 
i 48 50% 554-4254 prices for U. S.-made vehicles. 
Mack...... 45% 48%, 534%4-32% The expanding demand for all 
ae 11 12% 13%-7 the U. S.-built smaller, economy 
White...... 47 50% 60%-40Y, || Models and of Germany’s popular 











Vollkswagen models, leaves that 
conviction unaltered. 
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Obituaries 


L. G. Kimbrough 


HOUSTON.—Leonard G. Kimbrough, a 
pioneer Houston auto dealer, died here Oct. 
13 at the age of 74, A native of Shiloh, 
in 1915 to 
open Stevens Car Dealership, He remained 
in the automobile business until his retire- 


Ala., Kimbrough came here 


ment six years ago from Krieger Motors. 
* * * 


Cc. E, Hutton 


MEMPHIS.—C, E, Hutton, owner of nine 
Dodge dealerships in the South, died here 
Oct. 19 at the age of 65. Mr. Hutton en- 
tered the automobile business as a sales- 
man in Sioux City, Ia. He came to Mem- 
phis in 1938 to open a Dodge dealership. 
At the time of his death he owned two 
dealerships in Memphis, two in Charlotte, 
N. C., and one each in Dallas; Montgom- 
ery, Ala.; Columbus, Ga.; Sioux City, Ia., 


and Sioux Falls, 8, D, 
* * * 


Harry J. Detterich 


SOUTH BEND.—Harry J, Detterich, 73, 
retired advertising executive, died Oct, 19 
His 25-year advertising 
career in Detroit included association with 
Dudgeon, Taylor & Bruske; McCann-Erick- 
and 


at his home here. 


Marsh and Cushing 
Phelps agency, 
* * 


Harvey E. Hade 
PRINCETON, Ill.—Harvey E, Hade, 75, 
a former Ford dealer in Fort Madison, Ia., 


son; McKinney, 
the George ——e 


died Oct. 12, He operated a used-car deal- 


ership from 1944 to 1954. 
* * * 


Landy G. Huckabee 
CAMDEN, 8S, C.—Landy G, Huckabee, 
78, retired Camden auto dealer, died Oct. 
12. In Columbia he was associated with 
Wilson Motor Co, and operated his own 


auto repair business. 
7 * * 


Alva J. Carter Jr. 
CHICAGO.—Alva J, Carter jr., 45, vice- 
president and director of Carter Motor Co., 


died Oct, 15. 
*._ * * 


George G. Draper Sr. 
WILTON, N. H.—George G, Draper sr., 
73, owner of the Chevrolet dealership here 
since 1916, died at a Nashua (N. H.) hos- 
pital Oct, 18. He was a member of the 


New Hampshire Legislature. 
* * * 


Lewis Robert George 
KINSTON, N. C.—Lewis Robert George, 
80, secretary-treasurer of Harvey Motor 
Co, until his retirement some years ago, 


died Oct, 17. 
* * 


Herbert N. Nigg 

CARO, Mich.—Herbert N, Nigg, 72, re- 
tired executive of automotive parts firms, 
died at his home here Oct. 15. Companies 
he served before his retirement in 1954 in- 
cluded Warner Automotive Parts Division 
of Borg-Warner, Republic Gear Co., of 
Detroit, Detroit Piston Service Co, and 
American Gear Co, of Jackson, Mich, At 
one time Mr. Nigg was secretary and mer- 
chandising director of National Standard 
Parts in a 


-) 
Frederick W. Williams 
HARTFORD, — Frederick W, Williams, 


72, one of the organizers of the Connecticut 
Automotive Dealers Assn, and a former 
Pontiac-Cadillac dealer here, died Oct, 14 
in Sarasota, Fla, He was also a former 
president of the Hartford Automobile Deal- 
ers Assn, and head of the Underwriters 


Finance Co. here. 
* * * 


Gustay W. Carlson 
CLEVELAND.—Gustav W. Carlson, 77, 
retired chief engineer of Eaton Mfg. Co., 
died Oct. 19 in Cleveland Heights, In ear- 
lier years he had been associated with 


Lease Firm Sees 
200,000 Rise 
In Fleet Sales 


NEW YORK.—Fleet vehicle sales 
in the United States during the 
1962 model year will total approxi- 
mately 1,345,000 cars and trucks, up 
about 200,000 units from the 1961 
model year, according to a national 
survey announced by George Culp, 
vice-president of Service Leasing 
Corp. 

Leasing of fleet vehicles will in- 
crease by about 15 to 20 percent, 
caused primarily by businesses 
changing from company and sales- 
men-owned fleets to leased fleets, 
Culp said. Fleet leasing has had an 
average annual growth of more 
than 10 percent since it started 
after World War II, he added. 

“An over-all betterment in the 
economy, an improved and wider 
selection of new models, and re- 
placement cycles should stimulate 
more than a 14-percent gain in fleet 
vehicle sales,” Culp said. “Fleet 
leasing should achieve an even 
higher percentage rise.” 

The survey, conducted by field 
representatives of Service Leasing, 
put fleet car sales at 945,000 and 
fleet truck sales at 400,000, he said. 


Delta Import Moves 
LaCROSSE, Wis. — Delta Import 
Motors, Inc., has moved into its new 
building between this city and La- 
Crescent, Minn. 














Timken Roller Bearing Co, and Torbenson 
Axle Co., forerunner of Eaton. 


* * s 


Dr. Luther E. Kelton 


DENVER.—Dr, Luther E, Kelton, 81, 
founder of Kelton, Inc. (Cadillac), died 
Oct, 20 at his home here, He was a 
charter member of the Colorado Automo- 
bile Dealers Assn. 

* * - 


J. Oscar Johnson 


GREAT FALLS, Mont.—J. Oscar John- 
son, 83, in the mercantile and automobile 
business from 1900 until retiring in 1928, 
died Oct. 17. He first was associated with 
Johnson-Klies Motor Co. and later operated 
Johnson Motor Co, 

* * . 


P. Campbell Smith 


TAMPA, Fla.—P, Campbell Smith, part- 
ner in a former automobile dealership here, 
died Oct. 21. He was a partner of Smith 
and James Motor Co., later Smith Chevro- 
let, and Sharpe and Smith, He was later 
connected with United Motors here. He 
was past president of the Tampa Automo- 
bile Dealers Assn. 

* * * 


F. Guy Davis 


SEATTLE.—F, Guy Davis, 81, former 
advertising executive of the Cincinnati 
Times-Star and other Midwest newspapers, 
died here of a heart attack. 

* * i“ 


Herbert S. Jandus 


ROYAL OAK, Mich.—Herbert S, Jandus, 
for many years chief engineer of the 
Houdaille Division, Hershey Co., died here 
Oct. 19 at the age of 80. 

* ea * 


Eugene A, Lowry 

ST. LOUIS.—Eugene A, Lowry, 60, re- 
tired automobile dealer, died Oct, 22, Mr. 
Lowry retired in 1953 when Lowry Motor 
Co., in suburban Maplewood, was sold. 
He and two brothers had operated the deal- 
ership for many years. 

* * * 


Jack Gold 


PHILADELPHIA. — Jack Gold, 56, a 
used-car dealer here for the past 30 years, 
died Oct. 17. 











































* * * 
O. Lee Harrison 


DAYTON, O.—O, Lee Harrison, 78, for- 
mer General Motors Corp. vice-president 
and sales manager of its Delco-Remy Divi- 
sion, died Oct. 20. He retired from GM 
in 1936. 


HELP WANTED 


NEW CAR 
SALES MANAGER 


WORK FOR THE BEST — FOR THE 
BIGGEST — FOR THE MOST 


We need an experienced sales manager who 
will offer leadership to his men while receiv- 
ing constructive criticism from the dealer. 
Preference will be given to General Motors 
experience, but will consider other experience 
as a new-car sales manager or used-car man- 
ager. You will have at your disposal a plant, 
a sales organization, a product and a salary- 
commission plan second to none. You must 
have the ability to lead a hard-hitting sales 
force, the leadership qualities to take full ad- 
vantage of the salesmens’ ability and a will- 
ingness to work to get the necessary results. 
Please feel free to investigate us because we 
will investigate you. If, after you have care- 
fully reviewed your qualifications and back- 
ground, you believe you can fill the position, 
phone, wire or write for appointment to: Mr. 
James K. Davidson, ED 4-3193. 


The Cochrane Chevrolet Co. 


Bridgeport, Connecticut 








VOLKSWAGEN SERVICE MANAGER: 
Experienced. Will pay good salary plus 
commission on sale of inepections. New 
eight bay shop, located in semi-rural, 
scenic New Jersey. Good living, good 
schools. Will pay extra for speaking be- 
fore high school auto shop groups, Will 
use all VW systems for shop operation 
and control. Write in detail: Experience, 
family, salary expected. Halcyon Motors, 
Inc., Box 457, Flemington, New Jersey. 


WANTED: Lincoln-Mercury registered me- 
chanics. Do you want to move to Daytona 
Reach, Fiorida for ideal climate and 
working conditions? Applicants must 
stand rigid investigation and have high 
recommendations. Cox Motor Co., 418 N, 
Beach St., Daytona Beach, Florida, 


ACTIVE PARTNER, Buick dealership. 
Small investment, Profitable operation, 
New Jersey area. Box 2893, c/o Automo- 
tive News, Detroit 7. 








Retail Sales Manager 
For 
Imported Car Distributor 


Import experience helpful, but not neces- 
sary. Locate New York. Salary plus. com- 
mission. Send resume to Box 2892, c/o 
Automotive News, Detroit 7. 


USED CAR MANAGER: Preferably deal- 


SALES MANAGER—fast closer, high prof- 


SERVICE MANAGER, age 35, best of phy- 


GENERAL SALES MANAGER. Age 48, 


BUSINESS MANAGER — Highly qualified 
















POSITION WANTED 


SALES MANAGER or dealership manager 
position desired, Experience as salesman 
five years, sales manager one year, dealer 
five years, factory representative one and 
one-half years, Capable of organizing 
dealership, training and managing sales 
force and achieving profitable success. 
Excellent references, age early forties, 
excellent health, Income requirements 
moderate. R. T. Olson, 5631 Manor Lane, 
Chicago 31, IIl. 

GENERAL OR SALES MANAGER, 12 
years’ experience with Buick, eight as a 
dealer. Know entire operation; 34 years 
of age, married, four children, Dealership 
Management and Business Administration 
schooling, Box 2877, c/o Automotive 
News, Detroit 7. 


PARTNER-CONTROLLER desires invest- 
ment in Ford or GM dealership. Have 
proven heavy experience in dealership 
profit management, accounting and tax 
work, Finest references. Married, age 32. 
Prefer Chicago area, Box 2898, c/o Au- 
tomotive News, Detroit 7, 


DEALERSHIPS AVAILABLE 


FOR SALE OR RENT: Modern garage 
with equipment, tools, fine showroom. 
Small city upstate New York. Handling 
Mercury sales last six years; Ford fran- 
chise and Mercury franchise open. Op- 
portunity to get in business with low 
investment. Box 2889, c/o Automotive 
News, Detroit 7. 

DEALERSHIP HANDLING CHEVROLET 
on Texas coast. Over $75,000 earnings 
per year. Excellent facilities. Box 2883, 
c/o Automotive News, Detroit 7. 


HELP WANTED 


SALESMAN (‘‘FIRE-EATER’ TYPE)— 
$10,000/yr. starting salary plus car and 
expenses. $18,000 to $20,000 per year 
attainable by top man within about a 
year. (No limit placed on earnings; only 
a floor under them.) Must have proven 
new car dealer sales management experi- 
ence in large dealerships, To call on new 
car dealers in Southern California for 
large direct mail ad agency. Age limit 
33-45. Phone or write: Bill England, Au- 
tomotive Advertising Agency, 3148 West 
Pico Bivd., Los Angeles 19, REpublic 
1-8301. 





ership in need of rebuilding. Young, 39, 
married, clean cut, Able to devote long 
hours. Presently employed as used car 
manager but with limited advancement. 
Accept opportunity as part compensation. 
Thorough knowledge of used car sales, 
reconditioning and wholesale, Will relo- 
cate, Box 2900, c/o Automotive News, 
Detroit 7. 


it over 20 years in successful operations. 
Held dealerships in top positions—state 
and national, Connection with dealership 
that needs action, Write Box 2901, c/o 
Automotive News, Detroit 7. 


sical condition, ten years’ experience in 
volume service operations, desires con- 
nection with aggressive dealer, Will re- 
locate for right opportunity, Excellent 
references, Box 2897, c/o Automotive 
News, Detroit 7. 


25 years’ experience with Chevrolet and 
Ford. Best of dealer and factory refer- 
ences, Will relocate in New England 
only, Available immediately. Arthur Bry- 
ant, 87 Crescent St., Shrewsbury, Massa- 
chusetts, VIking 5-3891, 


of accounting is essential. 


and education to 


accountant by education and experience 
with large volume dealers. Can operate 
efficient office and handle responsibilities 
of business management activities, Box 
2894, c/o Automotive News, Detroit 7. 


HELP WANTED 
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DEALERSHIPS AVAILABLE 


Re 
DEALERSHIP HANDLING FORD and 
Mercury available in Lake Erie region 
midway between Cleveland and Detroit 
in highly industrial and rich farm area, 
Profit potential $40,000 to $70,000 yearly. 
Extremely low overhead deal, excellent 
used-car market, Fine building and four 
acres subject to favorable lease, $10,009 
will handle, Reason for selling—owner 
has interests in other area, Box 2899 
c/o Automotive News, Detroit 7 r 





— 

NORTHERN CORPORATION will sacrifice 
small southeast Florida Gold Coast cor. 
poration handling independent new car 
line and only used car operation in fast- 
expanding area. Only $7,000 needed to 
take over complete service and office 
equipment, signs and parts, No accounts 
receivable or used cars. Favorable lease 
Capable manager and five employes. Box 
2904, c/o Automotive News, Detroit 7, 

a peesnnins! 

FOR SALE: Dealership handling Chrysler- 
Plymouth in New Mexico. Purchase price 
includes parts and equipment and no 
used cars or accounts receivable. Long 
established dealership—always a profit. 
maker, Past experiences show deal can 
pay out in year. Box 2899, c/o Automo- 
tive News, Detroit 7, 


a 

HANDLING BUICK-OLDS-LARK, dealer- 
ship covers two good towns near Grand: 
Rapids, Michigan, three hundred car po- 
tential, Factories run steady, good farm- 
ing area, lots of fruit, Best facilities in 
area, Established over forty years—good 
going organization, Write Box 2902, c/o 
Automotive News, Detroit 7. 





HELP WANTED 


VOLKSWAGEN 
BUSINESS MANAGEMENT ANALYST 


Needed in Business Management office of national headquarters, to analyze # 
operational and financial reports and summarize them. i 
Requirements: Several years’ experience as financial statement analyst with 

a major automobile manufacturing company in a district or regional offic 


and/or as office manager in a retail automobile dealership. Sound knowledge 


Salary commensurate with qualifications. Excellent employe benefits. Send 
complete resume of previous employment (companies, positions, earnings) 


Personnel Department 


VOLKSWAGEN OF AMERICA, Inc. 


ENGLEWOOD CLIFFS, NEW JERSEY 





ees 








crow...GROW... GROW 


WITH TWO NEW AND GROWING COMPANIES 


THE AMERICAN ROAD INSURANCE COMPANY — 
FORD MOTOR CREDIT COMPANY 


The unusual opportunities available to experienced automobile sales finance men with Ford 
Motor Credit Company also are available to experienced and qualified insurance men with 
The American Road Insurance Company (TARIC). Ask yourself this question: ‘What will | be 
doing two years from now?" Then consider these positions which are open now: 


for TARIC: 
REGIONAL REPRESENTATIVES 


for FMCC: 


HEAVY TRUCK FINANCE SPECIALIST 


BRANCH MANAGERS 


(For various areas in the United States. A 
background in automobile physical damage 
insurance sales, underwriting and claims is 
required.) 


Write Today 
All Inquiries 
Wit Be Kept 
Confidential 





20000 ROTUNDA DR. 


Personne! Director, Room 2086 
DEARBORN, MICHIGAN 


OFFICE MANAGERS (in charge of internal 
operations of a branch) 


SALES REPRESENTATIVES 
INTERNAL AUDITORS 
CREDIT ANALYSTS 
FINANCIAL ANALYSTS 





wal 


-=\ 


a 








Discov 
a 
the fa 
cars, 7 
all th 
banks 
today 
(ineluc 


AUTO 


We ar 
ershi 


p 
© ¢quipn 

















" 





Montpelier, 





AUTOMOTIVE NWS, OCTOBER 30, 1961 


71 





DEALE!SHIPS AVAILABLE 


— GALE: Agency handling Ford in one 
FOR ne best crowing areas in the country. 
of pusiness $1,000,000, Trade area 
tion 65,000, same location for 39 
Selling 250 new units per year. 
class service facilities, Box 2888, 


“0 Automotive News, Detroit 7. 
——gRSHIP HANDLING FORD, located 


DEALE entral Wisconsin. Choice loca- 
ia south ccxcellent facilities, Owner re- 


wili finance right man, 150 new 
car per year potential, Write Box 1304, 


Madison, Wisconsin, 


—— DEALERSHIPS WANTED 


{OUNG, EXPERIENCED VW MAN wants 
to purchase authorized Volkswagen agen- 
r opportunity to buy partnership in 

vw dealership. Cash available immedi- 
tely, Ready to do business at once. 
YOA. approvai assured, Box 2896, c/o 


Automotive News, Detroit 7. 


IENCED DEALER wants General 
Motors dealership, 400 up planning po- 
tential. Because of son’s health location 
must be below 40 degree latitude. Replies 

strictest confidence. Box 2871, c/o 
Automnotive News, Detroit 7. 


ee. x 
ANTED: 100-150 NEW-CAR DEALER- 
D gneral area of Pittsburgh, Pa. 


ferred, Box 2879, c/o Automotive 
News, Detroit 7. 
@ANTE Chevrolet or Ford deal, single 
4 Ss tee, Ohio, Indiana or Michigan, 


Ages 400 cars annually, Will buy % 
interest or complete. Have excellent profit 


rd as dealer, factory approval and 
to handle. Box 2903, c/o Automotive 


News, Detroit 7. 
BUSINESS OPPORUNITIES 


EXCELLENT 
OPPORTUNITY! 


Exhibit your lines associated with the 
gutomotive industry at the National 
Independent Auto Dealers Association 
Convention in Las Vegas in January. 


largest annual gathering of independ- 
ent dealers gives you a built-in captive 
audience. 

for details contact: 


Executive Secretary 


N.1.A.D.A. 


1413 K, Street, N. W., Suite 300 
Washington 5, D. C. 





CONCRETE BLOCK BUILDING with 
glazed tile facing, built and designed 
specifically for automotive service busi- 
ness, 12,000 sq. ft. floor space, all city 
utilities, Located in Lafayette, Indiana. 
Terms available with or without equip- 
ment, Box 2880, c/o Automotive News, 


Detroit 7. 


AUTO LEASING 
COMPANY 


250 units operating Chevrolets 
and Cadillacs. 
located in large metropolitan area of Flor- 
ida. Outright purchase or merger consider- 
. For full particulars write Box 2891, ¢/o 
lutomotive News, Detroit 7. 











DEALER SERVICES 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


furniture—Equipment—Machiner y—Tools 
for Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 

1040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 

PORN 8 RR REE MD ESM 


DEALERS, FINANCE FIRMS, BANKS: 
Send your SKIP problems to Home De- 
tective Co., Inc., Box 862, Greensboro, 
North Carolina — Direct phone: I-919- 
BR22034. Write for listing forms. 40 
years in business — facilities in every 
state and abroad. America’s Premier Skip 
Bulletins free upon request, Fast daily 
service Fort Bragg, Cherry Point, Camp 
Lejeune, Testimonials from customers 
thruout U.S.A. 





1962 Auto Costs! 


Discover how much your Deal's cars really 
Cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1962 American 
cats, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘62 edition 
foday for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 


Le 
eS 


AUCTION SERVICE 


a Specialists in the liquidation of deal- 
up and garage, shop, office and service 
equipment. 


MONTPELIER AUTO 


AUCTION CO. 
Ohio Phone: 485-9535 
Fay Woodruff 


CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned 
purchasing any 


that before 
import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 





clean 
used 
cars! 


you need ‘em 


HERTZ 


has ’em! 


All in top shape, clean 
and sharp — real bell 
ringers! Chevys, Fords, 
Plymouths, Buicks, 
Cadillacs, Pontiacs. 
Sedans, hardtops, 
wagons and converts! 


You name it, we’ve got 
it—in fast-selling colors 
—equipped with power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 


1960 and ’61 models 
are now available at 
Hertz offices across 
the country. 


CALL 
THE HERTZ MANAGER 
IN YOUR CITY TODAY 


or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Avenue 
New York 21, N. Y. 





"62 
VOLKSWAGENS 


Fully Americanized 
Immediate Delivery 
to any port in U. S. A. 


SPECIAL PRICE 
ON VOLUME 


ALL NATION'S 
TRADING CO. 


10 Fenton Drive Millburn, N. J. 
Phone: ESsex 2-1286 








Ritchie Highway, Glen Burnie, Maryland. 


LLOYD PARTS for all models, Complete 


LLOYD PARTS—complete stock, Prompt 





SS ean ae 


RENAULT 
PARTS 





Also complete tool kit and 6'x9' Renault sign. 


Hamilton, Ohio 


CARS FOR SALE 


"62 Volkswagens 


Fully Americanized 
& 


Immediate Delivery 


e 
Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 


MUST LIQUIDATE—New 1962 Mercedes- 


Benz 300 automatic sedan, fully equipped 
including factory air-conditioning. List 
price $11,923—sale price $8,265. El Paso 
Mercedes-Benz Sales, call Louis Gandara, 
1000 Texas Ave., El Paso, Texas, KEy- 
stone 3-5451. 


CARS WANTED 





WANTED: MORRIS MINORS, any model, 


any number. Write, wire or call Discount 
Auto Sales, 303 N. Hendergon St., Ft 


Worth, Texas, Att: Hubert R, Kennedy. 
WANTED: 


1956-1957 Lincoln Continental 
Mark II, air conditioned. Benton Motor 
Sales, 545 East William St., Decatur, 
Illinois. 


FOREIGN & SPORTS 
CARS NEEDED 


Largest wholesale buyer and seller 
of foreign cars in the East. 


WILL PAY TOP $$$$ FOR 
1955-1956-1957 


Standard Transmission, 4-Door, 6 Cyl. 
PLYMOUTHS & CHEVROLETS 


Call Cliff Pittman, LU 3-9100 
4. D. CAR CO. 


1561 Jerome Ave. Bronx, N. Y. 








REWARD: Information to locate 1958 


Buick Super hardtop, blue with white 
top, serial No, 5E5013621, Driven from 
Maryland by man known as Samuel 
Whayland. Phone SOuthfield 6-3600 or 
write Mrs. Campbell, Schulte Ford, 917 


PARTS FOR SALE 


stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


shipment. Greene County Motors, Cat- 


skill, New York, Phone: 2000. 


GOODYEAR FIRESTONE 
GOODRICH =—s«US.. 


Trade-In Tires 


All Perfect—Used—Nice Treads 


$ 438” 


$1.00 extra for whitewall 
F.O.B. Akron, Ohio 


750-14 
800-14 
850-14 
900-14 


per dozen lots 
only, any size, 
blackwall 


Call collect for further information: 


TOWN TIRE, INC. 


PR 3-7891 Akron, Ohio 


COMPLETE STOCK 


List Furnished On Request 


ZELLNER AUTOS 
TW 5-3296 








TRUCKS WANTED 








13% Bayard St., Dayton 2, Ohio 


WANTED 
Used Wreckers 


We need one and two-ton wreckers. Send 
your best price and pictures. We are a 
Holmes distributor and will take tradeins 
on new Holmes wrecker rigs. 


SANDY'S 


BA 4.4525 





BUSES FOR SALE 


FOUR 1955 FORD SCHOOL BUSES model 


B700, 60-passenger—$1,350 each; G.M.C. 
Diesel transit buses 36-passenger; two 
Greyhound Diesel 41-passenger Silverside 
cruisers; one 1961 Ford %-ton pickup, 
V-8 motor, deluxe body, 1,300 miles — 
$1,350. Write or wire Box 2890, c/o Au- 
tomotive News, Detroit 7. 





60-PASSENGER SCHOOL BUS, Wayne 


ANTIQUE, CLASSICO CARS FOR SALE 
CLASSIC—1936 CADILLAC ‘‘75” 


FOR SALE: 1936 FORD V8 4-door sedan. 


body on °’53 Ford B750 chassis, $550. 
Call or write: Toronto Motor Co., 711 
Franklin St., Toronto, Ohio. 


sedan. 
Fender wells, V-8, etc, Needs restoring— 
$200. Also 1941 Buick Special model 41 
in near showroom condition—$390, Her- 
man Dittmar, Perry Sales Co., Petoskey, 
Michigan. 


Everything original, First class shape. 
Make offer, Demeter Motors, R.D, #1, 
Box 140D, Charleroi, Pennsylvania, 


MISCELLANEOUS 


“ORIGINAL YELLOW BRAKE BAR" 


Automatic Braking 


ONLY BAR MANUFACTURED TODAY 


WITH THE UNIVERSAL $ 45 
“WRIST ACTION" 51 


Incldg. BRAKE HOOK-UP 


NEW ROADKING 


Standard Four Point Hookup $3950 


with Regular Draw Beam 
$ 52°° 


Universal Wrist Action Bar 


COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 


TowKinG ji.cc'u, 545° 
eae 


BALL 
Compac-Tow Intra- * $3750 
State Tri-Bar .... 

* SPECIAL, 3 FOR $100.00 


NOW AVAILABLE! BERLUTI GEE HOOK- 
ALL CON-VER-TOW 3-in-1 ADAPTOR 


COUPLER——-CONVERTS 95 
Any Tow Bor to Ft ONLY 12 


Carrying Bags $2.00 & $2.95 
SAFETY CHAINS, set of 2, only. $2.95 


Our Dealers’ Net F.O.B. Factory Prices 
Include Federal Excise Tax 


Tow Bar Sales Co. 


Exclusive Factory Distributors— 
U. S. A. and Export 


DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect “$ Rvsharse, 
40 So. Clinton St., Chicago 6, Ill. 





SEE PAGE 57 
for the nation's 
TOP AUTO AUCTIONS 





MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


& 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
* 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


© 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 


Standard is 2 Large 
Adapter Clamps Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory 
Dealers’ 25% Discount 
Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


$44.85 


Fed. Tax. Inc. 


"ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.O.B. Factory ................ $51.00 
Dealers’ 25% Discount 
Dealers’ Net with 2 
Standard plus 2 Large 
Adapter Clamps 


$38.25 


Fed. Tax. Inc. 


Substantial Discounts 


To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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Sealed Power 


PBL IT AM 


WR aie 


ELECTRO- POLISHED 


STAINLESS STEEL Ol 


i rings ‘have 


PISTON RING SET 


ata ed 


is 


TOE at 


“mechanic appeal WHY? THEY POSITIVELY CONTROL 


OIL...TAME TOUGH TROUBLE JOBS FAST...ELIMINATE COME-BACKS 


Sealed Power Stainless Steel oil rings control oil 
better and longer than any other ring. 
Stainless Steel retains its tension at today’s 
higher operating temperatures. Tension is uni- 
form because it isn’t necessary to heat-treat this 
premium alloy; it doesn’t vary from lot to lot. 
Glittering Stainless Steel resists effects of acids 
and gases, doesn’t pit or etch, so carbon can’t 
cling. Return oil vents stay clean and free. 


Unique, patented design of Sealed Power 
Stainless Steel oil rings ends groove-depth prob- 
lems. Proper tension does not depend on con- 
tact with bottom of piston groove. No shims, no 
springs, no gauges, no “‘A”’ or “‘B”’ set worries. 

These rings fit, they hold their fit, they’re easy 
to install. Put a set in, button up the job and 
forget it. Sealed Power Corporation, Muskegon, 
Michigan. 


Sealed Tower Piston Rings 


100,000,000 cylinders can’t be wrong! 


PISTON RINGS © PISTONS ¢ PINS ¢ SLEEVES AND SLEEVE ASSEMBLIES *® VALVES © WATER PUMPS ®¢@ TAPPETS 
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